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“BEFORE THE ADVENT OF THE LUMBERMAN” 


One of a group of historical paintings in the National Lumberman’s Bank, Muskegon, Mich. 
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2.780 Ft. Long 


A High Pressure, Positive 
PNEUMATIC CONVEYOR 


In operation for 
over sixteen years 


We design, manufacture and install reliable equip- 
ment, and have done so for forty-three years. 
Positive long distance conveyor systems. 

Wood-fuel furnace stokers. 

Dust-collecting systems. 

Storage vaults and unloaders. 

All for shavings, sawdust, hogged wood chips and 
similar materials. 


THE ALLINGTON & CURTIS 
one MEG. CO. 


1886 


Factories and Offices: Saginaw, Mich. Boston, Mass. 
Offices: Chicago, Ill. New York, N. Y. 
»- —> 
This system handles 20,000 Ibs. of shavings and sawdust per hour. (100 tons 
per day) from a lumber mill to a cotton mill power house, a distance of 
over half a mile. 


Incorporated 
1888 
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The Shimer 8 Bit Expansion 
Door Head, Self Centering 


The greatest advantages are offered you in the 
use of Shimer Cutter Heads. They are sharpened 
and set up quickly,—the pattern of flooring, mould- 
ing or door and sash remains permanent,—the 
clearance provided protects the cutting edges from 
unnecessary wear,—and there are numerous other 
features provided. 


The Shimer Catalog and Pattern Book will be sent 
to you on request. Write for your copy today. 


v= Samuel J. Shimer @ Sons | 


MILTON, 








WANTED 


Additional high grade experienced 
lumber salesmen 


to sell products of following plants on a commission basis. 
Men only wanted who will take our account for all plants for 
small areas calling upon, at intervals of two weeks or less, 
every dealer in, and industrial user of, products made from 


logs. 


dress, giving references: 


Each man will be our exclusive representative, but may 
represent, also, shippers from other regions. 


If interested ad- 


E. B. HAZEN LUMBER CO. 


Merchandisers for Manufacturers 


Spalding Bldg., Portland, Oregon 


PLANT “B”: Mixed cars Fir 
Uppers & Commons for re- 
tail yards; Hemlock Dimen- 
sion, Spruce Shop, Pack- 
aged Fir & Hemlock Panels. 
Fir Car Siding & Decking. 
Cedar Siding & Shingles. 


PLANT “©”: Select & No. 1 
Com. Timbers to 24”x24” to 
60’. Car Sills, Decking, 
Framing and Horizontal 
Sheathing. All Fir. 


PLANT “D”: K. D. Long Di- 
mension 22 to 28’ Small 
Timbers, Plank and Large 
Timbers to 12x12-28". Above 
No. 1 Com. Fir. White Fir 
2x4” to 6” K. D. 


PLANT “F”: Fir House & 
Garage Doors, inside door 
frames, Mouldings, Finish, 
Casing, Base, Stepping, 
Hand Rail. 


PLANT “H”: Old Growth Yel- 
low Fir Structural Timbers, 
Plank, Dimension. V. 
Shop, Horizontal Sheathing 
and Dimension K. D. 

PLANT “I”; Fir Plywood 
Panels with Fir, Larch, 
Hemlock, Alder Faces. Same 
Shaped, Sanded, Bored, Cut- 
out, etc. Packaged Panels. 

PLANT “K’”:; Cut to size Ply- 
wood from Plant “I” in con- 
junction with Fir, Larch, 
Hemlock, lumber, cut to size. 
All above worked into any 
and all finished articles 
which can be made of wood. 
Also a line of standard 
ready made furniture and 
novelties and built-ins all 
unpainted. 


PLANT “L”: Alder and Maple 
clear Dimension stock for 
furniture and toys. Also 


Alder Coat Hangers. 
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Challenging Catalog House Competition in Home Building 


STENSIBLY, the catalog 

house’s major appeal is on 

price. As a matter of fact, in 
many if not most cases merchandise 
of like quality can be bought locally 
at a lower price than that named in 
the catalog. But some local mer- 
chants have been so scared by mail 
order advertising that they have 
made no real effort to meet that kind 
of competition. They have taken the 
statements in the catalogs at their 
face value, instead of analyzing 
them and making comparisons be- 
tween mail order goods and prices 
and their own merchandise and 
prices. In practically every case 
where these comparisons have been 
made the advantage has been shown 
to be on the side of the local mer- 
chant. 

The comparison that shows the 
local merchant at a disadvantage is 
that between his methods of adver- 
tising and selling and those of the 
mail order house. Often the latter 
has a method that enables it to sell 
the local merchant’s customers be- 
fore the merchant knows there is any 
business in prospect. If the local 
dealer in building materials, for’ ex- 
ample, was as alert and ingenious in 
uncovering prospects as the catalog 
house is there would be few sales 
made by out of town concerns. Some 


local merchants have literally taken 
a leaf from the mail order catalog 
with the result that they are able to 
meet mail order competition without 
sacrificing profits. 

Since there is and can be nothing 
secret about the selling methods of 
the catalog concerns, it is easy for 
the local lumber dealer to inform 
himself fully regarding the competi- 
tion he has to meet from them. He 
can take the house plans of the cata- 
log concern and figure the cost of 
material and labor for them as ac- 
curately as the catalog house itself 
can. His best policy is to do this in 
advance of the mail order campaign, 
and then let his people know exactly 
what he can supply the material for. 
That is what the Doyon & Rayne 
Lumber Co., of Madison, Wis., did. 
In an advertisement they said to their 
community: “While we have always 
known we could sell homes for less 
than the mail order houses, the 
weight of this point has been driven 
home harder than ever during the 
last month. Now we make you this 
offer: We agree to build a home for 
you 10 to 15 percent cheaper than the 
price charged by any mail order 
house—and we’ll still be making a 
reasonable profit.” 

In that statement the mail order 
house’s price appeal is met squarely, 


and in a way that challenges the in. 
telligence of anybody who persists in 
buying out of town without first con. 
sulting his local dealer. It leaves 
open the question of quality and per- 


‘ haps some other services offered by 


the outside concern that are not com- 
monly performed by the local dealer. 
In another advertisement the lumber 
company covered quality of materia] 
and financing in a _ convincing 
manner: “At the same time we wil] 
furnish materials of standardized 
quality, with a definite re-sale value, 
help you to arrange all financing on 
a liberal, economical basis, and ree- 
ommend reliable contractors.” 
There can be no sidestepping an 
offer of this kind. It is not even 
necessary for the local dealer to have 
his own plan book. He can use that 
of the mail order competitor. He 
offers to duplicate any mail order 
offer at a saving of 10 to 15 percent, 
and the most convincing method of 
doing so is to take the plans and 
specifications from the mail order 
catalog. Of course, there are many 
advantages under ordinary condi- 
tions in having a plan book for local 
distribution, and every well planned 
sales campaign ought to include not 


. only plans but facilities for financing 


in order to meet catalog offers at 
every angle. 





Selling the Home as a Financial and 


HEN the poet affirmed that 
home, however humble, was 
like no other place, he stated 

a truth that receives a hearty ac- 
ceptance from everybody. The poet, 
however, touched only the _ senti- 
mental aspect of the home. Yet the 
home is not only a shelter, but it is 
the center of the family affections 
and the unit of civilized society. In 
it and from it the earliest and there- 
fore the most lasting impressions are 
received. Largely, the fundamental 
principles of conduct are learned and 
established in the home and the per- 
sonal character is there determined. 

But the home has its financial 
aspects also. It often represents the 
largest single monetary investment 
ever made by the family. It com- 
monly involves further expenditures 
in additions, alterations and improve- 
ments, which keep it constantly in 
the family budget. In most cases 
also the home changes in value as 
population increases and as the stand- 
ards of the community or neighbor- 
hood rise or fall. Not infrequently, 
these changes so accentuate the 


monetary consideration as seemingly 
to subordinate sentiment and make 
the home purely a financial venture. 
There can be little doubt that senti- 
ment in most cases outweighs all 
other considerations in the choice of 
a place of residence and in the plan- 
ning and upkeep of a home. Never- 
theless, it is commonly practicable to 
satisfy every sentimental require- 
ment without sacrificing the possi- 
bilities of financial gain. It is often 
practicable to make a home all that it 
should be sentimentally and socially, 
while making it also a profitable in- 
vestment. A home in a good neigh- 
borhood, well planned and properly 
constructed, may accumulate value 
more rapidly than stocks, bonds or 
money at interest, and ultimately 
may develop into a valuable estate. 
With the spread of the practice of 
zoning, most of the hazard formerly 
entailed in home building due to 
change in the neighborhood or the 
encroachment of factories has been 
eliminated. The original character of 
a neighborhood can be largely per- 
petuated indefinitely and the invest- 


Social Investment 


ment in homes thus protected. Care 
in construction also may make the 
structure permanent, while addition 
and alteration may keep it abreast of 
the times as well as in harmony with 
the needs and means of the occupants. 
This is especially true of the wood 
home, which possesses the quality of 
adaptability in the highest degree. 
Probably the purchase of a home, 
at the same time that it offers oppor- 
tunities for investment, provides one 
of the greatest incentives to saving. 
These two aspects of home building 
may perhaps properly receive greater 
emphasis than they are commonly 
given. This point was touched upon 
by Horace Russell, a prominent At- 
lanta attorney, in an interview as re- 
lated in the Realm of the Retailer, in 
this issue. He said: “So I’d like to 
carry on a campaign of intensive edu- 
cation among our people about the 
substantial and abiding value of a 
home as an investment. I wouldn’t 
want to eliminate the sentimental 
side of home ownership; gardens with 
happy children playing in them, civic 
pride, a sense of being a substantial 
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and important part of the community 
and the rest. These are real values 
that are vastly important. But to 
this I’d like to add the matter of solid 
and safe investment for the future of 
a man’s family; a tangible piece of 
property that is under his constant 
care and improvement, an investment 
that goes through the vicissitudes of 


national ups and downs of commerce 
and remains as an abiding value.” 
Discussing this aspect of home 
ownership further, Mr. Russell men- 
tioned the fact that persons who do 
not invest in homes may and often do 
invest in other properties that are 
less secure. During the recent stock 
buying orgy many a family made the 


mistake of taking fliers in the market 
with money intended for the pur- 
chase of homes, with the result that 
the decline in stock prices left them 
with neither money nor homes. Home, 
after all, is one of the best of securi- 
ties, both as a financial investment 
and as a protection in old age or 
other time of need. 





Sound Psychology of “One Week Club” 


ETTERS received from all sec- 

tions of the country and pub- 

lished elsewhere in this paper 
show how responsive many persons 
are to suggestion. The fact is that 
all business is based upon optimism; 
that is, upon confidence in the future. 
Lumber is manufactured with the ex- 
pectation that it will be sold; and it 
is bought with the expectation that it 
will be used. Really, confidence in 
the future is the one thing needed to 
produce and to sustain prosperity in 
this country. The country has now 
everything that it ever had to sustain 
prosperity, except confidence in the 
immediate future. Nobody believes 
that depression is to be permanent; 
everybody is confident that prosperity 
will return. 

Business as a whole is like each 
business individually. The soundest 
bank can be ruined by a run created 
by nothing more substantial than a 
mere rumor. Likewise, confidence 
inspires confidence; and _ business 
can be built up by the circulation of 
good reports. Of course, confidence 
must be evidenced by something 
more than mere words. The deposi- 
tor who declares that the bank is 


sound but at the same time with- 
draws his money from it is not acting 
in a way to inspire confidence in the 
bank or in his own sincerity. Con- 
fidence in the future of the lumber 
business must be shown by the pur- 
chase of lumber, and this confidence 
must be communicated to users. 

There can be no doubt that the 
state of mind that has prevailed 
rather generally for some months 
was induced originally by the stock 
market slump, which, however, di- 
rectly affected in a material way only 
a relatively small number of persons. 
The psychological influence of the 
slump was infinitely more serious 
than the material effect. Thousands 
of persons who did not lose a penny 
in the slump nevertheless suffered a 
loss of confidence, which has been 
communicated like an infection to a 
large part of the population. Much 
if not most of the crying has been 
done by persons who have not been 
hurt at all. 

What the country needs is a res- 
toration of confidence. The way to 
restore confidence is to cease crying 
down the stock of America, and that 
is the purpose back of the “One 


Idea Demonstrated 


Week” club, which in fact ought to 
be perpetual! Nobody gains through 
the spread of pessimism or the de- 
struction of confidence. The man 
who says his own business is “rotten” 
merely helps by that means to make 
it “rottener.” Exchanging of con- 
dolences is soon followed by a call for 
the undertaker. Each person who 
talks pessimism is much like a person 
afflicted with a contagious disease, 
who infects all with whom he comes 
into contact. 

In its essence, optimism implies 
good health and a hopeful view. Such 
a view is essential to healthfulness in 
business. Making the best of every- 
thing is the surest protection against 
the worst. At times there has been 
a disposition to discredit optimism 
of a certain sort. But optimism that 
refuses to be frightened at a shadow, 
optimism that will not be stampeded 
by a rumor, optimism that is based 
upon full knowledge of the facts, is 
only good sense and sound judgment 
applied to the situation with which 
the business world is confronted. 
Only optimism of that sort can lift 
the business world from the slough 
of despond. 





Insulating Properties Enable Wood to Regain Important Market 


URING recent years lumbermen 

have come to a better apprecia- 

tion of the heat insulating prop- 
erties of wood, and some of them 
have made use of this knowledge in 
promoting the sale of lumber for con- 
struction purposes. Lumbermen who 
have worked around the motors and 
batteries of their automobiles have 
learned to appreciate the electrical 
insulating properties of a wood han- 
dled screw driver. Wood is in fact a 
good insulator not only of heat but of 
electricity, and its electrical insulat- 
ing properties, together with its 
cheapness and lightness, have doubt- 
less enabled it to hold its place for 
crossarms and insulator pins, as well 
as largely for telephone and electric 
light and power line poles. 


Commenting on the _ insulating 
properties of wood in their relation 
to its use for electrical construction, 
the Electrical World recently said: 
“Style changes occur in engineering, 
and the latest is a revival in the use 
of wood structures. This has come 
about largely through a study of in- 
sulation values and the recognition 
that protection against lightning is 
an important item in design. At 


several engineering meetings lately 


field data have been submitted to 
show that transmission reliability on 
lines of moderate voltage can be im- 
proved by the use of wood. The ex- 
treme of this principle is to use wood 
pins, wood crossarms and wood 


braces on wood poles and to space 


conductors for maximum clearances.” 


Of ‘course, the lumber industry 
should not make the mistake of ad- 
vocating wood use to a greater extent 
than would be economical or efficient. 
Nevertheless, as the Electrical World 
says further, “Undoubtedly, wood 
pole lines have a place in transmis- 
sion to a greater degree than that 
attained in past years.” Here as in 
other uses, care must be exercised in 
determining wood’s adaptability to 
the situation and conditions under 
which it is to be used. The lumber 
industry may accept with consider- 
able satisfaction the further dictum 
of the paper quoted: “On the whole, 
the renewed interest in wood struc- 
tures is encouraging and promises 
better service and savings in invest- 
ments.” 
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Financing and Building Homes 

EprrorR AMERICAN LUMBERMAN: 
a reader of the AMERICAN 
number of years, in 


I have been 
LUMBERMAN for a 
fact as far back as the 
years 1903 or 1904, and still read each issue 
upon receipt of it, ahead of any other papers 
that come to my house. 

I read, with great interest, the report of the 
talk which Arthur A. Hood, president of the 
Associated Leaders of Lumber & Fuel Dealers 
of America, gave at Fort Pitt Hotel, Pittsburgh, 
Pa., on May 6 to representatives of the asso- 
ciation from western Pennsylvania, eastern Ohio 
and West Virginia, in which he gave a lot of 
food for thought by the thinking lumbermen. 

The writer has had employment with two dif- 
ferent retail lumber and building supply firms, 
who did a general contracting business along 
with their retail business, and with three firms 
who handled lumber and millwork only; also 
three years as estimator for the Millwork List- 
ing Co., which maintained offices in Pittsburgh, 
Pa., from Oct. 1, 1926, to Nov. 30, 1929, thus 


having had quite a varied experience in the 
retail lumber business. 
With reference to financing or mortgage 


money for building, I would say that there are 
too many irresponsible men attempting to con- 
tract, who do not know the construction of a 
building well enough to figure it, so they simply 
make a guess, which reflects back to the re- 
tailer or other sub-contractors, but generally the 
retailer, as he almost always winds up on the 
tail end of the job. 

Then again, if you would go into some of 
these dwellings or buildings after a contractor 
of this type had constructed them, you would 
often wonder why any mortgage company or 
building and loan appraiser should even grant a 
33% percent loan, in place of 65 or 70 percent, 
on account of the mechanical work done on 
them. 

If they would turn down altogether loans on 
such buildings, the lumbermen wouldn’t have so 
much of this kind of business to fight; on the 








other hand, it would give the honest contractor 
a chance to get enough money for the building, 
so he could do good work and have no trouble 
to get his money to pay the bills. 

Again, if a contractor can not figure and get 
enough money for the job to pay his bills, and 
make a reasonable profit for himself, the local 
retail lumberman had better figure the general 


contract and hire good mechanics -to do the 
work ; then I believe conditions would soon shape 


up so as not to have so much trouble in financ- 
ing these buildings. 

Financing is a very important factor of the 
retail lumber business. You will please note I 
specifically mention “retail,” for as far back as 
I remember working in connection with the re- 
tail lumber business, if there was any financing 
necessary, it was up to the local lumberman to 
do it. 

Now, it does not seem right or just that this 
should have to be the case. Why couldn’t the 


large mills—jobbers and manufacturers of all 
classes of builders’ supplies—get with the re- 
tailers and form a finance corporation, some- 


thing along the lines of the automobile finance 
corporation? By doing this they would lift quite 
a lot of the burden from the retailers, at the 
same time making a greater market for their 
output; and, surely, the home or real estate se- 
curity would be far greater than the automo- 
bile. Note here, do not misunderstand me with 
reference to automobile financing. I believe it 
is all right, but why not finance homes along 
similar lines? 

The mail order houses are doing it, and not 
only selling their own manufactured materials, 
but will advance some money for the construc- 
tion work, above cost of all materials they 
handle, or sell. They are increasing their busi- 
ness every year, too, and on each house fur- 
nished by them, not only the local lumberman 
and supply men lose the sale of the material, 
but it will reflect back on the larger mills, as 
most if not all the large mail order companies 
own timber and mills. 

With business as it has been during the last 





NEWS AND 


From 





50 YEARS AGO 


the AMERICAN LUMBERMAN 


VIEWS OF 








Hon. George F. 
ernor of Florida, owns 
manages some very extensive 
sawmills at Ellaville, on 
Suwanee River. At Pensacola 
one of the best and most pros- 


Drew, gov- 


the lake. 


tract, leaving the main line at 
and| Orono to accomodate the large 
lumber and shingle mill Oster- 
the | hout, Fox & Co. are to build on 
This road will be the 
beginning, perhaps, of a branch 


pine for the gum, as it is called, 
and the manufacture of tur- 
pentine and resin. The resin 
sells from $1.40 to $5 per bar- 
rel, according to quality, and 
just about pays cost of gum 





perous establishments is pre-| to Manistee. and distilling, leaving the spir- 
sided over by an old Chicago * * * it, which sells for 40 cents a 
lumberman, Robert F. Queal. | The transfer of the Union| g@llon, as the profit of the 
* * * | Iron Works, Clinton, Iowa, to business. 

The Bellefonte, Pa., planing| Thomas R. Reeve, of Cleve- * + 8 
mill has made 45,000 arms for land, Ohio, was made April 26.) ayn. new sittin ite lh 
telegraph poles for the Amer-| The productions of this es-|p., a a yg agg at “Ba 
: ale a : . ‘ Pack, Woods & Co.'s refuse 
ican Union Telegraph Co.| tablishment are favorably and wees . ‘ 

. “ : burner, Oscoda, Mich., includ- 
which about half fills the con- known as 


tract. 


** * 
A fish 18 feet long, which | 
but for its colossal dimensions | 
would be called a sucker, was 
recently speared with peavies in 
the Au Sable River by some 
log runners. 
** * 
The land department of the | 
Grand Rapids & Indiana has 
completed a sale of about 3,000 
acres of choice pine lands situ- | 
ated on or near the banks | 
of Deer Lake, Pinora town- 
ship, Lake County, Michigan, to 


Rapids. 


widely they com- 
prise sawmills in many of the 
lumber producing centers. The 
entire work of the large mill 
of Schulenburg, Boeckler & 


Co., Stillwater, Minn., was built | 


there, also the mill of the 
Langford & Hall Lumber Co., 
at Fulton, IIl. 

+ . * 

From Wilmington, N. C., 
southward, and nearly all the 
way to Florida, the pitch pine 
trees, with their blazed sides, 
attract the attention of the 
traveler. The lands for long 


| Nicholson followed 


stretches are almost worthless, | 
Osterhout, Fox & Co., of Grand | and the only industry, beyond | 


The railway company | small patches for corn or cot- | 


is also to build a spur to this | ton, is the “boxing” of the pitch | 


ing the masonry on which it 
stands, and the spark catcher, 
is 150 feet in height. 

out 


The people of Detroit, Mich., 
announce that they have solved 
the long mooted paving prob- 
lem. Originally the pavements 
were of block stone, then the 
and now 
both have been abandened for 
cedar blocks. The sticks are 
peeled, cut seven inches in 
length, and laid on a founda- 
tion of packed sand. The 
stone costs about $3 per square 
yard, the Nicholson, $1.50 to 
$2, and the cedar, at present, 
costs about $1. 














few months in most sections, it looks as though 
house building, which can not be financed, wij 
be at a very low percentage, compared to What 
it should be in order to keep the present buija. 
ing material men and manufacturers going. Of 
course, the financing should be on homes to be 
built, for which the owner would be able to 
pay, as a man making $4 or $5 a day could not 
keep his payments up on an $8,000 to $10,000 
home. People will have to adjust themselves to 
what they can afford. 

I have simply touched on a few points only 
in which all dealers of building materials are 
interested.—E. H. HOoLstrine, 1933 Beach St. 
McKeesport, Pa. 


Apportioning Costs Among 
Grades 


With reference to your inquiry No, 


ventory at the end of the period. By 
subtracting from this total the inven- 
tory at the beginning of the period 
the production will be obtained. The 
next step would be to enter the cur- 
rent market price per thousand in 
the column provided for this. This 
price should, of course, be the f.o.b. 
mill price. The extensions are then 
made and the total market value of 
the production is ascertained. By di- 
viding the total market value into 


= 
sP 2,448, on apportioning cost by grades, 
a I attach hereto a specimen heading 
one for work sheet to be used in allocat- 
i, ing the total cost of production to 
s o3 the different grades produced on the 
ZCE basis of their relative market values, 
“82 A brief outline of the method used 
we in the preparation of this statement 

& follows: 

2 Under the first division, “Inventory 
Beginning of Period,”’ are entered the 
— quantity, value and average per thou- 
2 sand of the inventory at the begin- 
= ning of the period. The next step 
s should be to fill in the quantity 
nt shipped opposite each grade under 
. 5 the division headed “Shipments.” 
a 2 The inventory at the end of the pe- 
ae riod should then be entered. The 
= = total quantity can then be obtained 
nH 5 by adding the shipments and the in- 

: 

3 





TOTAL 
| Quantity Amount | 








[This letter comes from a repre- 


eo; the total cost and multiplying the 
Sm quotient by the market value of each 
< a grade you will ascertain the cost of 
a te each grade in dollars and cents. The 
= cost per thousand is then figured in 
f= the usual manner by dividing the 
ve quantity into the amount. This price 
S = per thousand is then entered opposite 
om * a the quantity shipped and extended, 
oc which gives the cost of the product 
a & sold. 
5 a By adding the inventory at the be- 
8 - ginning and the cost to produce, will 
Sor be given the amount to be placed in 
ae the amount column under the divi- 
Sz sion headed “Total.” By subtracting 
ve the cost of sales from this total will 
® » be found the value of the inventory 
Ze at the end of the period. 
&& The statement is also arranged to 
AS show the percentage of each grade 
< produced, shipped and on hand. 
This method of computation will 
a comply with article 107, Regulation 
74 of the 1928 income tax, which 
os gives manufacturers producing sev- 
fe eral different grades of product with 
oe one process of manufacture the privi- 
oo Aa be lege of allocating the cost of produc- 
but tion to the different items produced 
z ig E based on their relative market values. 
ae I shall’ be glad to furnish any fur- 
B24 ther information wanted on request 
£2 and will, if desired, work up a sample 
bE statement.—INQuIRY No. 2,448-C. 
mn — 


} 
} 


sentative of a large western pine 





a manufacturing concern. It deals 
a with a subject that has been dis- 
oe cussed several times in the pages 
Q of the AMERICAN LUMBERMAN. The 
8 name of the inquirer will be supplied 





on request.—Epiror.] 
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Southern Pine Output Low; Outlook Is Improving 


Southern pine orders in the week ended May 31 were 8 
percent below the production, and shipments were 7 percent 
above it. Some of the mills had been handicapped by high 
water, and are now catching up on their shipments. There 
has apparently been some curtailment of output, as, in the 
week ended May 24, identical mills cut only 80 percent as 
much as in the corresponding week of last year, whereas 
their average percentage for the year to date was 91. Trade 
has improved a little, there now being a fairly good call for 
special cutting and industrial low grades, while upper grades 
are moving better to the North and middle West, though 
eastern business is slow. The mills are taking a firmer at- 
titude toward prices. 


Northern Pine Picks Up; Hemlock Continues Slow 


There are indications of improvement in northern pine 
trade, as a result of seasonal increase in farm consumption, 
and in the week ended May 24 the bookings of identical 
mills were 3 percent larger than those of the corresponding 
period of last year. The bookings, however, were exceeded 
by the shipments, so that there has been a further decline 
in unfilled order files, and also an increase in stocks, seven 
mills shipping only 69 percent of their production. The 
tendency of many yards in territory close to the mills to 
keep stocks to the minimum, is expected to result in good 
business as trade opens up. Industrial buying has been 
rather slow in the middle West, but eastern distributers 
consider the outlook for box lumber to be much improved. 

Northern hemlock production has been running ahead of 
new business, which in recent weeks has been slow, though 
it is believed the Wisconsin and Michigan country yards 
will soon enter the market for larger supplies. The monthly 
report as of May 1 showed total stocks to be 52 percent 
larger than on that date last year, but while stocks of No. 3 
were 125 percent larger, those of No. 2 and better had in- 
creased only 29 percent, and while total stocks of boards 
had increased 81 percent, those of dimension had increased 
only 47 percent, with the largest accumulation of dimen- 
sion in No. 3, stocks of which had increased 140 percent. 
All grades of boards except merchantable and mill run 
were in considerably larger supply. 


West Coast Bookings Exceed Low Holiday Week Output 


Production on the West Coast was low during the week 
ended May 31, because a number of mills shut down over 
the week end for the holiday, but this also affected book- 
ings. The net result was that new business exceeded the 
cut by about one percent, while shipments were 5.5 percent 
above the cut. New business booked by identical firms 
was at about the same level as during the preceding week 
and not as large as in the week ended May 17, when 
exports were unusually heavy. 

Rail trade has been disappointing, though it is generally 
agreed that prospects here are better than in any other 
section of the market. Domestic cargo business was larger 
than in a good many weeks. On the Atlantic coast con- 
sumption has been increasing, though large supplies and 
keen competition have kept prices from showing any im- 
provement. Southern California stocks have been allowed 
to decline, and there are practically no items in excess 
supply, while building is beginning to expand. 

Most of the principal foreign markets, Europe being an 
exception, continue to suffer from difficulties that restrict 
their consumption of lumber, but there is every reason for 
thinking that their small purchases during the first part of 
this year will result in their coming into the market later 





for larger amounts. Ocean freight rates have been unset- 
tled by a world surplus of shipping, and foreign customers 
have been hesitant, but that stabilization is near is indi- 
cated by an advance last week in the rate to some South 
American ports. 

Prices in all markets continue weak, and additional cur- 
tailment has been announced by a number of mills, while 
most loggers have shut down for an indefinite period. 


California Pines Firmer Than Inland Empire Product 


Reports from the Inland Empire for the period ended 
June 6 show that almost without exception the sales prices 
have continued to decline, though Idaho pine is holding up 
a good deal better than Pondosa. The No. 1 common and 
selects in Pondosa show the most weakness, while quota- 
tions on Nos. 2 and 3 common in both species are compara- 
tively firm. The production tapered off a little over the 
holiday, while sales took about the same proportion of it 
as in recent weeks, and shipments have kept about even 
with bookings, so that stocks have continued to increase, 
while there has been no addition to files of unfilled orders. 

California pine production has recently increased and 
the cut of identical mills during the week ended May 24 
was within 9 percent of the 1929 level, while orders were 
23 percent below it. Shipments during the first 21 weeks 
of the year exceeded the cut by 55 percent, but the mills 
have begun to accumulate stocks. While total May 1 
inventories were 15 percent larger than on that date of 
1929, the increase was largely in No. 3 shop and better, up 
40 percent, while lower grades increased only about 5 per- 
cent. Prices of most items kept about even in the period 
ended May 27, but shop showed weakness. 


Trade in Redwood and Cypress Showing Improvement 


While redwood production in the first 21 weeks of the 
year averaged 3 percent above that of 1929 at identical 
mills, it recently declined to 3 percent below 1929. South- 
ern California took 23 percent and the eastern States 28 
percent each year, but while foreign trade last year made 
14 percent of the total, this year’s was 10 percent, and north- 
ern California, which last year took 33 percent of the total, 
this year took 38 percent. Bookings of identical mills dur- 
ing the week ended May 24 were 25 percent larger than 
those of the corresponding week last year. 

Southern cypress trade is still rather draggy, but has 
shown some improvement recently, there being a fair 
movement of low grades for farm and greenhouse use, and 
somewhat more finish and shop are being bought for build- 
ing purposes. A report of March 31 shows that stocks 
averaged about 30 percent higher than on Oct. 31. On 
March 31, 45 percent was 9 months to dry, with 7 percent 
sold; on Oct. 31, 56 percent was dry and 9 percent sold. 

Hardwoods Moving Best to Building Trades Interests 

Southern hardwood sales made only 70 percent of the 
output during the week ended May 31, though improvement 
in the buying of some groups of consumers has recently 
been reported. Northern sales covered less than 40 percent 
of the output. Stocks in both regions are heavy, but the 
manufacturers are inclined to stand firmer on their quota- 
tions, though some of them have been accepting orders at 
low prices. Automotive industries are the poorest buyers 
at present. Furniture and radio plants are taking a little 
more, and are expected to need larger supplies soon after 
their summer shows. Sales to flooring and millwork fac- 
tories and retail yards have been showing seasonal im- 
provement. Foreign trade is disturbed because some ship- 
ping owners are offering space at less than conference rates. 


Lumber Statistics Appear on Pages 46, 47 and 61; Market Prices and Reports on Pages 71 to 74 
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3 Greater Faith in Product, Firmer Sales Policy, Suggested 
. 
Following publication in the May 24 and May 31 issues regulated. However, any merger proposition is a very difficult 3 
of letters from Charles S. Keith, president of the Central matter to handle and I do not believe will be necessary or will ¥ 
Coal & Coke Co., on “Checking the Price Cutting Orgy,” 1 _— ae unless ~ — industry becomes panicky and 
and M. B. Nelson, president of the Long-Bell Lumber Co., "OWS Geretion to the wind, $ 
on “Orderly Production and Sales Policy Needed,” other ~— nes ¥ 
“ * . ) i . . . 4 
interesting letters on different phases of these subjects o... - ees ar yeatiy aaa agen ae, pee x 
¢ have been received. All of these letters indicate that lum- pena Pale —e re r on ese tl +“ Pa pany hil _ % 
ber manufacturers are giving serious consideration to the at aes f “ — pat st of ag 0 ae a r 
situation that has prevailed in the industry for the last * Pay Rt po hog cag — enaneypeies 7. — 
several months and have determined that steps must be rae a nega pig ay ba gy Gen ing yd a 7 — g 
taken, either individually or collectively, to correct this Fl iskal : 4: es WO CRS ERAN LUMESREAD, SS. 2 
% situation and restore the equilibrium of the market. This a - = ; % 
% whole subject was opened up through the receipt of a let- ; I agree pa = erg ng Pace oe ee ee X 
] a e , ¢ a ¢ ¢ = r 
% ter from a prominent lumberman, who asked the question: ee ee eee "= > mee Some 6 =% se ‘oe 4s 
x ha a ae a lien: tot dial ts sl dais ak eitte nothing is being done about it. Much has been “done” within $ 
3 ; -_ Bun, ~ ole wg. Aes sid P pene | = recent months, but I must confess little has been accomplished, ¥% 
% cutting: J 5. Foley, vice president and general manager, except finally to bring about a realization that these conditions $ 
% 3rooks-Scanlon Corporation, Foley, Fla., in a letter to the are prevalent now and are not temporary. To my mind the 4 
% AMERICAN LUMBERMAN said: industry is not substantially worse off than are other industries 4 
% suiceaie rage ‘ Site aia ee and certainly no worse off than other natural resource indus- % 
% I have just read in your issue of May " the article nag ang tries. Some of the best minds in the business now are consid- x 
$ by Charles S. Keith. It represents the. situation pretty thor- ering this matter as a committee from the National. This com- § 
% a. and, 7 our cag eng , The real question 1s— mittee is to report within the next thirty days, and I am hope- % 
% hat are the “ag gene o a ‘ 4 ful that some constructive and practical suggestions will come 
¢ So long as there is more lumber produced than is consumed, from this body. We are in a sympathetic attitude and ready to ¥ 
the lumber manufacturers will undertake to create a market 
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by offering an inducement in the prices. Lumber today is be- 
ing auctioned off and we are sure the dealer does not appreci- 
ate this kind of a market. If all of us could realize the cost of 
our lumber and ask a reasonable price I believe we would sell 
just as much lumber and get what it is worth. Lumber today 
is being sold below its cost of production. 

It looks to us as if the construction work has passed the low 
point and improvement in the building situation from the pres- 
ent levels is more promising for the months ahead. As we see 
it the only solution is to balance up production with the de- 
mand, and that will come about in the near future—if not from 
choice, by necessity. When that does come about, which we 
believe will be within the next four or five weeks, the manufac- 
turer will have nerve enough to ask a price that at least will 
give him cost out of his material. 


Charles Green, president Eastman, Gardiner & Co., 
Laurel, Miss., believes that lumbermen should have greater 
faith in their own product and should adopt a firmer policy 
in the matter of sales. Commenting on this situation, Mr. 
Green said: 


So long as production exceeds consumption, the price of lum- 
ber will continue declining. Also so long as the lumbermen 
lose faith in their product and try to force it on the market ir- 
respective of value, prices will continue to decline. However, 
in talking recently with various lumbermen, I find that because 
of prevailing conditions a great deal of voluntary curtailment 
is now in effect. I also have found that the owners of several 
large lumber companies have stepped into the picture and are 
now refusing to allow their sales managers to ruthlessly slaugh- 
ter prices. This action, coupled with the voluntary curtailment 
mentioned above will, I believe, rectify conditions during the 
next few months. I further believe that the lumbermen as a 
whole are considering their problems with a great deal more 
thought than ever before. Such serious thought will, I believe, 
have a tendency to promote saner operations on the part of 
the individual operators and be helpful. 

If the above does not correct the situation and things con- 
tinue getting worse, the natural sequence will, I believe, be 
the formation of several mergers in different parts of the 
country which, of course, would put the control of production 
in the hands of a few and by this method output could be 
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carry on with our neighbors. 





Ralph H. Burnside, Willapa Lumber Co., Portland, 
Ore., says he is in harmony with the idea of a strong mar- 
ket extension program, with probably a larger portion of 
the expenditures going for development of new uses for 
wood. Writing to the AMERICAN LUMBERMAN in this 
connection, he said: 


Field work, research, development of new uses for wood, restor- 
ing wood and its products to some of the places from which it has 
been crowded by substitutes sold under high-powered methods rather 
than on merit, education of lumber manufacturers in better prepa- 
ration of their product and putting it out in more attractive form in 
line with modern practices of other commodities, are all measures 
which, in my judgment, will be helpful in keeping lumber on the 
map, but all of this is so largely futile if we do not at the same 
time take cognizance of the workings of the law of supply and 
demand and work in harmony therewith at the same time that we 
are trying to develop further markets for our product. 

The old method of keeping the sawmills going full blast and let- 
ting the inventories of lumber take up the slack in times of: short- 
ened demand and supply the needed surplus in times of excessive 
demand does not seem to fit into modern trends. 

It would seem, therefore, that the lumber industry must learn to 
regulate its production in harmony with current demand, just as 
steel, automobiles and a great variety of industries do. Decreas- 
ing order files and increasing inventories seem to put the sawmill 
operators today in a state of panic that results in a slashing of 
prices that has no bearing on the cost of production. The situation 
in the lumber industry this year illustrates this perfectly. 

Roughly, the West Coast has sold 20 percent less lumber than for 
the same period last year and production is only 10 percent less. 
Probably that 10 percent excess production is the cause of the 
present price insanity. If lumbermen had been willing to produce 
this year from 75 percent to 80 percent of last year’s output, it 
seems reasonable to believe that the prices would not have slipped 
seriously and that the industry would have been in the position of 
selling 75 percent of its last year’s business at a fairly satisfactory 
price. While this would not have made people satisfied, it would 
certainly have prevented the chaos which now exists. To accom- 
plish this is a matter of education and constant effort. 

I feel that the recommendations of Mr. Compton at the recent annual 
meeting of the National Lumber Manufacturers’ Association were, 
most of them, directed much to the point. I hope that the com- 


mittee which has been appointed by the National association to 
work out a program along the lines of his suggestions may soon 
have something constructive to offer. 





SSSSSSS 


PPP errr? 


4» 2-~ td de de~ dp den den de de~ dem de~ de de de ~~~ ~~ Oe 


bt» dodo» dtm ~~ wl 














June 
— 


q 


Not 
diagn¢ 
wishit 
about 
tions” 
to wi 
nerve 
logica 
somet 

We 
LUMI 
of the 
and ; 
the c 
lumbe 

“H 


letter 
it. 
the © 
took 
suade 
letter 


-— 


_ 


~~~ 
ee ee eS ee 


a a 


2-2-0 ée~ée~ donde ten een 
a ee 


Oe a a ee a ee a ee 








b> b>» 





1930 






















































AMERICAN LUMBERMAN 


31 








A Start Has Been Made 


Nobody knows just how many lumbermen are 
diagnosing the ills of the lumber industry and 

wishing that somebody would do something 
shout it, but there are plenty of such “consulta- 
tions” in the “sick room.” In our curiosity as 
to whether anybody was actually having the 
nerve to try what—it has been agreed—is the 
logical remedy, it was gratifying to learn that 
somebody has. 

Wednesday a representative of the AMERICAN 
LUMBERMAN Called, as usual, at the sales offices 
of the Clover Valley Lumber Co., in Chicago, 
and asked C. W. Kempter, sales manager of 
the company, for his observations on the week’s 
lumber trade. 

“Here,” he replied, “take a look at these 
letters, and they will tell you what I think about 
it. One is from a good customer of ours, and 
the other is a carbon copy of my reply.” We 
took a look, and then another, and finally per- 
suaded Mr. Kempter to let us use parts of the 
letters. 

The first letter was from a large and well- 
rated Massachusetts wholesaler : 

Dear Mr. Kempter: 

Business in California pine is sure coming 
hard. 

Some of our friends are buying some 5/4 
and 6/4 No. 2 Shop. We quoted them last 


conduct of our own business, and I very much 
dislike being in competition with concerns 
who are just about ready to pass out of the 
picture. 

I believe you will appreciate my reactions, 
and I also believe you know that at any time 
we can be of service to you and supply stocks 
at what might be considered a reasonable 
market we shall only be too happy to do so. 


Mr. Kempter replied in a similar tone to an- 
other man—a Texas wholesaler and commis- 
sion merchant, who was seeking price conces- 
sions for a buyer. He wrote, in part: 


We might put the question up to Mr. : 
just what he can afford to pay for this stock. 
However, so much time has passed that I am 
just wondering if this business has not gone 
and whether or not he is merely trying to 
see just how low we might be willing to go. 


We are, of course, aware that the condi- 
tions in the market have been most deplor- 
able. However, there are times when it be- 
comes “good business” to quit selling, espe- 
cially when items are being booked at less 
than cost of production. Just how long we 
will continue making darn fools of ourselves 
in this lumber business is a matter of con- 
jecture, but from information which I can 
gain up here I think the end of the rope is 
about in sight. There will be a block of 





business booked at low prices with a little 
upward swing—not much and possibly not 


Likely to Be on Conservative Basis 


AMARILLO, TEx., June 2.—J. E. Hill, vice 
president and general manager of the Panhan- 
die Lumber Co., with headquarters in this city 
and operating a line of yards in Texas and 
Oklahoma, discussing with a representative of 
the AMERICAN LUMBERMAN the outlook for 
business in this territory, expressed the opinion 
that it is somewhat less than normal and that 
stocks of lumber in the hands of retailers are 
probably about 75 percent of what might be 
considered normal. Commenting on this situ- 
ation, Mr. Hill said: 


I should think the retail lumber business 
is likely to be on a more conservative basis 
for some time, at least in the middle West. 
The general level of farm products is too low 
to encourage more than absolutely necessary 
building, and the building and loan companies 
have been forced to adopt more conservative 
policies with reference to loans in the smaller 
towns; so it will not be as easy to finance 
new homes as it has been during the last few 
years. I think we have been passing through 
a period of abnormally easy money for build- 
ing purposes and that we are now likely to 
get back to where we used to be in that 
regard. 


According to Mr. Hill, the outstanding ques- 
tion at this time is: “How can we maintain 





Believes Cheap Money Will Develop Building 


Willis J. Walker, vice president, Red River Lumber Co., 
Westwood, Calif., believes that much of the lumbermen’s 
trouble today is of their own making, by reason of pro- 
ducing more lumber than the market will take, but does 
not think this should be charged to “willful insanity on 
as they are confronted with cer- 
tain conditions that are difficult to overcome. 


the lumbermen’s part,” 


Mr. Walker said: 


Reduction in output greatly increases costs and no mill can afford 
to do this unless it is a general movement by which the stability 
given the market will offset these increased costs. 

% ular current payrolls lumber must be moved to meet them. 

Co-operative reductions over the industry as a whole are difficult 

under existing conditions, and existing laws, which make it neces- 
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week $40.75, 
ness. 

I think they expect to place their orders 
for about $39.50 for 5/4 and 6/4 No. 2 Shop, 
and while this is pretty near giving it away, 
I presume they will accomplish this before 
they get done. Should you see any way of 
handling orders on this basis, you better wire 
me and I will go after it. 

I have one or two Oregon mills that prac- 
tically told me they would take it at this 
figure, for they quoted me a price very near 
that, and then said if I had to go lower than 
they had quoted, they would try and handle 
the business. 


This is the way Mr. Kempter answered that 
offer—his letter practically in full: 


In the conduct of the average business en- 
terprise there generally comes a time when 
it becomes “good business” to quit taking 
orders. I think we are just about down to 
that basis at the present time. The mills 
cannot operate on the present market. In 
the premises, there will be some distress 
Stocks available possibly for the next sixty 
days, so that if any of your friends contem- 
Plate taking in materials, it might be well 
to grab off some of these low purchases. I 
believe we will then possibly see a tem- 
porary stationary market, and with a trend 
to firmer prices. This I do not believe will 
be so noticeable from day to day, but I be- 
lieve it will be general and steady. I am 
confident the October market will reflect bet- 
ter values to the mills than prices which are 
obtainable today. Personally I would like to 
sell you all the lumber which you can buy. 
However, we are obliged to recognize the 


and then did not land the busi- 


ment with other mills. 


last three years. 


Continuing, 


sary that all curtailment be by individual action, with no agree- 
I think that much credit is due the lumber- 
men for the efforts they have made along these lines during the 


I believe that encouragement of this curtailment program during 
that this would be greatly facilitated if some regional consolida- 


tions of the mills could be made, which would allow sound financing 
to be done so that such curtailment could be made and payrolls 


could be met without forcing and sacrificing lumber at a time 


With the reg- 


summer. 


noticeable from day to day, but gathering 
momentum in a recovery of the present situ- 
ation. I am confident stocks purchased for 
fall delivery will be taken in at advanced 
prices over what you can buy at present. 


Deliberately passing up two orders! That is 
the sort of thing the “doctors” say must be done 
if the situation is to be set right. This mill is 
doing it. 


@Seaaeaeaeaaaaasaasaseas 


Unsold Lumber at Lowest Point 


[Special telegram to American LuMBERMAN] 

Los ANGELEs, CA.ir., June 4.—Unsold lum- 
ber at Los Angeles harbor is at the lowest fig- 
ure it has been for months, according to the 
report of twenty-four firms, issued today. This 
figure has been steadily dwindling as the aver- 
age weekly amount on hand at the beginning 
of the year was twice as much. Last week 
showed 7,119,000 board feet. Incoming car- 
goes were somewhat greater during the last 
week, eighteen cargoes of fir with 20,726,000 
board feet, and three cargoes of redwood, with 
1,199,000 feet, making a total of 21,925,000 feet, 
being received. Thirty-nine vessels are re- 
ported laid up and one operating off shore. 
Building permits showed up quite well for 
May, although still more than a million dol- 
lars under the total for the same month last 
year. The month’s figure stood at $7,141,950, 
as compared to $8,535,229 for May, 1929. Con- 
ditions seem to be looking up and June is ex- 
pected to compare favorably with June of last 
year. 


when the public does not want it. 

I believe that much of our trouble is due to the difficulty that 
has been experienced in financing new buildings during the last year 
or two; and that the cheap money now available will develop build- 
ing so as to give us a reasonable market the latter part of the 


dull periods should receive our united and heartiest support and za 
A 


the comparatively high level of wages in the 
United States in the face of comparatively low 
prices for raw materials and with a situation 
in foreign countries of cheaper scales of wages 
combined with either a lack of the need of our 
raw materials or with effectual tariff walls.” 
Mr. Hill pointedly asked: “Can American in- 
genuity and business managing ability solve the 
problems growing out of this situation?” 

That probably is a question that only time 
will answer, but predicated on past perform- 
ance, there would seem to be little doubt that 
these problems will be solved by men in every 
line of business who measure up to their re- 
sponsibilities, just as men like J. E. Hill do in 
the retail lumber business. 


Radio Factory Wheels Turning 


Radio sets once more are moving. That be- 
came apparent in Chicago this week, when the 
Grigsby-Grunow Co., manufacturer of the well 
known Majestic radios, hired an additional 10,- 
000 men at its big Dickens Avenue factory, and 
started daily production of 3,700 sets. On July 
1 the company will hire 5,000 additional work- 
men and will begin production of its widely 
heralded electric refrigerators. 

Announcement of this beginning of activities, 
by officials of the company in a radio program 
broadcast Sunday from Atlantic City, N. J., and 
in newspapers, brought such an army of men 
and women to the plant Monday morning that 
traffic was blocked on several streets. 
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TX Willingly Submits Wood to Test 


Lumber-Built Hangars and Shingle Roofs Offer Fine Resistance to Fire—Information 
Developed Being Made Available in Booklets That Will Aid Sellers 


Features Hangar Tests 


WasuincrTon, D, C., June 2.—Lumber Facts 
No. 7—A neat four-page folder of convenient 
size—issued by the trade extension department 
of the National Lumber Manufacturers’ Asso- 
ciation, features the recent gasoline and oil 
tests conducted at the bureau of standards in a 
wood hangar equipped with modern sprinkler 
apparatus. 

On the first page is one of several pictures 
taken during the tests, the entire entrance to 
the hangar being a wall of flames, under the 
caption “What Happened to This Lumber-Built 
Hangar?” 

On the next page is a picture of the exterior 
and another of the interior of the hangar fol- 
lowing this fire test, which was 


It so happens that the N. L. M. A. has issued 
a bulletin which answers this man’s questions 
exactly, and a copy has been sent to him. The 
bulletin is couched in plain language and it will 
not be difficult to figure materials for a garage 
or a number of other structures. 


* * * 


Wood Defies Power of Dynamite 

BuFFALo, N. Y., June 2.—A striking exam- 
ple of the sturdiness of wood construction was 
seen here last week when two days were re- 
quired and the combined efforts of a wrecking 
crew and representatives of a blasting contrac- 
tor were necessary to topple an 80-foot high 
grain elevator built of wood. For two days 


Bureau Watches Construction 


OKLAHOMA City, OKLA., June 2.—Building 
and loan groups in all parts of the country, more 
especially in the Southwest, are showing keep 
interest in the work of the Better Home Con- 
struction Bureau of this thriving Oklahoma 
metropolis. The bureau scrutinizes minutely al} 
dwellings constructed in the city. It has the 
active support of the eighteen building and loan 
associations of Oklahoma City and its inspec- 
tion service makes a careful record of each new 
structure, and present or future loan values on 
such buildings are determined thereby. 

New construction is rated by the bureau on 
three principal factors—quality of workman- 
ship, structural soundness and attractive appear- 

ance. It is of interest to note that 





one of seventeen made over a 
period of ten days. The hangar is 
shown to be standing whole and 
virtually unscathed. 

The most frequently advanced 
argument against the use of lum- 
ber in hangar construction has 
been the fire hazard. When this 
particular test was made there 
were four airplanes in the hangar, 
containing about 400 gallons of 
gasoline and 40 gallons of oil. To 
many who observed the fire at its 
height the hangar seemed doomed. 
Yet within less than ten minutes 
the automatic sprinklers had com- 
pletely extinguished the fire. It is 
pointed out that the question of 
fire hazard is only one of a num- 
ber of considerations necessary for 
a proper choice of material for 
hangar construction. Some of the 
advantages of wood hangars are: 
(1) Low in first cost; (2) Low 
in overhead costs; (3) Less ex- 
pensive to heat; (4) Comfortable 
to work in; (5) Easy to add to or 
remodel; (6) Adequate in fire re- 
sistance. 

The reader is advised that com- 
plete information as to installation 
and costs of automatic sprinklers 
may be obtained on request from 
the National Automatic Sprinkler 
Association, 80 Maiden Lane, New 
York City. 

Salesmen and dealers are re- 
minded that soon or later their 
cities will become actively inter- 
ested in establishing an airport. 
They are urged not to wait until 
all the detailed specifications have 
been decided, but to obtain the 
“Airplane Hangar Bulletin” pub- 
lished by the N, L. M. A., and 
other helps which are available for 


o ODERN Home Interiors” is a book 
brimful of helpful ideas for car- 
Contains actual construction 
details of many built-in fixtures . 
twenty-nine plates illustrating novel cab- 
inets, closets, furniture, bedroom en- 
sembles 
for modernistic effects. 


penters. 


This book was written by experts of 
the National Lumber Manufacturers As- 
sociation, sponsors of Tree Mark—the 
lumber that is guaranteed to be exactly 
as stamped by the grader. 

With Tree Mark lumber and “Modern 
Home Interiors” you can build interiors 


NATIONAL LUMBER 
MANUFACTURERS ASSOCIATION 


Here’s an Assistant that will 


work for you ft n0e\ 






which will boost your 
reputation and increase 


pictures and complete plans 


Lumber from America’s Best Mills.” 


your business. Mail the coupon today. 





the same high quality of workman- 
ship, including full nailing, broad 
foundation footings, diagonal 
sheathing and diagonal sub-floor- 
ing, adequate joist and stud 
strength, 5/2 shingles, double 
strength around openings and 
under load-bearing points, and such 
other requirements as are generally 
urged by those interested in the 
best use of wood in construction 
are required for Class A rating. 
Various compound wall substitutes 
are eliminated for structural pur- 
poses, especially as sheathing or 
plaster bases, and are given no rat- 
ing as such, although they may be 
used if suitable for insulating pur- 
poses and be rated for such pur- 
poses only. 

The program being carried out 
in Oklahoma City, like the super- 
vised construction being invoked by 
building and loan interests in 
Shreveport, La., is another striking 
instance where practical expression 
is being given in such underwriting 
circles to high standards in ‘con- 
struction. 

Interest in supervised construc- 
tion is growing rapidly in the 
building and loan field throughout 
the country generally. Local as- 
sociations in various communities 
in the Southwest are watching 
closely the working out of Okla- 
homa City’s program. Several 
have indicated their determination 
to establish similar bureaus in their 
own cities. 


The Tree Mark is your guarantee that the lumber * * 
is carefully manufactured “American Standard 


Accident Could Have 





let, “Modern Home Interiors. 


National Lumber Manufacturers Association 
Dept. 000, Transportation Bidg., Washington, D. C. 
Gentlemen: Please send me a free copy of the book- 


Been Avoided 


Toronto, ONT., June 2.—A dis- 








e . Name 
the asking, and thus be prepared in WASHINGTON, D. €. 
advance. New York Boston + Pittsburgh ~- Indianapolis Street i * 
. . . . Chiesge ~- Minneapolis - Kansas Cityo- Mem ‘ity y 
Much interest is being shown in icone neues ae tO oe 


this series of Lumber Facts. Head- 





tressing accident that occurred 
recently in the playground of one 
of the public schools of this city, 











which resulted in the death of a 10- 








quarters aims to have a minimum 
of 5,000 distributers receiving the 
series regularly and, in return, 
making suggestions as to what will 
be most helpful in future issues. The folders 
are intended to be educational, to furnish spe- 
cific talking points for salesmen and dealers and 
to provide plans for lumber-built granaries and 
other structures which are not readily available 
through regular sources. For example, the 
other day a gentleman wrote in that he desired 
to build a garage but found that he could not 
figure the materials needed from the blueprints. 


One of the striking ads (reduced) being used by the National Lumber 
Manufacturers’ Association in its campaign to assist distributers in 


enlarging the markets for wood 


the wooden structure, composed of nine bins, 
defied all efforts to wreck it. Several charges 
of dynamite were used without success, and this 
effort was abandoned when neighbors com- 
plained of broken windows and other damage 
to their homes as a result of the blasting. Top- 
pling of the huge wooden structure eventually 
was accomplished by means of heavy cables and 
a powerful engine. 


year old girl, gave a_ striking 
demonstration of the desirability of 
using the best materials for the 
purpose to which they are put. 
Four children were swinging on a 
metal maypole set in a cement base, when the 
pole snaped off level with the base and fell, 
striking and killing one of the children, the 
others escaping almost by a miracle. Investi- 
gation developed the fact that the hollow iron 
pole had rusted and become weakened to such 
an extent that it could not stand up under the 
weight of the four little children, and this dis- 
tressing accident followed. The maypole was 








June 
———— 
built t 
had be 
occurr' 
good, 


accidet 


Luml 


Wa: 
ment 
let 10 
golf, ' 
twice 
sands 
fairwa 
in all 
being 
yacant 

The 
small 
are a 
20 to 
wide, 
merci 
very | 
juncti 

The 
100 
lengtl 
staliat 
and 
dollar 
grou 
parab 

Sin 
ment 
affor« 
lots \ 
build: 


a 
ber | 
of W 
of lw 
Chic: 
to W 
BERM 
“A 
to tl 
whic 

"| 
ideas 
the 
exhil 
chag 
or lt 
with 
who 
held 
the 
mate 
I an 


and 
city 
tern 
stee’ 
the 

Eley 


men 


was 
whe 
to 

crut 


desi 
tior 
live 
do 

sen 
Sto! 
ure 


fail 
sto 


930 


ding 
10re 
ceen 
“on- 
oma 
r all 

the 
loan 
pec- 
new 
} on 


| on 
lan- 
ear- 
that 
1an- 
‘oad 
nal 
oor- 
stud 
uble 
and 
such 
‘ally 
the 
tion 
ing, 
utes 
pur- 
or 
rat- 
y be 
pur- 
pur- 


out 
per- 
1 by 
in 
<ing 
sion 
ting 
con- 


ruc- 

the 
10ut 

as- 
ities 
1ing 
kla- 
eral 
tion 
heir 


dis- 
rred 
one 
city, 

10- 
<ing 
y of 

the 
put. 
ma 
the 
fell, 
the 
sti- 
ron 
uch 
the 
dis- 
was 





June 7, 1930 


AMERICAN LUMBERMAN 





pine 
built to carry eight chain swings, but only four 
had been put in operation when this accident 
occurred. it is generally conceded that had a 
good, substantial pole of wood been used, an 
accident of this kind could not have occurred, 
se @ 


Lumber Outlet in Amusement Field 


Wasuincton, D. C., June 3.—The amuse- 
ment field is developing another extensive out- 
jet for lumber. Lilliputian or Tom-Thumb 
golf, which can_ be played on a course about 
twice the size of a tennis court, is taking thou- 
sands of feet of 2x4s for irames tor greens, 
fairways and hazards. ‘Lhe game is taking hold 
in all sections of the country and courses are 
being built on a commercial basis on many 
yacant city lots. : 

The game 1s arranged to simulate on a very 
small scale the ancient Scottish pastime. Greens 
are a tew feet in diameter and fairways may be 
9) to 30 feet long and barely more than a yard 
wide, depending upon the space available. Com- 
mercial returns irom the game are said to be 
very high and it is frequently conducted in con- 
junction with barbecue or refreshment stands. 

The average Lilliputian course requires about 
100 2x4s, turned along one side, in 12-foot 
lengths tor irames. ‘While a contractor’s in- 
stallation on a commercial site, including sand 
and stone traps, may cost several thousand 
dollars, the layout can be duplicated on private 
grounds in home-made fashion at a cost com- 
parable with the construction of a tennis court. 

Since the courses can be moved, the improve- 
ment is only of a semi-permanent nature, and 
affords an ideal profitable way of using vacant 
lots whose owners are holding them for future 


building purposes. 
* 


Conspicuous by Its Absence 


C. B. Cunningham, of the Cunningham Lum- 
ber Co., an earnest and enthusiastic promoter 
of wood and successful salesman and a student 
of lumber economics, visited the Home Show in 
Chicago and what he saw there constrained him 
to write to the editor of the AMERICAN LuM- 
BERMAN, as follows: 

“Am just wondering if you have been over 
to the Home Show on East Chicago Avenue, 
which opened last Saturday. 

“T went over last night to get some new 
ideas as to the use and adaptation of lumber in 
the small home and after going through the 
exhibit from end to end I realized, much to my 
chagrin, that not one single display of lumber 
or lumber products was to be seen. 

“I spent at least two hours in casual contact 
with probably forty or fifty different people 
who had gone to the show with the same idea 
held by myself and who could not understand 
the entire absence of the retail lumber yard 
materials. This gave me food for thought and 
I am still thinking.” 

4 os 
When Steel Structure Collapsed 

New York, June 2.—Engineers, steel. experts 
and others, together with building officials and 
city authorities in general are seeking to de- 
termine the cause of the collapse recently of the 
steel framework of an addition to the plant of 
the Gottfried Baking Co. at 5ist Street and 
Eleventh Avenue, this city, in which two work- 
men lost their lives. 

The structure covered a space about 100 by 
200 feet. The superintendent of construction 
was sitting in his job office working over plans 
when he heard a terrible crash and rushed out 
to find the steel structure swaying and then 
crumbling like a house of cards. 

No eyewitness is able to give a more definite 
description than the superintendent of construc- 
tion, as all hands were busy fleeing for their 
lives, knowing there was nothing else they could 
do under the circumstances. However, the con- 
sesus is that the boom of the derrick on the top 
story gave way, falling so as to cause the’ fail- 
ure of the “key” girders and columns. Never- 
theless after the boom failed the steel framework 
failed, although riveted throughout for two 
stories. Some of the billets were torn from the 


anchor bolts, while others had torn the concrete 
footing out of place. The twisted, bent and 
torn steel structure is a complete loss and is be- 
ing cut up by torches to clear the site of the 
tangled mass. 

The building was to have been a reinforced 
concrete structure. Lumber had been delivered 
to the job and forms were being placed on the 
first-story columns and second floor at the time 
of the steel failure. Due to the steel being 
riveted and piles of lumber on the first floor, 
with many forms in place, the workmen were 
protected to a large degree and had some chance 
to save their lives, all escaping but two. 

Outside engineers express the opinion that the 
steel piers supporting the steel frame which sup- 
ports the reinforced concrete structure were 
either not sufficiently set to withstand the shock 
of the boom failure in the top story, or lack 
of bond in pouring the concrete on succeeding 
days, or lack of removal of laitance caused 
planes of sheer which permitted columns and 
piers together to uplift, thereby overturning the 
otherwise structural steel frame. 

«* * 


Laboratory Research Program 


Wasuincton, D. C. June 2.—Plans have 
been perfected for carrying on the program of 
laboratory research recommended by the tech- 
nical advisory committee at the recent annual 
meeting of the National Lumber Manufacturers’ 
Association, The list of research projects was 
approved by the trade extension committee of 
the TX department instructed to initiate the 
work as funds permitted. 

The program placed before the technical ad- 
visory committee was the result of many con- 
ferences with lumber users and represented the 
consensus of the field and headquarters staff as 
as to projects needing most immediate atten- 
tion and having the greatest importance from 
the viewpoint of future market developments. 

Each project in the list was carefully con- 
sidered by the technical advisory committee, 
and numerous changes and additional sugges- 
tions were incorporated in the report sub- 
mitted to the trade extension committee. 

The list which follows does not include all 
the projects recommended, but it is hoped that 
other projects can be taken up from time to 
time as budget conditions permit. The engi- 
neering research department of the association 
is now making detailed investigations to de- 
termine the most suitable auspices under which 
several of the projects should be carried on. 
The program follows: 

1. Moisture proofing processes: 
mental investigation. 

2. Fire retardant treatment 
fundamental investigation. 


funda- 
processes: 


3. Shrinkage prevention processes: funda- 
mental investigation. 

4. Mechanical testing supplementary to 
above projects. 

5. Tests of built-up, laminated structural 
members and timber framing details. 

6. Tests of laminated and plank bridge 
and factory floors. + 

7. Strength and rigidity tests of joisted 
floors. 

8. Tests of heat transmission of wood and 
of lumber walls. 

9. Column fire tests. 

10. Fire tests of doors, windows and par- 
titions. 

11. Fire tests for floors. 

12. Fire tests of elevator doors and scaf- 
folds. 

13. Tests of floor abrasion, hardness and 
slipperiness. 

14. Tests of lath and plaster. 


It is planned to handle items 1, 2 and 3 of 
this program with thoroughly qualified per- 
sonnel and appropriate facilities on the funda- 
mental principles underlying the treatment of 
wood for these purposes, and that items 9 to 
12, inclusive, will disclose the effectiveness of 
fire retardant’ treated wood for resisting the 
effects of fire in actual building construction. 


A Questionable Method 


New York, June 3.— The recent week-end 
brush and forest fires on Staten Island, which 
destroyed numbers of flimsily constructed sum- 
mer bungalows, bath houses etc., have been 
made the subject of advertising in the interest 
of composite roofing, with a left-handed knock 
at wood shingles. 

It is interesting to note that without excep- 
tion in the communities where these light 
bungalows were burned that the roofs were cov- 
ered with tarpaper or rubberoid. According to 
the fire authorities, the fires were transmitted 
from bungalow to bungalow from the burning 
roofs. The bungalows at Oakwood Beach, for 
example, where some 100 were destroyed, were 
built close together. They rented for about 
$100 for the summer season, this figure giving 
an excellent idea of the type of construction. 

There were three cement block and two stucco 
on frame dwellings in the line of fire at Oak- 
wood Beach, and they went down in the gen- 
eral destruction, the fire sweeping everything in 
its path, fanned as it was by a 40-mile wind. 
Unfortunately for this community, it had no 
fire house of its own. The nearest equipment 
was four miles away in either direction. All 
engines were out fighting other fires when the 
first alarm came in, and a half hour had passed 
before the first piece of equipment arrived and 
twenty bungalows were ablaze—a roaring fur- 
nace. Additional alarms were immediately sent 
in but the fire had gained such headway that it 
virtually burnt itself out. 

In view of the roof coverings of these summer 
bungalows, it is considered a bit remarkable 
that any manufacturer would “knock” wood 
shingles, which were not used in construction, 
while advertising his composite wares. 


* * * 


Awarded Further Recognition 


WasHinoTon, D. C., June 3.—Lumber, which 
has received special promotive attention from 
building and loan groups on account of its 
beauty, serviceability and adaptability, has 
recently been awarded further recognition in the 
program of local building association help 
carried out by the American Building Associa- 
tion News. . 

This publication during the last year and a 
half or more has carried in each issue a special 
article on lumber housing, and is now making 
its editorial material available to the publica- 
tions of individual building and loan associa- 
tions. 

A good example of this new line of promotive 
attention is found in the Magazine of Fidelity 
3uilding and Loan Association, published in this 
city. In it are found a full page advertisement 
of ‘“Tree-mark” lumber and an article on 
“Building the Home Comfortable With Lumber” 
by Frank A. Connolly, both reprinted by per- 
mission from recent issues of the American 
Building Association News. 

“In exterior design the frame home is an 
American heritage,” says Mr. Connolly. “The 
simple beauty of our Colonials challenges the 
home architecture of all ages. Yet we may 
leave this design, with its many variations, and 
find in any of the other frame house types that 
‘comfort of design’ that is restful in its charm.” 

Republication of this and other lumber articles 
by local building and building and loan associa- 
tions will add many thousands of readers in- 
timately interested in home construction. 


Installs Circular Mill 


BROOKSVILLE, FLA., June 2.—The Philip A. 
Ryan Lumber Co., of Memphis, Tenn., recently 
leased from the owners the site formerly occu- 
pied by the Brooksville Hardwood Manufactur- 
ing Co. at this place and installed a small circu- 
lar. mill, which is now being operated. The 
Philip A. Ryan Lumber Co. is one of the old 
established hardwood concerns which-for many 
years operated a modern hardwood mill at 
Lufkin, Tex. 

The Brooksville Hardwood Manufacturing 
Co. went out of business early this year. 
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“One Week Club” Forges Ahead 


Lumbermen Everywhere Endorse the Movement 


A strong note of confidence, and even of optimism, pervades 
the flood of letters commenting upon the “One Week” Club 
idea that has been pouring in, like a rising tide, since that 
idea was put forth on the front cover of the AMERICAN LuM- 
BERMAN Of May 24. Believing that a perusal of some of these 
very interesting and inspiring letters will have a tonic effect, 
the AMERICAN LUMBERMAN is sharing them with its readers, 
to the extent that space will permit, although many necessarily 


will have to go unpublished. 


Requests for reprints of the front page of May 24 continue 
to come in, and several thousand copies already have been dis- 
tributed, with, it is hoped, good effect upon the state of mind 
Hundreds of lumbermen, and many men in 
other lines of business, have fulfilled the requirements for 
membership in the “One Week” Club by promising themselves 
that, “For a period of one week, when discussing business con- 
ditions, either those relating to my own business, or to those 
of the country generally, I will emphasize the facts that are 


of the public. 


Please enter my name immediately for mem- 
bership in the “One Week” Club, and if you 
decide later to institute dues or have an enroll- 
ment or call a meeting, draw on me at sight, 
enroll my name and send me a notice of the 
meeting. The “One Week” Club is a “knock- 
out” and the psychology is beautiful. More 
power to you!—Don MONTGOMERY, secretary 
Wisconsin Retail Lumbermen’s Association, 
Milwaukee, Wis. 


I think the psychology of the front page ar- 
ticle of your May 24 issue is well taken and 
have been preaching that same idea myself for 
some time. If you have no objection I will 
embody this idea in one of my bulletins to our 
members.—R. C. MossMAN, secretary West 
Virginia Lumber & Builders’ Supply Dealers’ 
Association, Huntington, W. Va. 


Your suggestion of the “One Week” Club is 
clearly modern psychology that if constantly 
practiced within reason will prove beneficial. 
In fact, the idea is not even modern, as a 
housebuilder once said, “As a man thinketh so 
is he.” While the prognosticators and busi- 
ness services say Minnesota will be in the 
extra good list along with Iowa and South 
Dakota next week there are some reasons to 
justify the statement. Road building is about 
to increase the need for help. Modernization 
and some new construction will help, farm work 
will add to it. The cold weather will probably 
peter out and folks will find some means to 
meander while tossing the shekels to willing 
takers. As for the fence post business, it ap- 
proximates normal; pole consumption fair, 
with better prospects. While everywhere there 
are people ready to lie down and die, I don't 
believe they really want to die—N. E. 
BoucHer, secretary Northern White Cedar 
Association, Minneapolis, Minn. 


That the lumbermen in Canada are on their 
toes and right up in the front ranks of the pro- 
cession is indicated in letters received from 
association secretaries up there. M. R. Bo- 
gart, secretary Southwestern Ontario Retail 
Lumber Dealers’ Association, Chatham, Ont., 
ordered reprints for distribution to his mem- 
bers. J. Campbell, secretary Wholesale 
Lumber Dealers’ Association, Toronto, has 
asked for a sufficient number of copies to send 
to each member of his association. F. W. Rit- 
ter, secretary Western Retail Lumbermen’s As- 
sociation, Winnipeg, did not wait for the mails 
but wired an order for reprints to be sent out 
with his bulletin on June 1. Following that 


pessimism.” 


with a letter he says: “Business is excellent 
with us because we refuse to have it other- 
wise.” And another well known Canadian sec- 
retary writes: 

It will be a little interesting to you to know 
that when the AMERICAN LUMBERMAN of May 
24 reached me on Monday, we had quite a dis- 
cussion in our office about your front cover. I 
was then scratching my head about how to 
prepare a good article along similar lines for 





“Business Men, Get the 
SALESMAN Spirit!” 


I have read the suggestion on the 
front page of the May 24 issue of the 
AMERICAN LUMBERMAN and wish to say 
that I am a salesman as well as a saw- 
mill man. Now, when I walk into an 
office and say, “How do you do, 
Mr. Blank, ‘W.’ is my name; I repre- 
sent the —— Co.,” about the first thing 
Mr. Blank will say is, “We are not buy- 
ing a thing, and so long as times stay 
this way we don’t expect to.” “But, 
Mr. Blank, times ARE getting better. I 
notice on a trip through Alabama, Flori- 
da and Georgia the industries are about 
all running, and I don’t see many people 
walking the road. Several companies tell 
me they are getting orders and things 
are moving well.” The point I would 
like to impress is this: If men at the 
head of companies would just help the 
salesman to tell the people that things 
ARE better, instead of telling every 
salesman and person things are rotten, 
we soon would be on top. But they 
seem to try to get their lip down so low 
as to step on it, crying “Times are the 
worst I have ever seen them.” Now, 
you big business men, get the SALES. 
MAN spirit; tell him things are better, 
tell everybody things are better, and that 
you are going to place some orders soon. 
The salesman gets tired talking “Things 
are better” and when he comes into your 
office you look like a calf with the 
stomach ache, cry “nothing doing” and 
almost run him out. Get on the job 
and do something, is my slogan.—O. B. 
Wacner, Macon, Ga. 


favorable and encouraging, rather than those which incite to 
If the idea continues to gain momentum at the 
rate already manifested, the goal of One Million Members 
may prove to be something more than a figure of speech. 

Secretaries of a number of the associations have fallen in 
line and are sending reprints to their members, and in some 
cases are sending out special bulletins, urging the dealers to 
follow the suggestion of the “One Week” Club and to help 
change the mental attitude not only of themselves but of the 
people in their communities. 

Findley M. Torrence, secretary Ohio Association of Retait 
Lumber Dealers, says: “I think the ‘One Week’ Club a great 
idea,” and orders 600 reprints to be sent to his members. 

Ed De Nike, secretary of the New Jersey Lumbermen’s As- 
sociation, heartily commends the idea and is sending 500 re- 
prints to his members. 

And from other prominent association secretaries come the 
letters appearing, over their signatures, on this page: 


the “Monthly Bulletin” of our association, 
Your article helped me to dig up an inspiration. 
Some other material also gave me good clues 
and I think I have worked out an attractive 
little article, a copy of which I will try to 
remember to send to you when it comes off 
the press next week.—Horace Bouttsee, sec- 
retary-manager Ontario Retail Lumber Deal- 
ers’ Association (Inc.), Toronto, Canada. 


With reference to your “One Week” Club, I 
am very pleased to say that each and every 
member of this association is very optimistic. 
The local members have observed that they 
are doing more than their share of the busi- 
ness, and at least one of them expressed the 
fact that they have 65 percent more business 
recorded for the first five months of 1930 
than for the corresponding period of a year 
ago. Several dealers in tropical woods, who 
are not members of this association, have also 
stated that business thus far has been very 
satisfactory and that they see no reason for 
being anything but optimistic. Several mem- 
bers in the middle West, whom I had the 
pleasure of visiting a short time ago, remarked 
that the business they had in prospect for the 
next two or three months was better than that 
of a year ago. While things are more or less 
quiet on the Pacific coast, I have received no 
real complaints from any of the members.— 
C. D. Mett, Philippine Mahogany Association 
(Inc.), New York. 


We heartily agree with you that such a 
movement to promote a better spirit among 
the members of the industry will be beneficial 
to the industry as a whole. The psychology 
involved in this stimulation of the mental atti- 
tude may not actually produce more business, 
yet at the same time it mitigates depression 
which is not conducive to the greatest efficiency 
in securing business—J. M. Hatey, North- 
eastern Retail Lumbermen’s Association, Roch- 
ester, N. Y. 


You can count me as a member of the “One 
Week” Club. I think business would be better 
if you could get everybody to join not only 
for a week, but to take out an annual member- 
ship. Of course business is having its troubles 
and we will have to admit they are serious, 
but a part of it is psychological. Within the 
last day or two I have heard of three persons 
who were planning to build new homes, but 
have decided to put it off until “things look 
better.” They were under the spell of the 
prevailing gloom. While I have but little faith 
in the Federal Farm Board solving the farm 
problem, yet I do believe agriculture is due 
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for a change for the better. In my opinion something in our line is more inclined to give brought about by the absolute co-operation of 
farm lands are again going to be in demand his business to the fellow that is cheerful than all associates and employees in the organiza- 
for safe investment. I recall that back in the one who is always complaining about unsatis- “tion, from the highest position to the smallest. 
nineties the man who had money invested in a factory conditions. So we are going to give We are a family, every member of which ex- 
farm felt he had the safest investment that you our hearty co-operation in this, not only pects to make every year a successful one.” 
could be made. I believe that again will be for the week but for the year, and hope every 




















true. With the improvement of farm condi- one who receives this will feel the same way We are glad to join your “One Week” Club 
tions the small town yards will have plenty of about it—J. A. Bowman, Burgner-Bowman- and already havé an epigram prepared for you. 
business. I believe there will be an improve- Matthews Lumber Co., Kansas City, Mo. Here it is: 
pn a of om on BR ag © pal The man who says business is bad when it 
the Soearce © oS , , C. C. Sheppard, president of the Southern isn’t bad is not a pessimist, but is just an ordi- 
— I am glad to note the organization of your ae oe i 5: SR FORE OE AE ae Meier, Se eee ee te eee 
4 Ss > . 
new club, which I might call a psychology pny Maer Aponte OO Carry Om OY The lumber business has always had_ too 
1 in club, the pledge of which is that of an opti- ; many folks of this type who think it good busi- 
me mist. All salesmen should be optimists, in Ed M. Lockrid a ‘ ness to pull a long face and deny that they are 
) order to overcome the pessimism of the buyer. y . Lockridge, New York, writes that prosperous. That hardly fits the present situa- 
> to The preachment that you have outlined is a he has read the front page of the May 24 issue. tion, but we all know it has been so in the 
1elp wonderful uplift for some of our weaklings, He believes that this will have the desired past—a sort of defensive attitude against com- 
the who leave an impression that our country is effect and wants to be counted in as a member. petition.—A. T. Brink, Tri-State Lumber & 
going to the “bow-wows.” My sales have been ——— ; Shingle Co., Kansas City, Mo. 
tail larger than last year up to this time, and I W. T. Nethery, secretary Southeast Mis- rea , ' 
believe I owe it largely to the optimistic view Souri Retail Lumber Dealers’ Association, who Your “One Week” Club is a “humdinger.” 
reat that I have been preaching to the trade. This 1S a dealer at Hayti, Mo., says: “We could After having solemnly vowed never to join 
would make me a member of your club, and | 40 no more business without employing extra another club I must make this an exception, 
As- would prefer to have it called a Weekly Club help,” and asks for reprints of the front page and hereby pledge myself unreservedly to the 
‘ instead of just “One Week.”—Franx Spanc- Of the May 24 issue, to be distributed at the “One Week” Club. You are to be congrat- 
e- Ler, Frank Spangler Lumber Co., Toledo, Ohio, Convention to be held at Cape Girardeau. ulated on the front page cover of your May 
——_— —_—_—_—- 24 issue—D. W. Gossarp, sales manager White 
the 1 think your “One Week” Club an excellent Thomas E. Coale, president Thomas E, River Lumber Co., Enumclaw, Wash. 
idea, because I feel sure that very often our Coale Lumber Co., Philadelphia, Pa., says: ey ee 
business conditions are just what we make “Of course I will become a member of your Business has been good with us this spring— 
tion, them. Business never has been so poor but ‘One Week’ Club, as will all of my staff.” Mr. far better than anticipated—A. J. BLack, lum- 
tion. what there has been some bright spot, and if Coale is a firm believer in maintaining the ber retailer, Medway, Mass. 
“lues we overlook all of these and only keep in morale of his organization. Commenting on senmnaiimes 
ctive mind some banner year for our comparison we the business situation, he says: “While we Your “One Week” Club idea is fine. We 
y to are always going to be disappointed, and when are not making much, we are still in black have passed it along to at least fifty persons 
off our friends ask us about business tell them figures, and we really believe business will be per day and comments are very favorable. 
sec- it is poor. It is certain we can not improve _ better in the early fall if not before. We are Business is getting better and I hope this 
Jeal- conditions very much by always being pessi- perhaps different from most lumbermen. We _ will stimulate it further—A. C. Gaven, Gauen 
mists. I think the man who does want to buy feel that our strong position today has been Lumber Co., Collinsville, Ill. 
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“Despise Not the Day of Small Things” 
€ 
s espise Not the Day of Sma ings 
the 
as That is good Scripture, and also first-class business ad- _ it is bad, Milt is keeping it in his pocket. What the Milts do not 
ped vice, especially at this time. In fact, so apropos is the ‘éalize is this: That the surest way of bringing money back to 
s.— quotation that it has suggested reprinting, with the orig- their pockets is to spend the money they have—to keep the 
stion cual iMate little it tele Cont soe the wheels moving—to carry on. If every man who reads this says 
nal illustrations, a littie item which first appeared in e simply, “Business is good. I will go on and make goods and 
AMERICAN LUMBERMAN of March 5, 1921. Read and get them with all my might,” and acts on it, what he says will 
ha ponder it: ; be true. Business WILL be good. So let’s carry on! 
non ° ° ; 
cial Milt Meldrum, the bookkeeper, owed Gertie, the stenographer, For the lumber dealer the lesson is plain. Let him 
logy 2 cents. And Gertie owed Pete, the office boy, 2 cents, and “despise not the day of small things,” but go after the 
atti- Pete owed Milt 2 cents. One day Milt found a cent in his small jobs that may be picked up even when house and 
aes ie — pheped firs pod pre gg gh MO ory barn bills are scarce. Further, he might set a good exam- 
ency back to Milt and paid one-half his debt. Then Milt passed the ~ to ne nawece ga tag — _ ny sng oe own 
“4 coin to Gertie, and so it went around again. Everybody was 9 OMe anc’ yard. me Se Glee WE Be & gene ee 
, paid up, and Milt had the same cent he started with. itself, but would stimulate others to do likewise. Every 
That is all there is to what we call “business” in this country. job, however small, puts money into circulation and helps 
= When business is good, Milt is giving his cent to Gertie. When not only local but general business. 
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Are Stocks Subnormal 
in Retail Yards? 


Indicate Varying 
Conditions, With 


ees 


Reports From Dealers 


Many Inventories Low 


The AMERICAN LUMBERMAN has had a gratifying response from dealers in many parts of the country to a 
questionnaire recently sent to them asking for information as to the condition of the stocks in the yards. Just 


to what extent liquidation of stocks in the retail yards has occurred has been a moot question. 


Nearly every 


one has believed that stocks generally are much lower than those normally carried, but authentic information 
has not been available. In the questionnaires sent out dealers were asked whether their stocks were below or 
In responding, some dealers have 
Others have said that if present 
business is normal then their stocks are normal, for they have enough on hand to meet immediate demands, 
but not for demands such as are experienced ordinarily. Some have reported stocks above normal and have 
explained that they had bought rather heavily, believing that prices had reached bottom and would advance. 
For convenience of readers the figures as given by the dealers themselves are tabulated below: 


above normal and also whether they were less or more than one year ago. 
challenged the word “normal” and said that there is no real normal basis. 


= Ss 5 ss at 
5S ae 5 
S%o Seg 82s 6Ss8 Sis 
a so a a Ss a a s 
<n Eso hel es 2 es™ 
o= oe 3D CFs, oe sé 
O83 o= o8 O84 O8s 
ALABAMA - * ILLINOIS = MINNESOTA 
Birmingham Aurora Anoka 
Grayson Lumber Co............. 100 105 US Oh eee ee 85 90 Rum River Lumber Co.......... 100 
Estes Lumber Co............... 5 75 Beecher Brooten 
Auburn Wilke & Nn ia bw nk eelaaen a mern 80 80 Bohmer Lumber Co............. 50 
Auburn Ice Co...............05. 15 75 Belvidere 
ARIZONA oO. H. Wright & is ietevaevivese 100 100 errs 
Duncan - a. e 8 Wood Lumber & Material Co.... 90 
Virden Farmers Exchange....... 100 100 7 p a Piss casntdewees 0 80 Jackson 
Aeeansas H. E. Lauterbach............... a iin: anual aeeebaniaemat - 
Hartford Lumber Co............ 100 100 yy oe McComb Lumber & Coal Co...... 140 
Helena eman Citizens Lumber Co...........2. 50 
Cc. CG. Gurl Lumber Co........... 90 80 Ateeee jemher ee 110 120 Greenwood 
Corning elle Plaine Couty & Webb Lumber Co....... 100 
J. W. Black Lumber Co......... 80 70 Pe a cecbvavckentenma nes 110 110 Jackson 
Fort Smith KANSAS , Eagle Lumber & Supply Co...... 80 
Seaman Packard Lumber Co..... 95 100 aldwin City MONTAN 
Mansfield Lumber Co............ 90 100 Ives-Hartley Lumber Co......... 80 85 Billings . 
CALIFORNIA Bins Repiae L oa. + 413 Baldwin | Lumber & Hardware Co. 120 
everly Hills ee 
gem Lamber Co................. 100 100 . ag ees se 15 Onstad Lumber Co.............. 70 
, Ry ss g eee NEBRASKA 
Buena Park Lumber Co......... 70 90 KENTUCKY Ashland 
Barstow Frankfort Mead Lumber Co............... 67 
Evan Evenson ................. 50 50 Lyons Lumber Co............... 1250 125 Burwell 
COLORADO LOUISIANA ro ee Oe rr eee 100 
Ault , Alexandria . Central City 
Smith Lumber Co............... 85 90 ee OS.» cer er er erens 100-120 T. B. Hord Grain Co............ 100 
Brighton -rowley 
Counter Lumber Co............. 90 90 + Lewis........+--+-+- 100 ee 
Colorado Springs omer a4 
Crissey & wenehar LBC, CO..ccecee 160 100 Homer Lumber Co.............. 50 70 Reena lamer Ce. ..... ate 
Cheyenne Wells MAINE NEW JERSEY 
Eichenburger Lumber Yard...... 20 90 South Windham Atlantic City 
CONNECTICUT L. C. Andrew............seeeee 100 100 Atlantic City Lumber Co........ 80 
Collinsville 4 Mechanics “— 3 33 B tne ger Ss 1 Cc 
Lawton-Miner & Co.. Inc........ 90 90 A. J. Weston Oe wccvccccpescces 13 1 oe = ers Supply Co..... 
DELAWARE ys targa John E. Bouton...............-. 125 
Victor R. Pyle Co.............. 110-110 Ai ee & Semher Co... ... a ws po lng 
Wilmington Sash & Door Co..... 100 110 Yk yy eee 110 115 Le. Baldridge a 100 
DIST. OF COLUMBIA Churchville Anthony 
Washington ee che dcavebetacdea 110 110 Valley Implement & Lumber Co.. 105 
J. H. I aS Rae dg ee ee 90 90 Crisfield Gallup 
Galliher & Huguely............. 90 90 ye eee 110 105 Geo. Bubany Lumber Co......... 140 
Hecklinger Sn white ne a aan oe 90 90 MASSACHUSETTS Macwell 
we vad — be desta aati di'eh wechicieres dasieia aia’ 85 85 Adams Maxwell Lumber Co............. 90 
+EORGL ee eS 2 eee eee -- _ N 
Cordele Amherst yp ly — 
Cordele Sash, Door & Lumber Co. 100 100 ee Es die nn «0 oe be week 115 120 E. M. Cameron Lumber Corp.... 80 
‘ F orsyth Boston Amsterdam 
Forsyth Coal & Lumber Co...... 120 120 Cronon Laimber Co......-csscces 50 50 Amsterdam Lumber Co.......... 100 
omnes — ——- _ 136 o ra S Son Lumber Co...... 100 100 Batavia 
Ne 4br. ox Mfg. Co...... 2 am ge G ber & Coal Co...... 5 
Savannah F. D. Sterritt Lumber Co........ 100 =: 100 ee eer & Sent Ce ” 
A. §. — & Sons...........+. 100 100 MICHIGAN Belmont Lumber Co............. 105 
IDAHO Akron . 
Boise Stevenson Lumber & Coal Co.... 100 100 a CAROLINA 
Ridenbaugh Lumber Yard....... 125 100 Albion C ont Law wa 
; Caldwell — ‘ Albion Rammer CO... 2s ccccciccce 97 95 — Gap. BE OW. coccccrsececs 
rrigmtors Lamber Co....ccscece 100 100 gan 4 
Emmett Allegan Lumber Co............. 100 ©=-:100 ee SE Ce, 2+«: 150 
Citizens Lumber Co............. 100 Alpena D “ Hat is & 8 67 
Lewiston Geibhardt-Morrow Lumber & Sup- ~~ i s OM oe cccesccsess 
Lewiston-Clarkston Lumber Co.. 70 70 y SE) ee 125 omnes ee Co 15 
— pA a 
—- Amasa Lumber & Supply Co... 120 120 NORTH DAKOTA 
. -Nesbi . C rmada marck 
ee ee ene 8 = 7A 2 15 75 © Dunham Lumber Co............. 100 
Ss 4 i eS 85 9 atawum > 
ee samker’ Ce 7 Baldwin Lumber Co............. 100 100 Thompson Yards ............... 100 
, Coal Co...... 2 2 attle Cree OHIO 
ee & Sas Ce 120-120 “Battle Creek Lumber Co........ 100 100 by 4 
Huey Ember C0. ...00cccccccns 90 80 MINNESOTA Gongh Bad Png settee eeeeeeee +4 
tlanta e ea ur mber Deccvcccesecvcecs 
Donkle & Webber Lumber Co.... 100 Aitchison Lumber Co............ 80 80 F. H. Weeks Lumber Co........ 100 


NOTE: Where plus (+) or minus (—) mark is used, the dealer reporting gave no exact percentage, stating only that stocks were larger or smaller, 
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OHIO 
Alliance 
Tolerton Co. 
Arcanum 


F. Rosser Lumber Co....... 


Ashtabula 


Post Bros. Lumber Co.......... 


Baltimore 


Buckeye Planing Mill.......... 


Barnes 


Smith Lumber Co.............. 


OKLAHOMA 


Ada 2 
Sledge Lumber Co............. 


Bartlesville 


Overlees-Kruse Lumber Co...... 


Cordell 


Oe II so + voles Ve asislec 


OREGON 
Ashland 


Carson-Fowler Lumber Co...... 


Baker 


eet eee 
Shookley Lumber Co........... 


Bend 


ee RAD COs 66. 6:6 or vicsine wee 


PENNSYLVANIA 
Aliquippa 


Franklin Lbr. & Contracting Co.. 


Allison Park 


Dees oe. Ae & BOG, 6.0 oc ccesccs 


Beaver Falls 


Beaver Falls Planing Mill Co.... 


RHODE ISLAND 
Pawtucket 


Newell Coal & Lumber Co...... 


Providence 


a ee eee 


SOUTH CAROLINA 
Anderson 


W. L. Brissey Lumber Co....... 


SOUTH DAKOTA 
Gregory 


Von Seggern Bros., Inc......... 


Hot Springs 


Hot Springs Lumber Co........ 


Rapid City 


Rapid City Lbr. & Mach. Co.... 


TENNESSEE 
Dresden 


McWherter Lumber Co......... 


Gallatin 


G. E. Northrup & Son.......... 


TEXAS 
Amarillo 


Gibson-Faw Lumber Co........ 
ee eee 


Atlanta 


Atlanta Lumber Co............ 


UTAH 
Payson 


Chase Lumber & Coal Co....... 


Ogden 


Wheelwright Lumber Co........ 


Provo 


Smoot Lumber Co..........00-0- 


VIRGINIA 
Christiansburg 


Economy Lumber Co........... 


Clifton Forge 


Mathews Eugene & Co......... 


WASHINGTON 
Anacortes 


Red Top Lumber Co............ 


Buckle 


Buckley —_ & Shingle Co... 


Marysville 


i eee 


Ol 


ympia 
Hyak Lumber & Millwork Co.... 


WEST VIRGINIA 
Beckley 


Beckley Lumber & Supply Co.... 


Elm Grove 


Cecil Lumber & Hardware Co.... 


Hinton 


Hinton Builders Supply Co...... 


WISCONSIN 
Algoma 


oS Ee ere 


Antigo 


Antigo Builders Supply Co...... 
Faust-Duhac Lbr. & Supply Co.. 


Appleton 


J. Fountain Lumber Co........ 
Hettinger Lumber Co........... 


Ashland 


Ashland Lumber & Fuel Co..... 
Astico 
Og ae ee 


Beaver Dam 


D. Dickinson Lumber Co....... 


WYOMING 
Gillette 


Saunders Lumber Co........... 


Laramie 
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Attack Western Lake-Rail Rates 


SEATTLE, WASH., May 31.—Whether or not 
four railroad systems shall be permitted to 
amend their tariffs so as to cancel existing 
joint rates on forest products with the Red 
Collar Line (Inc.) and the Lafferty Trans- 
portation Co. and also be allowed to amend 
their tariffs to provide that rates on logs are 
not subject to sawing-in-transit privileges as 
used by the two tugboat companies is now up 
to the Interstate Commerce Commission. Pro- 
testing companies are the two tugboat con- 
cerns which tow logs from points on Lake 
Coeur d’ Alene and tthe Coeur d’ Alene and 
St. Joe rivers to Coeur d’ Alene, Gibbs and 
other cities on the lake. 

In July, 1926, the Red Collar Steamboat Co., 
predecessor in interest of the Red Collar Line 
(Inc.), at the instance of the tugboat com- 
pany, established with the Northern Pacific 
railway joint rates on lumber from Harrison 
via Coeur qd’ Alene on the entire list of 
forest products in the various agency tariffs. 
Similar joint rates were established in 1927 
and in 1928 from St. Maries and St. Joe. Sub- 
sequently the Great Northern, Milwaukee, and 
Spokane International railways established simi- 
lar joint rates. In 1928 the Spokane International 
established similar joint rates with the Laf- 
ferty Transportation Co. via Coeur d’ Alene 
from Harrison, St. Maries and St. Joe. Later 
the Great Northern, Northern Pacific, and Mil- 
waukee railroads took similar action, the 
Milwaukee including also joint rates from 
Dudley and Lane. The rail lines serving Lake 
Coeur d’ Alene and the St. Joe and Coeur 
d’ Alene rivers, with the exception of the 
Oregon, Washington Railroad & Navigation 
Co., now have in effect joint rates with the 
two tugboat companies on the lumber list of 


commodities, which includes logs, lumber, 
poles, posts, etc. - 
Destination territory, generally speaking, 


includes the entire eastern two-thirds of the 
United States and some of the far western 
States. Traffic originating on the tug boat 
carriers and moving under these joint rates is 
interchanged with the various rail lines at 
Coeur d@’ Alene. The Milwaukee road also in- 
terchanges at St. Maries and Riverdale with 
the Lafferty Transportation Co. A_ typical 
joint rate is 63% cents a hundredweight on 


lumber to Chicago, Ill., from Harrison, on the 


southerly end of the lake. 
Say Mill Should Pay Log Transport Cost 


Evidence introduced by the respondent rail- 
roads shows that cancelation of the joint rates 
with the two water carriers would leave in 
effect higher joint rates via the all-rail routes 
of but 1 cent to 2% cents per hundredweight, 
differentials which have been approved by 
the commission. Only a small part of the 
destination territory would have higher rates. 

Although the present complaint is limited 
to the Coeur d’ Alene district, the respondent 
railroads declare that the suspended tariffs 
relating to transit on logs should be allowed 
to become effective because they affect funda- 
mental principles in the matter of lumber 
rates. The roads declare that precedent and 
previous rulings hold to the view that rail 
lines should give all mills in the same origin 
group the same rates to the same destinations 
in the East on their lumber and other pro- 
ducts, and for each mill to pay its own charges 
for getting its logs to the mill, whatever they 
may be. On Lake Coeur d’ Alene the joint 
rates between the railroads and the tugboat 
companies include logs which take the same 
rates as lumber. 

As this works out a thousand feet of logs 
means logs from which 1,000 feet of lumber 
may be manufactured. If 1,000 feet of logs 
are towed across the lake by the Red Collar 
Line (Inc.), from St. Joe to the Rutledge Tim- 
ber Co.’s mill, at Coeur d’ Alene, the water 
earrier will collect its local log rate of $1.35 
a thousand feet. When the mill ships out the 
thousand feet of lumber made from the logs 
the Red Collar Line, which is owned by the 
timber company, refunds to the mill the entire 
$1.35 which it collected for towing the logs 
to the mill. The mill pays the railroads 68% 
cents per hundredweight on the outbound lum- 
ber to Chicago, which is the joint rate on 
lumber and logs to Chicago from St. Joe, the 
origin point of the logs on the Red Collar 


Line. In addition the mill pays the water 
carrier a transit charge for milling the logs 
in transit of 1% cents per hundredweight on 
the weight of the outbound product. This 
amounts to 30 cents a thousand feet of lumber. 


Claim Saving Is at Railroads’ Expense 


Without this transit arrangement the Rut- 
ledge mill would pay $1.35 a thousand feet for 
towage of the logs and in addition the 68%- 
cent rate on lumber from Coeur @ Alene to 
Chicago. With the transit arrangement the 
mill pays the 68%-cent lumber rate and a 
transit charge which is equivalent to 30 cents 
a thousand feet on its logs instead of a local 
log rate of $1.35 a thousand feet. The Rut- 
ledge mill therefore saves $1.05 a thousand 
feet in having its logs towed to the mill, or 
5.25 cents a hundredweight or $26.50 a car on 
the outbound lumber. This saving to the mill 
in log transportation, the railroads declare, is 
at the sole expense of the rail lines because 
protestant tugboat companies obtain their 
compensation for towing the logs in the form 
of a division of the joint lumber rates witi 
the rail lines. The suspended items provide 
that forest products rates named in the trans- 
continental tariffs are not subject to sawing, 
dressing, manufacturing or milling-in-transit 
privileges where transit tariffs provide for 
application of the through rate plus a transit 
charge on the logs and/or products thereof 
from the point of origin of the logs to the 
final destination of the products, 

The principle underlying forest products 
rate adjustment in which all mills in the 
same origin group are given the same rates 
to the same destination and for each mill to 
pay for getting its logs to the mill is de- 
clared to be violated by the sawing-in-transit 
privilege. 

The sawing-in-transit privilege makes no 
allowance for wastage and the privilege is 
discriminatory in that it gives the Coeur 
da’ Alene mills an advantage in the cost of 
getting logs to the mills, the roads declare. 
For instance, the cost of getting logs from 
Washburn, Idaho, to the mill at Spokane is 
$3.12% a thousand feet as against 30 cents 
a thousand paid by the Coeur d’ Alene and 
Gibbs mills. 


Week’s Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that 
the loadings of revenue freight for the week 
ended May 24, 1930, totaled 931,472 cars, as 
follows: Forest products, 51,235 cars (1,554 
cars below the week before); grain, 38,759 
cars; live stock, 22,802 cars; coal, 139,863 
cars; coke, 9,368 cars; ore, 58,897 cars; mer- 
chandise, 246,276 cars, and miscellaneous, 
364,272 cars. 


To Oppose North Dakota Increases 


Bismarck, N. D., June 2.—Opposition to any 
increases in North Dakota’s lumber rates will 
be voiced by a representative of the State 
railroad board before the Interstate Com- 
merce Commission in Washington, June 13. 
At that time the Interstate Commerce Com- 
mission will hear a complaint of the North- 
western Lumbermen’s Association against 
certain lumber rates to South Dakota. This 
apparently does not involve rates to North 
Dakota, but the tentative report of the ex- 
aminer proposed substantial increases to all 
stations in North Dakota. 

Upon receipt of the tentative report, the 
North Dakota railroad commission filed a 
petition of intervention and exceptions. 





Deseeed Timber in Demand 


RateicH, N. C., June 2.—There is a good 
demand for dogwood timber from manufacturers 
of shuttles, which are used in weaving cotton, 
silk or rayon. No practicable substitute for 
dogwood in making shuttles has ever been 
found, and in fact the demand for this type of 
timber increases every year; however, dogwood 
trees are not merchantable unless they are 5 
inches or more in diameter. 
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A Great Southern City Advertises Itself 


Atlanta Has Increased Its Industries by National Publicity and Now Contemblates 
Telling Its Citizens About Local Building Opportunities 


If you’ve noticed city advertising these last four or five years— 


and by that I mean just what I say, the advertising of a city 


through national mediums—you must have seen a good many 
This metropolis of Georgia has spent up- 


stories about Atlanta. 
wards of a million dollars through various departments of its 


Chamber of Commerce, telling the world about its distributing 


and industrial possibilities. 

This big campaign is a story in itself, and a book could be writ- 
ten about it. In fact books have been written about it. The report 
of the Forward Atlanta Commission lies on the table as these 
lines are being written; and it is an amazing story of the power 
of advertising as applied to an unusual object. Without doubt this 
great campaign will serve as a guide to other cities desiring to 
use like methods in realizing their commercial possibilities. 


The Campaign in Outline 


The directors of the campaign, after a careful analysis of the 
city’s possibilities, made three preliminary statements. 1. No 
longer can industry 
hope to serve the en- 
tire United States 
from any one point 
—however centrally 
located. 2. The South 
is America’s fastest 
growing market. 3. 
Atlanta is Distribu- 
tion City to the 


South. 
From these three 
statements Atlanta 


devised a _ practical 
program aimed first 





be gathered indefinitely for expenditure in newspapers and maga- 
zines printed in other cities and in letters to people whom the 
givers of the money don’t know. 

“It is my idea that the time is ripe to spend some money jn 
Atlanta itself; not to tell what has been done, but to point out 
to Atlanta people the financial possibilities which home invesgt- 
ments offer them. 

“This effort, as I see it, is in part to carry on the work started 
by the National Chamber and sponsored by President Hoover; to 
promote a campaign of necessary and useful building to keep men 
and money employed. But in addition to the matter of a general 
bolstering of employment and investment, I believe our people 
need to be educated along the line of their own financial interests 
in their own city. 

“As I see it, this campaign has at least three general features. 

“The first is home ownership as a matter of savings and invest- 
ment and the building of substantial and stable estates. As a 
lawyer I have a chance to see a good many estates go through the 

probate court. In 

cna es Se ee ee fact the records of 
all estates are there 
to be studied; and I 
am pretty sure that 
of the small estates 
administered,  prac- 
tically all consist 
largely of local real 
estate. Most estates 
are relatively small. 
If those are taken 
as typical which 
run, say, from $1,000 
to about $20,000, 





of all at distribu- 
tion. It sought to 
interest mercantile 
companies in the 
matter of establishing branch houses in the city, with the idea 
that as sales increased there would be a need for great warehouses 
and eventually for local manufacturing units. It capitalized the 
well known fact that, following the World War, the selling of 
goods worked over to the policy of small stocks and quick turn- 
over; something that involved quick replacements. Atlanta, with 
its railroads and improved highways, was well suited to the offer- 
ing of this service. 

It is enough to say that four years of such promotion added 
some $30,000,000 a year to the city’s payroll. Most if not all of 
this result can be traced directly to the promotion campaign. It 
is stated that more than $5,000,000 of this increased payroll is 
spent every year in rents and housing. 


Courtesy Poole Bros., Chicago 


A Second Promotion Plan 


Horace Russell, a prominent Atlanta attorney who is president 
of the Chamber of Commerce, is now working out a subsidiary 
promotion plan; one that has not yet been perfected but that in 
some form or other is quite certain to be put into effect before 
many months. 

“We have spent $822,000 in purely industrial advertising of the 
city in the last four or five years,” he said, “and all of it has 
been spent outside the city. That was the pledge made to the 
contributors. We wanted to tell outsiders what we had to offer 
them, and thé results have been highly satisfactory. But such a 
campaign is likely to run out in the course of time, because the 
people who give the money know only in an indirect way what 
is being done. We've kept them informed as well as we can, but 
it’s a good deal to expect that these large sums of money could 


Confederate monument on Stone Mountain—a solid block of granite 700 feet high near Atlanta, Ga. 





they’ll almost inva- 
riably be found to 
include some real 
estate. It may be a 
lot or two. Usually it is a home. Sometimes there’ll be a house 
or two owned for rental purposes. 

“Now it’s pretty safe to say that the man who accumulated this 
estate earned, above his necessary living expenses, considerably 
more money than he had left when he finished his course. It’s 
clear that the money he invested in his home stayed with him, 
while much of the rest got away. 


A Home as an Investment 


“So I’d like to carry on a campaign of intensive education among 
our people about the substantial and abiding value of a home as 
an investment. I wouldn’t want to eliminate the sentimental side 
of home ownership; gardens with happy children playing in them, 
civic pride, a sense of being a substantial and important part of 
the community and the rest. These are real values that are vastly 
important. But to this I’d like to add the matter of solid and safe 
investment for the future of a man’s family; a tangible piece of 
property that is under his constant care and improvement, an 
investment that goes through the vicissitudes of national ups and 
downs of commerce and remains as an abiding value. 

“Atlanta is not among the leaders in cities of its class in the 
percentage of homes owned by its people. Thousands of people 
who do a little haphazard saving and invest their surpluses in 
securities that are none too secure could easily divert these sav- 
ings to the ownership of a home and would find themselves far- 
ther along in a financial way. Their homes would be a solid 
nucleus in their personal efforts to build an estate. 

“In the second place, there is the important matter of local real 
estate as investment possibilities when the home is already owned. 
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I’ve noticed some of the columns of newspapers that are devoted 
to answering financial questions. Some one will write in and say 
he has maybe $4,000 he wants to invest. The financial editor will 
suggest a Pacific coast company, a railroad in some distant part 
of the country, the bonds of a South American republic and so on. 
Now these securities may be quite safe and sound as such things 
go; but I believe they are almost never as secure as carefully 
selected Atlanta real estate. The investor has no knowledge of 
these distant investments and could exercise no wise control over 
them even if he had the power to do so. He hasn't an idea of 
their problems or of the men and policies that govern them. Fur- 
thermore, his money is lost to Atlanta. Invested here, it helps 
the city grow. 


Good Returns From Real Estate 


‘If you go over the records of these distant concerns you're 
pretty sure to find that those which really are safe and sound 
rarely pay a return of more than 4 percent. Some pay less than 
that. If the money were to be invested in a carefully selected 
house which the owner could watch over and keep in repair, it 
would yield him 7, 8 or 9 percent. It would do this steadily year 
after year; and at the end of fifteen years the property would be 
just as valuable as when first bought. In fact if it were selected 
with care the increment in land values would probably show a 
substantial additional profit. 

“In the third place, I think there is need for education among 
Atlanta people along 


discussing. That’s something reserved in the nature of things to 
our own people, and it offers them a most attractive place in which 
to put their savings. 


“It’s too early to say just what the campaign will be like or 
indeed whether it will be undertaken this year. My own personal 
hope is that we can raise a fund of $100,000 for additional creative 
advertising and that one-fourth or one-fifth of it may be directed 
to these matters which I’ve mentioned. 


“I wouldn’t want to be misunderstood about this matter. If I 
have anything to do with writing or approving the advertising 
copy I wouldn’t have anything to say about outside investments 
in stocks and bonds and other foreign securities. It’s never good 
advertising tactics to ‘knock’ something else. There are of course 
plenty of people to whom these securities offer just the sort of 
investment they need. I merely mentioned this commercial paper 
as something which in my opinion doesn’t come first with the 
family that is beginning to get ahead. The copy I’d like to see 
prepared wouldn’t so much as mention other forms of investments. 
There is plenty of a positive nature to be said for the kind of local 
investment I’ve been describing. 

“The idea has met some opposition Jocally, because certain of 
our business men thought it was nothing but a building campaign 
that would aid builders and material dealers, perhaps at the ex- 
pense of other business men. You lumbermen consider that auto- 
mobile dealers are among your hardest competitors; so it is only 
natural that the au- 





the line of increas- 
ing property values 
by means of improv- 
ing and keeping it 
up. This might be 
a hard matter to 
handle, for it would 
be rather sure to 
be misunderstood. It 
might run off into 
an ordinary clean- 
up, paint-up cam- 
paign. I don’t mini- 
mize the value of 
these things, but 
they're not quite 
what I have in 
mind. These clean- 
up campaigns make 
an appeal to senti- 
ment and pride, and 
that is quite all 
right. But I am 
thinking, in addi- 
tion to this appeal, 
of the matter as con- 
sidered as an invest- 
ment bringing finan- 








tomobile men should 
look upon you in the 
same way. But 
neither homes nor 
motors will drive 
each other out of 
the market; and 
while builders might 
profit, and properly 
so, the big objective 
I have in mind is 
the welfare of At- 
lanta people. I’ve 
never noticed that 
people who are es- 
tabiishing their own 
financial security 
quit buying other 
things. In the long 
run they’ll probably 
buy more, for they 
will be able to afford 
more with safety. 
“In any event I 
see this as a matter 
of very great impor- 
tance and one which 








cial returns. I could 
tell you of business 
buildings where a 
few thousands invested in remodeling and modernizing have in- 
creased the rental sufficiently to pay for the alterations in a year or 
two, leaving a wide margin of added clear profit after that time. The 
same could be said of dwelling houses that are on the rental list. 
All of these things are possible, but thousands of our people are 
overlooking them and are investing, if they invest at all, in a 
haphazard way in foreign securities. Once a person starts invest- 
ing in something he can see and control he’s quite sure to become 
interested in it and to save more carefully. Otherwise his money 
rather gets away from him, he doesn’t quite know how. 


The Dealer’s Interest 

“It must be clear that there are local interests and agencies to 
whom this kind of an educational program is important and who 
could be expected to add their efforts to ours. The building and 
loan associations, the real estate men, the architects, the building 
material dealers and lumbermen, the contractors, everybody in fact 
who has a part in the building business, have a direct interest in 
the matter. Once they understand it and have something definite 
going to which they can add their efforts, there should be a con- 
certed campaign of considerable power. Atlanta people know 
quite a bit about this kind of educational advertising, for they 
have used it with striking results all over the country to tell the 
Public about the possibilities of the city. Outsiders couldn’t be 
expected to take a share in these real estate matters I’ve been 


© Edgar Orr, Atlanta—Courtesy Poole Bros., Chicago 
Airplane view of business section of the modern southern city, Atlanta, Ga. 


properly calls for 
the support of such 
an organization as 
the Chamber of 
Commerce. The rank and file of Atlanta, the citizens of modest 
means, are the people who give stability to our city. Here is a 
fairly obvious way in which to help them add to their security 
and welfare.” 


Readers of the Realm know these things in a general way and 
make some use of them in sales promotion. But at the moment 
this department does not recall that any local group of lumber- 
men is making anything like a campaign of local educational 
effort to convince their fellow townsmen that here is a way to get 
ahead in the world. We’ve worn threadbare the usual arguments 
of the building promoter; pride; comfort of living, proper setting 
for the children, social position and the rest. Why not direct their 
attention to the future of their families; the security of tangible 
property that maintains its value steadily through the years? 
Mr. Russell’s arguments can be taken over much as they are or at 
least adapted easily to local situations. If a great city that has 
had extraordinary success in using advertising for building its 
industrial progress is considering the matter as a means of sta- 
bilizing local prosperity, surely the building industry has an even 
greater interest in the same movement. 

The Macon News has an editorial in which it calls attention to 
the fact that installment buying has not yet been fully applied to 
the matter of modernizing homes. A survey is quoted to the effect 
that there are 11,000,000 homes in the United States that are 20 
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years old or older. If one-fourth of these old houses, inevitably 
out of date when measured by current standards, were to receive 
each an investment of $500 in modernization, the total would run 
to something like one and a third billions. 

The News editorial quotes Julius H. Barnes, the chairman of 
the National Business Survey Conference, to the effect that the 
financing of these improvements ought to be simplified and made 
more serviceable. Automobile financing is a simple thing, so far 
as the buyer is concerned. He arranges everything with the dealer 
from whom he buys his car. 

The AMERICAN LUMBERMAN has been taking a lead in the effort 


ta 
to systematize and add soundness and efficiency to this matter of 
the mechanics of the customer’s financing arrangements. 

This is a necessary and an important work. The large tota] of 
new business that could be created is comforting to contemplate 
But let’s not forget this other side of the matter; the side tha 
the owner sees. It is proper to talk about modern houses and 
comfort and social standing and the rest. But let’s not forget to 
make it clear that money spent wisely on the house not only shows 
in color and comfort and up-to-date features; it also shows in the 


valuation the appraiser puts on it. And this value sticks by. It’s 
a real investment. 


Opens New Branch Yard and Store 





East Sr. Louis, Itt., June 2.—The opening 
of a new branch yard a short time ago by 
B. Goedde & Co. (Inc.), of this city, handed 
a nice jolt to Dame Depression and Old Man 
Hard Times, and presumably made that un- 
pleasant couple wonder whether their hold on 
the lumber business in this district is in fact 
as effective and gripping as it is reputed to be. 

This new expansion of the Goedde concern, 
which is among the oldest and largest lumber 
firms of the city, is located at 57th and State 
streets, and represents a total investment of 
something over $35,000. 

The character of the main building may be 
best judged from the purpose which it is in- 
tended to serve. This is defined by Edwin 
Goedde, secretary-treasurer of the firm, in the 
following terms: 

“Our new branch is intended primarily to 
serve as a material exhibit and a supply lot for 
the accommodation of the people of the com- 
munity. Further in step with the moderniza- 
tion movement, it is a display of up-to-date 
building features and equipment. Among other 
things, we have here as complete a display of 
insulation materials as can be seen anywhere 
in this district.” 

Approaching the plant from the front, the 








Miss Bernice Goedde, licensed archi- 
tect, who designed the new building 


trast to the remainder of the structure, which 
is covered with narrow siding. A _ substan- 
tially built lawn chair at either side of the 
main entrance imparts an air of hominess and 
hospitality, and also conveys the suggestion 
that the company carries in stock all manner 
of garden and lawn furniture and trimmings, 

In fact, the display of these outdoor goods, 
as shown in one of the accompanying photo- 
graphs, is one of the attractive features of the 
plant. This display includes four or five dif- 
ferent patterns of ornamental wood fence, 
arches, gates, pergolas etc., as well as garden 
furniture of all sort. 

Coming back to the display and store build- 
ing, it may be added that the appearance of 
the structure materializes the idea of home. 
In fact, the gabled portions, if studied sepa- 
rately, strongly) suggest attractive ‘ cottages. 
There was purpose in this, for while the firm 
is equipped to handle and does handle jobs of 
any size, it especially goes after the small 
home business. 

The corner of the building seen at the left 
in one of the accompanying photographs is de- 
voted to the paint and hardware store, a fea- 
ture of which is an unusually large plate glass 
window, which is kept filled with attractive 
displays, changed at regular intervals. 

In the rear is the lumber storage space, all 











under roof, and enclosed by five sliding doors. 
The lumber is end-piled, which makes it pos- 
sible to’ handily accommodate pieces of all 
lengths, and keeps the entire stock readily ac- 
cessible for filling orders with minimum of 
labor. The company prides itself upon the 
fact that all lumber is kept perfectly dry what- 
ever the outside weather or climatic conditions 
may be, and is delivered in first-class order. 
It may be added in connection with the end- 
piling system used in this yard that this 
method is now being adopted in the entire 
plant of the Goedde company. 

The exterior environment of the building is 
carefully sodded, and is being developed into 
fine lawn which will add materially to the at- 
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Showing beautiful exterior of the new display building of B. Goedde & Co. (Inc.), East St. Louis, 


Ill., designed by Miss Bernice Goedde 


visitor is at once impressed by the architec- 


tractiveness of the front. 

Passing into the display building a number 
of interesting features are noted. The idea of 
showing, in the interior finish, the use of vari- 
vus species of woods is effectively carried out. 





tural beauty and appropriateness of the struc- 
ture, the plans for which were drawn by Miss 
Bernice Goedde, daughter of President Charles 
Goedde. Miss Goedde completed the architec- 
tural course at the Washington university in 
St. Louis, and is a fully qualified and licensed 
architect. Her work in designing this build- 
ing shows a keen appreciation of appropriate- 
ness, and adaptability to the purpose for which 
it is intended, as well as giving the attention 
which might be expected to the matter of hav- 
ing the building present a pleasing and attrac- 
tive appearance. 

The front of the building is featured by three 
gables, which break the mass of the structure 
into pleasing contrast and detail. The center 
gable has as its main feature a handsome col- 
umned entrance, flanked on either side by nar- 











row windows, with a larger ornamental win- 
dow in the peak. This center gable is shingled 
from top to bottom, affording attractive con- 





Display of ornamental wood fence and garden furniture, and model garage, forming the 57th 
Street side of the new community yard and store of B. Goedde & Co. (Inc.), East St. Louis, Ill. 
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Showing stairway and wood paneling in new 
display rooms of B. Goedde & Co. (Inc.), East 
St. Louis, Lil. 


The floors throughout the whole building are 
of red oak. In the shelving, the fixtures of 
the store, the paneling and the mantel etc., 
yarious woods are displayed in a manner that 
can not help attracting the favorable attention 
of visitors. ; 

The displays proper are housed in three large 
rooms, in which is found an attractive array 
of architectural woodwork, built-in furniture 
and fixtures. 

The display of doors is handled in a very 
attractive way, ten different types of doors 
being shown mounted on an ingeniously con- 
structed rack, which permits their swinging 


easily, thus affording opportunity for close in- 
spection of both sides and studying details of 
construction. 

A display, or perhaps it might better be 
called a demonstration, that comes in for a 
good deal of attention is that of a disappear- 
ing stairway, shown in one of the rooms. This 
ingenious contrivance shows the prospective 
home owner how his attic may be made easily 
accessible, thus practically adding another 
room, or more than one if so desired, to the 
space available for living purposes, children’s 
playroom, storage etc. This stairway is so 
carefully balanced by counterweights that it 
may be pushed up or lowered with very slight 
exertion. When not in use the stajrway is 
pushed up entirely out of sight and the open- 
ing closes so there is nothing to mar the ap- 
pearance of the room. These movable stair- 
Ways are coming into extensive use and are 
sold by many retail lumber dealers throughout 
the country. 

In the center room, prominent place is given 
to an oak table which has an interesting his- 
tory, it being the first piece of office furniture 
bought and used by the Goedde company when 
it first began business. It has been in con- 
stant use for fifty-eight years and is in perfect 
condition today, its appearance giving promise 
of ability to serve a century or two longer if 
desired. 

On the upper floor is shown a complete ex- 
hibit of insulation materials, of various types 
and well-known brands. 


On May 17 the new plant was opened for 
public inspection, nearly 1,000 people passing 
through the rooms, notwithstanding a heavy 
rain that fell all day. Two hundred vases and 
an equal number of plates were given to the 
first comers, these souvenirs being painted in 




















Disappearing stairway, which pushes up out of 

sight when not needed, demonstrated in display 

room of B. Goedde & Co. (Inc.), East St. 
Louts, Il. 


various tints on the premises and in view of 
the visitors. About $600 worth of built-in 
gaia was sold to visitors on the opening 
ay. 

The manager of the new branch is Bertram 
Faltus. It is interesting to note that in prepa- 
ration for the opening of the new branch, as 
well as better to fit themselves to render effi- 
cient service to customers, a full course in 
hardware and paint merchandising is being 
taken by the officers and a number of em- 
ployees of the company. 





























Left—In these well protected storage bins, the lumber is end-piled in the warehouse of B. Goedde & Co. (Inc.), East St. Louis, Ill, Right— 
The display of doors, ten different types and designs being shown, mounted on rack for easy inspection. 





Company Elects at Annual 


_ Tacoma, WasH., May 31.—The annual meet- 
ing of stockholders of the Weyerhaeuser Timber 

0. was held at the company’s headquarters 
here Thursday. Representatives from all parts 
of the United States attended. With but two 
exceptions all the former members of the board 
were re-elected. 

A. W. Clapp, of St. Paul, was named general 
counsel for the company and J. P. Weyer- 
haeuser, of Tacoma, who retired two years ago, 
resumed his place on the board of directors, 
filling the vacancy caused by the death of his 
brother, the late C. A. Weyerhaeuser. 

The officers are F. S. Bell, Winona, Minn., 
president; George S. Long, Tacoma, F. E. 
Weyerhaeuser, St. Paul and W. L. McCormick, 
Tacoma, vice presidents; H. H. Irvine, St. 








Paul, treasurer; E. W. DeLong, Tacoma, as- 
sistant treasurer; W. L. Richardson, St. Paul 
and George S. Long, jr., Tacoma, assistant 
secretaries; F, R. Titcomb, Tacoma, general 
manager; Charles Ingram, Tacoma, assistant 
general manager; Minot Davis, Tacoma, log- 
ging manager; Julius R. Beetz, Tacoma, cash- 
ier, and A. W. Clapp, St. Paul, general counsel. 

The board of directors is composed of F. S. 
Bell, Winona, E. P, Clapp, Wadena; J. P. 
Weyerhaeuser ; George S. Long and W. L. Mc- 
Cormick, Tacoma; F. E. Weyerhaeuser, St. 
Paul;"C. R. Musser, Muscatine; William Car- 
son, Davenport; H. J. Richardson, St. Paul; H. 
H. Irvine, St. Paul and Fred Reimers, Ham- 
mond. 

Following the meeting it was stated that only 
— business had been taken up by the 

ard. 


To Rebuild Burned Sheds 


ANACORTES, WasH., May 31.—Sheds and 
warehouses of the Fidalgo Lumber & Box Co., 
destroyed by a disastrous fire with a loss of 
about $150,000, will be rebuilt as soon as in- 
surance adjustments are made, according to a 
statement by W. T. Morrison, manager. 

Saving of the production part of the plant 
has made possible operation of the plant to fill 
urgent orders. The firé destroyed 6,000,000 feet 
of lumber, two storage sheds and three docks, 
ten carloads of box shooks, machinery and ma- 
chinery parts, and yard equipment. 

Piled with air dried hemlock and spruce tim- 
ber, the three docks, each 900 feet long, made 
a spectacular blaze. The plant employs 250 men 
and at present is rushing production to fill a 
large order for the Shell Oil Co. of California, 
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Retailers’ Idea Exchange 
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FACTORS OF A GOOD ROOF 


Whatever the Materials, Quality and Work- 
manship Are Essential 


The roof is the most vulnerable part of a 
house; at least, it is the point of attack for 
wind, rain, hail and snow. Inferior material or 
poor workmanship in applying the roof covering 
is practically certain to lead to trouble later on. 

The importance of insisting on a good roof, 
whether covered with wood or composition 
shingles, can hardly be over-estimated. The 
lumber dealer is vitally interested in this, be- 
cause he gets the blame when a roof goes bad, 
if the materials have come from his yard. 

When a hard storm strikes a community, it 
is likely to provide a severe test for the roofs 
that lie in its path. And it is not only torna- 
does and cyclones that wreak havoc among roofs 
where material and workmanship has been of 
an inferior character. A hard hail storm can 
do a lot of damage in a few minutes. That was 
the case at Stevens Point, Wis., when struck 
by a hail storm of unusual severity recently. 
Selieving that it would be of interest to lumber 
dealers, and to the trade generally, to know 
just how the storm affected roofs of various 
types, the AMERICAN LUMBERMAN asked G. F. 
Vetter, of the Vetter Manufacturing Co., at 
Stevens Point, for such information as he could 
conveniently send. 

Mr. Vetter’s reply substantiates the statement 
that quality and workmanship are the essential 
factors, whether the roofing material be wood 
shingles or composition material. The “nub” of 


Mr. Vetter’s report is found in this statement: 
“New wood shingles and new prepared shingles, 
where properly laid and of good quality, both 
came through the storm in good shape.” 

“While it is pretty hard,” he continues, “to 
make a general statement covering all cases, we 
should say that the wood shingled roofs were 
damaged less by the hail than were the pre- 
pared roofings. 

“The greatest damage was done where roll 
roofings, either plain or slate surfaced, and 
light and inferior quality shingles, were laid 
over old wood shingles, or where the roof 
boards were uneven or not close. The heavier 
composition shingles of the better quality, where 
laid over old wood shingles, were not damaged 
to any great extent, although some of the slate 
was knocked off by the larger hailstones. Good 
quality roll roofings of heavy weight, where 
laid over a tight and even roof, were not in 
general damaged very badly, though wherever 
there was a wrinkle or bulge the hail went 
through it. 

“Of course, where the wood shingles were 
old, the hail splintered and broke them up 
pretty badly and they will have to be replaced, 
and the same statement applies to prepared roof- 
ings that had been on for years and had become 
somewhat brittle.” 


SARA Ems 
So Ir Gores 
Flappers having been given the vote in Eng- 
land, an oldtime politician spoke up. 
“What about the platform now?” 


“IT suppose they'll want us to wax it for 
dancing,” responded his pal. 





Clark County Lumber Co., 
Springfield, Ohio, is described 
as a great saver of labor and 
expense in handling lumber. 
The traveling platform shown 
in the picture runs on an 
overhead track, the full length 
of the alley. Each a‘ley of the 
shed is equipped with a track, 
with two or more of these 
platforms. The platform can 
be raised or lowered to suit 
the height of the pile by shift- 
ing the “floor” planks to any 
one of the three sets of cross- 
pieces. Cleats on the outside 
permit the insertion of a cross- 
piece at the proper level for 
loading lumber into the bins, 
or for unloading therefrom on 
to a truck in the alley. 








This Week’s Timely Tip 


Saves Labor in Handling Lumber 


The device shown in accompanying photograph, which was observed 
in the yard of the 


by an American Lumberman representative 
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Holds “Home Improvement” Show 

Hancock, Micu., June 2.—The Armstrong. 
Theilman Lumber Co. recently celebrated jts 
fortieth anniversary by putting on a Home Im. 
provement show. 

This was the first show of its kind to be 
put on in the copper country, and it attracted 














The Dumberman’s 


+4 Mother Goose ”’ 


CHAPTER XXIII 


My little old man and I fell out. 

Pll tell you what it was all about. 
I wanted a radio, hea bus; 

A house didn’t interest either of us. 











large numbers of people. On the floor of the 
main warehouse were arranged rows of at- 
tractively decorated booths, displaying many of 
the products handled by the company. 

A number of the leading manufacturers of 
the country had displays of materials used in 
modern home building, all of which were very 
interesting to home builders and to those plan- 
ning to modernize or otherwise improve their 
homes. Each evening moving pictures of an 
educational character were shown. 

Among the concerns having displays were the 
Celotex Co., Chicago, Curtis & Yale Co., Wau- 
sau, Wis., Lehon Co., Chicago, Wisconsin Land 
& Lumber Co., Hermansville, Wis., Wood Con- 
version Co., Cloquet, Minn., and others. 


Two Retail Firms Are Merged 

EvaANSVILLE, INp., June 2.—Merger of the 
Adams Avenue Lumber Co. and the Meredith- 
Kratz Lumber Co., in this city, has been an- 
nounced by James C. Stovall, president of the 
new company. The merger is effective at once. 

The property of the Meredith-Kratz firm at 
546 South Fares Avenue will be liquidated and 
future business will be carried on at the office 
of the Adams Avenue Lumber Company, at 
1145 Adams Avenue, Mr. Stovall said. 

The Meredith-Kratz Co. has been in opera- 
tion for more than eight years and the other 
firm has been in business for three years. 

Capitalization of the consolidated firm, which 
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will bear the name of the Adams Avenue Lum- 
ber Co. is $60,000. _ 

Other officers besides President Stovall are 
Charles L. Voelker, vice-president, and Henry 
Kratz, secretary-treasurer. Mr. Stovall was 
connected with the Luhring Lumber Co. here 
for 17 years before becoming identified with the 
Adams Avenue firm. 

Inspection May Save Trouble 

A photograph sent us by a news correspon- 
dent, and which is reproduced herewith, con- 
yeys the lesson that a little precaution before 
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Precaution might have saved this “mess” 


the truck leaves the yard may save a bad spill 
and a mess of trouble for all concerned before 
the lumber reaches its destination. 

A stake broke on a truck of lumber coming 
over the Douglas Street bridge between Coun- 
cil Bluffs, lowa, and Omaha, Neb. As a result 
the load slid off the truck in a pile right 
squarely across the street car track. This, of 
course, delayed the traffic for some time until 
the lumber could be removed, 

While exactly such an accident might not 
happen again in a hundred times, it is a good 
idea to inspect the stakes and see that every- 
thing is O. K. before the truck pulls out. 


Dealers Unite in Ad Campaign 


Pampa, TEx., June 2.—The Pampa Hoo-Hoo 
Club, which represents all the retail lumbermen 
of the city, is carrying on a newspaper adver- 
tising campaign which will extend over a period 
of several months. 

The advertisements each occupy one-half page 
in the local daily newspaper, and are signed 
“Pampa Lumbermen’s Hoo-Hoo Club.”  Fol- 
lowing is a portion of the text of one of the 
latest advertisements to appear: 


PROSPERITY 


Prosperity is now upon all of Gray county. 
Oil has been discovered right in Pampa’s front 
yard, and it seems that flowing gold will soon 
be pouring down the gulches and ravines in 
every direction. Wheat crops are practically 
assured throughout the entire Panhandle, and 
crops of every kind produced in this section 
promise unbounded yields. Indeed prosperity is 
just around the corner and will undoubtedly 
dwell with us throughout the entire year. The 
Pampa Lumbermen’s Hoo-Hoo Club does not 
claim credit for all these blessings but we want 
the whole world to know that we stand with our 
Shoulders to the wheel, ready and anxious at 
all times to help push every legitimate enterprise 
for the betterment of our community. Consult 
your choice of Pampa Lumbermen if you intend 
to join the throng of enterprising people who 
are making improvements, whether the contem- 
plated improvement is a sky-scraper, a mag- 
nificent dwelling, a humble cottage, a garage 
or a chicken coop; any one of them will be glad 
to co-operate with you. 


This campaign not only is creating local 
sentiment in favor of building and modernizing 
at this time, but also is attracting widespread 
attention abroad, as an example of what can 
be accomplished when a group of lumbermen 
get together on a constructive program. 


HELPS TO SELL GARAGES 


New Overhead Door Gives Dealer a Strong 
Sales Appeal 


Twenty-five years ago when the word 
“garage” was mentioned, a great many people, 
perhaps the majority, did not know whether it 
meant something to eat or was a new game. 
Of course, there were automobiles and garages 
then, but their possession was limited to the 
rich, or at least the well to do. 

3ut what a change has taken place since 
then! Nowadays practically everyone, regard- 
less of financial status, owns (or anyway has) a 
car. And in most instances, the car needs a 
garage; unless it be of the “Leaping Lena” type 
affected by flaming youth and therefore inured 
to exposure to the elements, and other hard- 
ships. 

The field which the practically universal need 
for garages has opened up to the retail lumber- 
man is almost limitless in extent. Perhaps no 
other structure is so easily sold as is the garage, 
because practically every car owner who does 
not have one, aspires to have one as soon as he 
can afford it. 

But the fact that garages require less selling, 
in the sense of persuasion, than almost any other 
structure, does not necessarily mean that the in- 
dividual retailer has, or is going to have, a 
particularly easy time selling them. In fact, so 
tempting is this particular field that it has been 
aggressively entered not only by the mail order 
houses, but, in the larger cities at least, by ma- 
terial and building concerns specializing in this 
form of construction. Standardized designs and 
easy payment plans have to some extent given 
them a lead over the ordinary retailer, to whom 
the selling of a garage is only an incident in his 
merchandising program. 

For the individual retailer really to harvest 
his full crop of garage prospects, and keep out 
trespassers, whether foreign or local concerns, 
he needs to have “an ace in the hole,” or in 
other words, have up his sleeve some selling 
points that the other fellow does not have. That 
suggests the idea of improved garage doors, be- 
cause every garage owner realizes that the doors 
often are the weak spot in the structure. Show 
him how easily and reasonably you can replace 
his sagging, dragging, out-of-kilter doors with 
a set that is absolutely “cussless,” easy to oper- 
ate and durable, and the sale is half made. 

Such a proposition is the new Blocki Over- 
head Garage Door, made by the F. Blocki Co., 
Sheboygan, Wis. The accompanying illustration 
clearly shows how it works—and it does “work” 
every time, and that without effort. Being 
counterbalanced by weights it is easily and 
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Showing (at left) the 
new overhead door go- 
ing up, and (at right) 
completely up and out 
of the way. The door 
is regularly made in 
three sizes, and special 
sizes are executed to 
order by the manufac- 
turer, the F. Blocki 
Co., Sheboygan, Wis. 
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quickly opened or closed. Moreover it is eco- 
nomical in space; the rear bumper of the car 
shown in the illustration is standing within 10 
inches of the door. 

But while this new overhead door may be 
readily installed in a garage already built, the 
dealer will find it an especially strong card in 
selling new garages, because on account of hav- 
ing exclusive sale of this door he can offer the 
customer something that the others can not. 
Moreover, there is a nice profit on each set of 
doors sold, whether going into a new garage 
or replacing unsatisfactory doors in an old one. 

Lumber dealers who have taken on the sale 
of this new door are reported to have increased 
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their sales and profits by so doing, and to have 
obtained a lead over competitors in the matter 
of selling garages. The F. Blocki Co., She- 
boygan, Wis., still has some open territories, 
and invites retailers who may. be interested to 
send for full particulars of its sales proposition, 
as well as for complete description of the new 
overhead door. 

As was remarked at the outset of this article, 
the garage field is so important that no dealer 
can afford to overlook any means for strength- 
ening his position therein. Many of the earlier 
built garages are now ripe for replacement, en- 
largement or thoroughgoing repairs, including 
new and better doors than were originally in- 
stalled. A great many Owners of one-car 
garages are now planning on doubling their 
capacity, in order to take care of the family’s 
second car; or if only one car is owned, to have 
extra space to rent to some car owner who has 
no garage of his own. There are in every com- 
munity young fellows who own cars but who 
have not yet established homes; as well as tran- 
sients, renters and others who are glad to rent 
garage space, thus bringing the garage owner 


gaa monthly revenue that is very accept- 
able. 


Retailer Makes Attractive Display 


GRIDLEY, Kan., June 2.—Another retail con- 
cern that has felt the urge of the modern mer- 
chandising movement, as applied to the retail 
lumber business, is the A. C. Houston Lumber 
Co., of this place, which has fitted up on one 
side of its office room an attractive display of 
modern built-in conveniences for the home. 

This is something new for a town of this 
size, and in fact would be a credit to almost 
any lumber office. These built-in woodwork 
features are supplied by the United Sash & 
Door Co., and include the accessories of that 
character generally found in a modern home, 
such as kitchen cabinet, ironing board, tele- 
phone and medicine cabinets etc. 

Upon completion the public was invited to 
call and inspect the display. A paint expert, 
a roof specialist, and a man from the sash and 
door factory were on hand for a few days to 
demonstrate the goods and answer any ques- 
tions that might be asked. Carnations were 


presented to the ladies calling on those two 
days. 


A Help in Creative Selling 


“The time for creative selling was never 
more apparent than today,” says an announce- 
ment of the Exchange Sawmills Sales Co., 
Kansas City, Mo., concerning a bocklet entitled 
“Recreated Values” which is offered to retail- 
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ers in any desired quantity, imprinted with the 
dealer’s name and address, at a cost that is 
insignificant compared with the value of the 
booklet as a medium for stimulating moderniz- 
ing business. 

“Every community offers a wide opportunity 
for creative selling in the modernizing field,” 
continues the announcement. “Every old struc- 
ture is an individual problem, and the owner 
must be made to visualize the increased value 
as a sales proposition, the increased comfort 
as a home, the increased income producing pos- 
sibilities of a business property, before his in- 
terest is thoroughly aroused.” 

The booklet contains sixteen pages of “be- 
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fore and after” pictures of city and farm 
homes and home interiors, and was published 
purely as a dealers’ help. 

It will be a good idea for retailers who are 
not using this booklet for cultivating modern- 
izing business to write the Exchange Sawmills 
Sales Co., Kansas City, Mo., requesting sample 
copy and prices in quantities, imprinted with 
dealer’s name and address. 


Expects Good Results Later 


OtyMp1a, WaAsH., June 2.—About the first 
of the year the AMERICAN LUMBERMAN made 
mention of the fact that the Hyak Lumber & 
Millwork Co., of this city, had employed a man 
for the special purpose of working up remod- 
eling and repair business through house-to- 
house solictiation. 

In response to an inquiry C. M. Harmon, 
secretary-manager of the Hyak company, in- 
forms the AMERICAN LUMBERMAN that this 
representative has been on the job pretty stead- 
ily during the intervening months, and while 
the effort up to this time has not produced any 
great amount of actual business the proposition 
has just about broken even so far as the ex- 
pense is concerned, and Mr. Harmon expresses 
the belief that real results will be apparent this 
fall, or if not then, during 1931. 

“That is the reason we are sticking to it,” 
said Mr. Harmon. “We attribute the failure 
to turn up much actual business to local con- 
ditions, which are very poor, seemingly without 
any particular reason for their being so. There 
have been a few men laid off in our local ve- 
neer plants, but the sawmills are still running, 
although on a 5-day week. It seems as though 
the reason for the present depression in this 


community is mostly the frame of mind that 
people are in. However, that has had a very 
marked effect on building. We know of a 
good many jobs that normally would have gone 
ahead this year, but are being held up pending 
arrival of better times.” 


(SERB aaEEae 


Will Push Sales of Homes 


KNOXVILLE, TENN., June 2.—The Chavannes 
Lumber Co., this city, is planning to henceforth 
devote more attention to developing the selling 
of materials for small homes. The new policy 
is explained by W. D. Hitch, who is in charge 





Frequently you read a statement 
like this: This business is in its 
infancy but is bound to amount to 
something. Don’t you think it is 
a good time to get in on the ground 
floor and grow with it? 


Many businesses never grow out 
of their infancy because they never 
spend any money in a worthwhile 
advertising program that will help 
the business to grow. 





of this branch of the company’s business, as 
follows: 

For a number of years the Chavannes 
Lumber Co. has given special attention to 
detail millwork jobs on a high class of work 
and has been very successful in that field. 
However, in doing this the smaller contrac- 
tor and individual home buyer has. been 
somewhat neglected. It will be my endeavor 


ca 
to cultivate the individual home owner and 
small contractor, and to promote the Sale of 
lumber and building materials, the latte 
item having previously not been carrieg by 
the company. Besides adding building ma. 
terials to our stock we have also taken oy 
the line of Curtis woodwork, which we will 
sell along with our regular line of odd detajy 
millwork. 

An architect was called in to remodel the 
company’s office, adding the needed additional 
space for an office and display and sales room 
while the exterior has been given the appear. 
ance of a colonial home. In the new part are 
displayed different kinds of flooring, laid jy 
place, also Curtis woodwork and various house. 
hold appliances. The company purposes to serye 
light lunches or tea to ladies who may visit the 
display. A formal opening is planned for June 
15, to be featured by a banquet and the presence 
of W. Carter Mannie, eastern sales manager for 
the Curtis ofganization, as principal speaker, 

Mr. Hitch was for seven years connected 
with the City Lumber Co. before recently join- 
ing the Chavannes organization, 


“The Lumberman’s Tool Chest” 


The AMERICAN LUMBERMAN has been given 
a new name by a middle West line-yard opera- 
tor who writes the circulation department under 
date of June 3: “We failed to receive our copy 
of the Lumberman’s Tool Box last week,” 

We appreciate the double compliment: First, 
that the paper was sufficiently missed to prompt 
immediate notification of non-receipt; and sec- 
ond, that implied in the name “Lumberman’s 
Tool Box.” 

Webster’s International Dictionary gives the 
definition of a “tool” as “Any instrument or 
apparatus necessary to a person in the efficient 
prosecution of his trade or calling.” 





Builds Home by Own Labor 


PitrspurcH, Pa., June 2.—Mrs. Caroline 
Stevens, parcel post clerk in the Pittsburgh 
postoffice, has built a house for herself and 
family in Bryn Mawr, near McKeesport, Alle- 
gheny County. The remaining members of her 
family are her husband, Joseph Stevens, a vet- 
eran of the World War, who was gassed in 
France, and three children. 

“I built myself a house because I wanted a 
home and there was no other way to get one,” 
said Mrs. Stevens, a comely person, as she 
looked up from a bulky brown parcel she was 
weighing in the Pittsburgh postoffice. 

A four room-house with bath, a fine large 
cellar, and a spacious veranda is the achieve- 
ment of this woman’s ambition. By day Mrs. 
Stevens, who is in her early thirties, weighs 
parcel post packages, computes mailing charges, 


and fills in forms of postal insurance blanks. 
She built her house during her spare time. 

“I built myself a house,” she said, “but I 
don’t claim that I built it entirely alone. I 
accepted help when help was offered, but I 
certainly built the house. I did every bit of 
excavating, except for one day’s help my broth- 
er-in-law gave, and it is a big cellar too.” She 
calculated with amazing rapidity the number of 
square yards of earth she dug out for a cellar 
32x16 feet and eight feet deep. 

“I also had some assistance from my hus- 
band,” she said, “and we had a carpenter one 
day. My husband was gassed in the war and 
is in ill health, and we have three little girls. 
We were living in East Pittsburgh in rooms 
and were all losing weight. I said I wanted 
a home, but we had only a little money. I saw 
a little lot near Mc- 














This substantial home is result of Mrs 





. Stevens’ labors 


Keesport, and after we 
paid for that we had 
not another cent. 

“So we finally bought 
a tent and an eight- 
year-old Ford and went 
out and camped on that 
lot. For a month we 
lived in the tent and 
then commenced to 
build our house. That 
was five years ago, and 
for more than four 
years we have been liv- 
ing in our house.” 

Mrs. Stevens laid the 
pipe line for the water. 
She designed the house 
and laid the foundation 
and she and her hus- 
band bought and cut 
the lumber, planed the 
doors, put on the lath 
and the plasterboard. 
Mr. Stevens coupled the 
pipe lines. 














Mrs. Stevens is parcel post expert as well as 
amateur home builder 


For their efforts, the Stevens iamily has a 
substantial weather-proof house. Sturdy and 
strong, it has none of the flimsiness that might 
be expected in a “home-made’ house. It 1s 
straight and true. 

Mrs. Stevens is a remarkable woman. A 
dozen parcels may be taken to her at the par- 
cel post window, and one may go to Texas, 
another to New York, and the remainder to 
other widely separated parts of the country, 
with some of the parcels to be insured, while 
others get special delivery or “special handling 
stamps. Notwithstanding that they all differ 
in weight and go to different zones, she does 
not need to write down the items to give the 
correct total. 

“IT think I could take apart the carburetor 
of a car and repair it and put it together again, 
she said. “I seem to be able to do anything 
in the mechanical line.” Mrs. Stevens went to 
school and learned shorthand while she was 
building a house. 





June 7 


Mab! 
ers of 
interest 
which 
the inv 
territor 
not on 
one. \ 
paper ¢ 

This 
represe 
ager | 
brough 

7 | 
Lester, 
would 
insulto 
best m 

“The 
doing 
thirty- 
tomers 
prices. 
came 
plicati 
they 
dealer, 
sulted 
lic ch 

The 
point, 
1930, 

Whi 
sell | 


—— 


/ 
te 


hous 
driv 
past 


perc 
any 
mak 
Doy 
Tepa 


1930 


and 
© of 
tter 
by 
ma- 
1 On 
will 
tail 


- the 
‘onal 
00m 
ear- 
are 
1 in 
use- 
erve 
the 
June 
ence 
t for 
er, 
cted 
join- 


riven 
era- 
nder 
copy 


‘irst, 
ompt 

sec- 
1an’s 


+ the 
t or 
cient 





June 7, 1930 


AMERICAN LUMBERMAN 


45 





ec —_ 


Retailer Throws Down the Gauntlet 


Mapison, Wis., June 2.—“Mr. Lester, read- 
ers of the AMERICAN LUMBERMAN would be 
interested in knowing about _ the campaign 
which your company is carrying on against 
the invasion of mail order competition in your 
territory. I understand that you are making 
not only an aggressive fight, but a winning 
one. Won't you give me the details for our 
paper ?” 

This request by an AMERICAN LUMBERMAN 
representative, to Stark Lester, general man- 
ager Doyon & Rayne Lumber Co., this city, 
brought a courteous and ready response. 

“In the olden days, so we're told,’ said Mr. 
Lester, “if one happened to be insulted, he 
would immediately issue a challenge to the 
insultor, a battle would ensue, and usually the 
best man would win, 

“The Doyon & Rayne Lumber Co. has been 
doing business in Madison for a period of 
thirty-four years, serving its hundreds of cus- 
tomers faithfully with quality materials at fair 
prices. And so, when the mail order houses 
came into our territory and at least by im- 
plication aimed to give the impression that 
they could undersell the local established 
dealer, naturally our good reputation was in- 
sulted and we proceeded to issue a direct pub- 
lic challenge post-haste.” 

The first piece of advertising copy on this 
point, published by the company on April 8, 
1930, read as follows: 

While we have always known we could 
sell homes for less than the mail order 


A Challenge 
to Mail Order 
Houses! 





While we have always known we 
could sell homes for less than the 
mail order houses, the weight of 
this point has been driven home 
harder than ever during the past 
month. Now we make you this 
offer: 


We agree to build a home for you 
10% to 15% cheaper than the 
price charged by any mail order 
house—and we'll still be making 
a reasonable profit. Depend on 
Doyon & Rayne for that next 
building or repair job. 


FREE PLAN BOOK SERVICE 


Doyon & Rayne 
_ Lumber Company 


houses, the weight of this point has been 
driven home harder than ever during the 





past month. Now we make you this offer: - 


We agree to build a home for you 10 to 15 
percent cheaper than the price charged by 
any mail order house—and we’ll still be 
making a reasonable profit. Depend on 
Doyon & Rayne for that next building or 
Tepair job. 


Further, twice a week during the two months 
intervening, the company has continued to pub- 
lish that challenge, in varying forms, and in- 
tends to continue to do so as long as there 
is evidence of mail order house competition in 
this territory, and as long as there is a need 
for letting the people know that the Doyon 
& Rayne Lumber Co. will duplicate any mail 
order concern’s house at from 10 to 15 percent 
less than the price asked by this outside com- 
petition. 

“In fighting mail order competition,” said 
Mr. Lester, “we have cast sentiment to the 
winds. We know that when the average man 
thinks of a mail order house, he thinks of low 
prices. And we know that as far as many 
prospective home builders are concerned, price 
is the all-important consideration. So we pro- 
ceeded to talk to them in language designed 
to make a striking impression.” 

Copy prepared for the next four weeks in- 
dicates that the company aims to continue with 
this same advertising policy. The next adver- 
tisement, for example, is headed: “Mail Order 
Houses Choose Their Weapons.” Then fol- 
lows this copy: 

Some time ago we challenged the mail 
order houses to open combat. And the 
weapon they have chosen is PRICE! 

Accordingly, we guarantee to take any 
house offered by any mail order concern and 
supply you with materials for it at prices 
from 10 to 15 percent lower than the prices 
they charge! 

At the same time we will furnish mate- 
rials of standardized quality, with a definite 
re-sale value, help you to arrange all financ- 
ing on a liberal, economical ‘basis, and 
recommend RELIABLE contractors. Our office 
is. located right near the West Madison Mil- 
waukee road depot. Call any time. 


And here are the reasons why it is to the 
customer’s advantage to patronize the Doyon 
& Rayne company, as they will be presented in 
early advertisements : 

Because we deliver only standardized ma- 
terials with an excellent re-sale value. 

Because we recommend only reliable con- 
tractors who do dependable work. 

Because we have been in business here for 
34 years and are financially responsible. 

Because our experience is freely at your 
disposal. Phone Badger 46 and let’s get to- 
gether to talk over your new building, mod- 
ernizing or repair problems. 


While the challenging advertising run in 
Madison has been published by this organiza- 
tion independently, it is well co-ordinated with 
a series of twenty-four 75-inch co-operative 
advertisements and a liberal amount of news- 
paper publicity sponsored by all the retail 
lumber dealers of Madison. 

“What about results?” was the next question 
asked. 

“Down through the years,” replied Mr. Les- 
ter, “we have undertaken practically all kinds 
of advertising, with the expenditure of sub- 
stantial sums. While we are spending no more 
than usual this year, I can say that for the 
first time in our history we are enjoying defi- 
nite advertising returns, which no longer leave 
any room to doubt whether the undertaking is 
worth while and profitable. These results do 
not stop at comments. They take the gratify- 
ing form of new prospects and of customers 
walking in with plans to figure and orders to 
book. 

“Without our ‘challenging’ advertising, we 
are certain that Madison’s co-operative cam- 
paign is a most profitable investment, as every 
dealer here will attest. Tied up with the 
dealers’ constructive institutional messages, our 
definite guaranties become even more effective. 

“Within the past week ten additional cities 
in Wisconsin have launched the Madison co- 
operative campaign in their communities and 
I am sure their results will be as gratifying 
as our own. 


“Further, I understand that many large and 
small cities throughout the country plan to 
start publication of the same material soon, 
for the campaign was carefully compiled over 
a period of several months by the W. E. 
Walker Co., Madison advertising agency 





Here we are: 





























Where is that lumber firm that offers to 
build a house for from 10 to 15% less 
than the price charged by any mail 
order concern? This map gives the 
answer. 


This 34 year old company is located 
right near the West Madison Milwau- 
kee road depot. Give us a chance to 
work with you. Whether your job is 
small or large, you can count on our 
giving you the greatest possible values 
for your money! 


PLAN BOOKS — FINANCING 


Member Madison Retail Lumber Dealers 


Doyons Rayne 
Lumber Company 


widely experienced in the field of lumber mer- 
chandising, and has now been made available 
to retail lumber dealers everywhere, at a frac- 
tion of our original cost.” 


SRSA Ae: 


To Celebrate Diamond Jubilee 


Bic Rapips, Micuh., June 2.—Sponsored by 
the Chamber of Commerce, a diamond jubilee, 
celebrating the seventy-fifth anniversary of Big 
Rapids, will be held here July 2 to 6, next. 
In the peak days of lumbering in Michigan, 
Big Rapids was noted in that connection. 
There are many lumbermen now in the South 
and on the Pacific coast who formerly operated 
in Michigan, and no doubt many of these will 
be interested in this diamond jubilee celebra- 
tion, especially in the reunion and exercises. 
Special reunions are to be arranged which will 
be held at the Elks Temple, Masonic Temple, 
Knights of Columbus hall, Odd Fellows hall 
and at the churches. In connection with the 
jubilee will be held a pioneer exhibit and 
Made-in-Big-Rapids exposition. There will be 
a pageant depicting 75 years of progress in 
the history of this interesting community ; 
there will be a birling exhibition on the Muske- 
gon, and Paul Bunyan and his big Blue Ox 
will be seen on the streets. Lumbermen should 
make a note of this coming celebration and 
reunion and arrange to take part. 
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National Production, Shipments and Orders 


WASHINGTON, D. C., 


statistics of identical mills for the corresponding period of 1929: 


ONE WEEE No. 











June 2.—Following is the National Lumber Manufacturers’ Association report for the week ended May 24, 1930, and 
for twenty-one weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage 


comparison. With 





of Percent Percent Percent 
Softwoods: Mills Production of 1929 Shipments of 1929 Orders of 1929 
Southern Pine Association............. escoee 133 48,693,000 80 45,843,000 76 46,368,000 88 
West Coast Lumbermen’s Association........ 184 155,798,000 91 150,062,000 80 138,112,000 75 
Western Pine Manufacturers’ Association... 66 52,013,000 98 36,057,000 79 35,771,000 93 
California White & Sugar Pine Mfrs.’ Assn.. 22 25,112,000 91 18,609,000 83 15,447,000 77 
Northern Pine Manufacturers’ Association... 7 6,186,000 76 4,245,000 83 3,098,000 103 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 23 2,557,000 87 3,259,000 100 1,809,000 74 
North Carolina Pine Association....... pes 47 5,701,000 81 4,448,000 62 3,391,000 73 
California Redwood Association..... sseknkens 12 6,537,000 97 5,311,000 76 7,157,000 125 
Total softwoods 483 302,597,000 89 267,834,000 79 251,153,000 80 
Hardwoods: 
Hardwood Manufacturers’ Institute....... 181 26,839,000 89 23,050,000 67 20,154,000 65 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 23 6,044,000 84 3,361,000 71 2,698,000 45 
On REPRE evccccovsscosebas setvoows 204 32,883,000 88 26,411,000 67 22,852,000 62 
Pe SOG sce uhtcredthovceeeeee coves ° 664 335,480,000 89 294,245,000 78 274,005,000 79 
TWENTY-ONE WEEKS No. of 
Softwoods: Reports 
Southern Pine Association... .ccccccccccesecs 2,657 1,156,738,000 91 1,078,707,000 86 1,083,222,000 85 
West Coast Lumbermen’s Association..... «++ 3,864 3,202,197,000 91 3,014,137,000 84 2,955,373,000 80 
Western Pine Manufacturers’ Association.... 1,283 757,110,000 94 672,486,000 78 679,064,000 81 
California White & Sugar Pine Mfrs.’ Assn.. 535 280,892,000 65 436,346,000 80 445,479,000 79 
Northern Pine Manufacturers’ Association... 172 69,585,000 75 86,866,000 76 81,717,000 67 
Northern Hemlock & Hardwood Mfrs.’ Assn... 559 67,175,000 85 45,248,000 72 45,338,000 72 
North Carolina Pine Association............+. 919 113,022,000 86 96,438,000 82 90,234,000 83 
California Redwood Association........... . 288 150,885,000 103 133,512,000 92 139,628,000 86 
i Se cuscuenedebeseedees denenad 10,277 5,797,604,000 89 5,563,740,000 83 5,520,055,000 81 
Hardwoods: 
Hardwood Manufacturers’ Institute........ «+ 4,031 632,120,000 88 575,408,000 75 561,027,000 72 
Northern Hemlock & Hardwood Mfrs.’ Assn., 559 159,951,000 85 93,375,000 68 83,342,000 65 
Total hardwoods ........... Er ee 4,590 792 2,071,000 87 668,783,000 74 644,369,000 71 
Grand totals ...... Sebeceseooce eccccccee s 14,308 6, 589, 675,000 89 6,232,523,000 82 6,164,424,000 80 





Relation of Unfilled Orders to Stocks 


WasHINGTON, D. C., 


June 2.—Following is a statement for five associations of the gross stock 


footage May 24, and the percentage relationship of unfilled orders to stocks: 


Association— 
ay ee: eee ee . 
West Coast Lumbermen’s Association........... 
Western Pine Manufacturers’ Association...... ‘ 
Northern Pine Manufacturers’ Association...... 
Hardwood Manufacturers’ Institute............. 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
114 857,945,000 153,552,000 18 
140 1,479,101,000 427,276,000 29 
86 1,247,264,000 137,462,000 11 
7 237,988,000 17,232,000 7 
187 1,072,441,000 229,548,000 21 





Southern Pine Barometer 


New Orveans, La., June 2.—For the week 
ending May 24, Saturday, 143 mills of total 
capacity of 16754 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,- 


000 feet between Nov. 1, 1926, and Oct. 31, 
1929), report as follows to the Southern Pine 
Association : Percent Percent 
3-year Actual 
Production— Gneet Feet Ave. Prod. eevee 
Aver. 3 yrs.... 70,687,928 
yO erearre 55.085, 003 77 "93 ee 
Shipments* "2,423 50,883,000 71.98 92.37 
Orders 
Received* . 2,473 51,933,000 73.47 94.28 
On hand end 
weekft ......8,382 176,022,000 


*Orders were 102. 06 percent of shigenente. 
7Carload basis is 21,000 feet. 


tOrders on hand at above 143 mills showed 
an increase of 0.60 percent, or 1,050,000 feet, 
during the week. 


Hemlock and Hardwood 


OsukosH, Wis., June 2.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 





ended May 24: Percent 
of Ca- 
Hard woods— Total Per Unit* pacity 
Capacity, 64 renee gory eed 210,000 100 
Actual => annaseenty 7,549,000 126,000 60 
Shipmentst bine 4,529, 000 75,000 36 
Orders receiv edt. 3, 190,000 53,000 25 
Orders on hand..... ; 29/810, . seer ne 
Hemlock— 
Capacity, 83 units*..17,563,000 210,000 100 
Actual production... 2,925,000 35,000 16 
Shipmentst ; 3,443,000 41,000 19 
Orders received?. we 883, 000 23,000 11 
Orders on hand..... 245,000 ...... 


*Daily 10-hour redhetive capacity of 35,000 
feet is considered one unit. The production 
is based on lumber scale. 

tLumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments. 





California Redwood 


San Francisco, Carir., May 31.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
Association for the week ended May 24: 








Redwood White- 

Pércent of wood 

Feet production Feet 
Production ...... 6,537,000 100 1,881,000 
Shipments ...... 5 5,312,000 81 887,000 

Orders — 

Received ..... 7,157,000 110 787,000 
On hand . 24,765,000 — 5,339,000 


Detailed Distribution of Redwood 
Shipments Orders 





Northern California*.......2,274,000 2,104,000 
Southern California*...... 825,000 934,000 
EE. cviseceeabaaeriew 55,000 109,000 
PE civaecteoveawee et 1,603,000 3,281,000 
PONTE: 5 ceneen ane eaamae 555,000 729,000 

5,312,000 7,157,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


North Carolina Pine 


NorFo_k, Va., June 2.—The North Caro- 
lina Pine Association makes the following 
analysis of figures from one hundred and fifteen 
mills for the week ended May 24: 





Per- 
Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output areiens ments 

Average*® ..16,980,000 

Actual 9,121,000 54 e 
Shipments .. 8,279,000 49 91 ba 
Orders+ 6,631,000 39 73 81 
Unfilled 

orders ..70,023,000 


+A verage” 
three years. 
tAverage of orders per mill this week 


amounted to 57,661 feet; preceding week’s av- 
erage was 69,504 feet. 


is of production for the last 





West Coast Analysis 


SEATTLE, WASH., May 31.—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of domestic cargo 
business for the week ended May 17: 

















Washington British 
and Oregon Columbia 
Orders on hand first of 89 mills 18 mills 
week— 
California ........ 63,396,969 2,132,101 
Atlantic Coast .... 96,242,786 15,816,103 
Miscellaneous 6,456,095 4,117,515 
TS ts wee cova ane 166,095,850 22,065,719 
Orders received— 
California .<sscscc 20,821,427 1,031,000 
Atlantic Coast..... 17,084,721 4,765,942 
Miscellaneous 100,368 981,000 
ME. kdsewacalbe 38,006,516 6,777,942 
Cancellations— 
CRRISOTRIR. occi cede SOG382 8 ccavenes 
Atlantic Coast .... 152,636 40,000 
Pera ee 69,214 
TOE | k'6. nc cavan dee 388,888 109,214 
Shipments— 
CE, nctasees 16,886,327 665,000 
Atlantic Coast..... 21,361,167 5,039,000 
Miscellaneous 559,650 853,668 
ee 38,807,144 6,557,668 
Orders on hand end of 
week— : 
CN 5s abies 67,095,817 2,498,101 
Atlantic Coast..... 91,813,704 15,503,045 
Miscellaneous . 5,996,813 4,175,633 
NE ntirackdes atte 164,906,334 2,176,779 
Total domestic cargo— 
Orders on hand first of 
er roe ee 188,161,569 
Orders received.......... 44,784,458 
COOMBGRIOEION io iccccsceas 498,102 
IN oh dink nel e wceoe 45,364,812 
Unfilled end of week..... 187,083,113 





California Pines 


San Francisco, Cauir., May 31.—Following 
is the latest report of the California White & 
Sugar Pine Manufacturers’ Association based 


on statistics for twenty-six mills: Percent 
Percent of same 
of pro- period 
Feet @ustion of 1929 
Por Week ended May 24: 
ie. eer 32,149,000 ae 
DOONEOD knw cccesce 22,718,000 71 
ae 20,385,000 63 s 
Stocks end week..... 618,884,000 oa 109 
Por Jan. 1 to May 24: 
Production ..........290,998,000 a 65 
eee 449,330,000 154 79 
eee 461,231,000 158 80 
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“Northern Hemlock and Hardwood Monthly Report 


OsuxosH, Wis., June 2.—The Northern Hemlock & Hardwood Manufacturers’ Association 


repo 
P Statistics for April, 1930 pysola 
Production Shipments May1 
ere 57,000 192,000 6,124,000 
Basswood .-.. 2,690,000 1,871,000 31,811,000 
ney cTiT TTT 9,004,000 5,110,000 76,774,000 
any aes 1,698,000 1,190,000 16,870,000 
Maple ..------ 12,573,000 9,127,000 61,335,000 
Oe 227,000 138,000 1,474,000 
Mixed hrdwd.. 1,796,000 wee 





Total hrdwd.28,621,000 18,201,000 194,388,000 
Hemlock, 1&2”.12,840,000 8,616,000 125,803,000 


* Grand totals.41,461,000 26,817,000 320,191,000 





rts as follows April production and shipments, and stocks of May 1: 


Unsold Stock May 1, 1930 


ee ee a ee ee 88,127,000 

Se Sra ae ee 106,261,000 
Total hardwood............. + 194,388,000 

Hemlock 1&2-inch (27 Firms)— 

os SR Pr eea Sr ee 48,222,000 

IE svt cite tk eectacurwe 77,581,000 
ra epee 125,803,000 
eee ee a 320,191,000 


The figures for twelve months, May 1, 1929, to April 30, 1930, make the following percent- 


ages of those for the corresponding period of 1928-29: 
] Shipments—All hardwoods, 73; hemlock, 59; all woods, 71. 


jock, 85; all woods, 79. 


Production—All hardwoods, 68; hem- 


Unsold Hardwood Stocks on Hand May 1, as Reported by 27 Firms 














sH— 
& Dry Green 
NL  ccrnnee ts antigen ke 665,000 410,000 
CRD cv accscvente ooo'e 532,000 238,000 
Me 1 COM. sc cccccseeres 864,000 653,000 
a a eee eres 590,000 571,000 
Ma, B COM. ccrccsccvcess 483,000 1,118,000 
3,134,000 2,990,000 
BasswooD— 
Mee BOUCK. wccivesocswse 482,000 437,000 
rr 2,238,000 1,733,000 
EE. sie sew mean oe ions 1,832,000 1,048,000 
eee 3,687,000 3,023,000 
Pe MES so a-6ea ee ae 008 4,820,000 4,482,000 
Sere eee 4,445,000 3,194,000 
OS i So ee 95,000 295,000 
17,599,000 14,212,000 
Harp MAPLE— 
a a ta nedan awe a+ awe 2,116,000 3,363,000 
OO eae 1,662,000 2,073,000 
MON. 6 ccnp ems mand 3,861,000 5,894,000 
en Cs «nc ee een ees 2,266,000 2,842,000 
OS Seer oe 9,143,000 10,024,000 
Flooring stock ......... 5,016,000 9,197,000 
24,064,000 33,393,000 
Sort MAPLE— 
IR cherania gah, 80k Mid ae wee 138,000 309,000 
RN el Bi gacncina: sma Geis a8 115,000 218,000 
See 287,000 778,000 
eG ss asi ok ae bale ae 828,000 712,000 
ON a Se re 282,000 167,000 
SS ee 12,000 32,000 
1,662,000 2,216,000 








Rock ELM— 

Dry Green 
ee eee 24,000 259,000 
a eee aes 29,000 430,000 
ee ERGs ia os mene 276,000 441,000 
Bree © Gs bei becccwesan 178,000 295,000 

507,000 1,425,000 
Sort ELM— 

I helen Ge 0 hahah ce ae el 1,742,000 1,187,000 
ee ae ae 827,000 622,000 
OR OE en ae 2,427,000 1,906,000 
Oe SO ae 1,801,000 1,844,000 
Se MS Rv d oes eeeenes 895,000 1,687,000 

7,692,000 7,246,000 
BircH— 
EE ee are ee 4,326,000 5,901,000 
SE a iG rece arheiic- ta ae eae 3,271,000 3,259,000 
es 2s ceedeta beret 8,914,000 9,487,000 
ee rr 5,918,000 8,582,000 
| — eee 8,510,000 15,397,000 
Nos. 1&2 fact. strips.... 443,000 183,000 
No. 2 & better 4&6’..... 428,000 1,023,000 
ih DO ce oneden beet me es 360,000 301,000 
ce a. Fe) (eae 304,000 167,000 








32,474,000 44,300,000 

OaK— 
SE 2d ats cae nokbon a an wea 165,000 64,000 
I i inh ies fora concur lar 125,000 33,000 
7 eB eee 208,000 109,000 
Py Mees savwawees 239,000 105,000 
Se fee eee 242,000 133,000 
ee 8 aa 16,000 35,000 
995,000 479,000 


Unsold 1- and 2-inch Hemlock Stocks on Hand May 1, 1930, by Grades (27 Firms) 


eee ere eee e reser eres eeeeseeeseeeeseseeeseee 


i Mc chéges bab bb ekes ue Own ess whet eees bah eue ee 
rer Tr Tee ee ee ee ee 
Bs Skin AOE ORE ESM TRE MERE DT ERE ROE SEES 
rere Pre ee er er eee ee 


May 1—Unsold Hardwoods—24 Same Firms 
r 1930 Am 1929, 
Dry Green Dry Green 
Ash . 3,033,000 2,943,000 2,056,000 2,540,000 
Bass.17,244,000 14,041,000 9,405,000 15,962,000 
Birch.31,885,000 44,300,000 15,239,000 37,969,000 





E]lm— 
Rock 507,000 1,425,000 1,075,000 1,274,000 
Soft 7,690,000 7,246,000 2,260,000 7,624,000 


Maple— 

Hard.23,374,000 33,393,000 10,464,000 35,329,000 
Soft.. 1,638,000 2,183,000 555,000 2,503,000 
Oak . 873,000 479,000 501,000 754,000 


86,244,000 106,010,000 41,555,000 103,955,000 





1x4-inch and wider 2x4-inch and wider 
Dry Green 


ry Green 
682,000 1,986,000 8,111,000 9,581,000 
1,618,000 1,621,000 8,322,000 19,792,000 
1,791,000 8,056,000 12,384,000 
2,253,000 3,575,000 13,473,000 16,484,000 
272,000 3,361,000 4,838,000 
124,000 167,000 159,000 
14,460,000 


42,000 
6,740,000 41,482,000 63,121,000 
May 1—Unsold Hemlock—23 Identical Firms 
- 1930 ~~ cr 1929 ~ 
1x4” 2x4” 1x4” 2x4” 
2,542,000 17,355,000 1,446,000 13,894,000 
2,868,000 23,427,000 2,747,000 17,409,000 
5,092,000 19,513,000 2,801,000 15,701,000 
5,406,000 27,835,000 3,169,000 11,598,000 
3,680,000 7,967,000 587,000 6,594,000 
291,000 201,000 220,000 293,000 











No. 1. 
Merch.. 
We. Bex 
No. 3.. 
No. 4.. 
Mill run 





19,879,000 96,298,000 10,970,000 65,489,000 





Carolina Pine Costs 


NorroLk, Va., June 2.—The North Carolina 
Pine Association reports that in March the 
total cost of rough lumber, exclusive of stump- 
age, was $18.27 for mills doing their own log- 
ging, the range for these being from $11.80 
to $19.67 ; $15.45 for mills purchasing logs, and 
that the average for all mills was $18.07—the 
statement being based on 13 reports from 10 
members representing 15 mills. Average cost 
of logs for mills doing their own logging, ex- 
Clusive of stumpage, was $7.87, made up of 
$5.68 for logging expense and $2.19 for log 
transportation; total cost of manufacturing for 
these mills was $5.57, made up of $3.56 for 
sawmill, 53 cents for dry kilns, and $1.48 for 
yarding and shipping; total overhead averaged 

09, made up of $1.29 for insurance and taxes, 
$1.01 for depreciation, and $1.79 for general 


Overhead, and selling expense amounted to 74 
cents, 


Southern Pine Costs 


New Oreans, LaA., June 2.—The Southern 
Pine Association’s cost statement for March 
gives average cost per thousand feet, board 
measure, of producing and shipping southern 
pine lumber, not including interest on loans or 
invested capital. This report—covering 82 mills 
operating 114% units that produced 202,033,186 
feet—shows that the average total cost per 
thousand feet for that month was $25.01. This 
is a decrease of $1.26 from the average cost 
for February, which on a production of 181,- 
895,550 feet was $26.27, and a decrease of 13 
cents from March last year. The average cost 
for the first three months of 1930 was $25.66 
on a total production of 581,547,144 feet, com- 
pared with $25.22 on a production of 681,506,057 
feet for 1929. Of the 67 concerns whose mills 
are included in this report, 29 showed costs less 
than the average. The figures for the entire 
number show a spread from a low of $18.56 to 
a high of $33.42, 


West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 
SEATTLE, WASH., June 4.—The West Coast 
Lumbermen’s Association reports that 215 mills 
—all those giving production, shipments and 
orders—during the week ended May 31 gave 
these figures: 


Production. .151,102,000 
Shipments ..159,296,000 5.42% over production 
Orders .....152,494,000 0.92% over production 


A group of 325 mills, whose production re- 
ports of 1930 to date are complete, reported as 
follows : 


Average weekly operating capacity.295,464,000 
Average weekly cut for twenty-two weeks— 


ROU 5 oc binsh'o 4 wna 65's 06 bo 5:0 0-6 ob Ce 
Pe x 0'S Warhed Ue oleic ate 2 eka one 186,304,000 
Actual cut week ended May 31..... 170,021,000 


A group of 210 mills, whose production for 
the week ended May 31 was 150,918,000 feet, 
reported distribution as follows: 





Unfilled 

Shipments Orders Orders 

a ae 60,059,000 51,963,000 135,666,000 
Domestic . 

cargo . 50,470,000 62,059,000 211,359,000 

Export . 36,160,000 25,906,000 196,802,000 

Local . 12,279,000 ek ree 

158,968,000 152,207,000 543,827,000 


A group of 183 mills, whose reports of pro- 
duction, shipments and orders are complete 
for 1929 and 1930 to date, reported as follows: 

Week 
ended May Average first 22 weeks 

, 1930 1930 1929 
Production .139,542,000 151,520,000 165,805,000 
Shipments .147,207,000 143,432,000 170,980,000 
Orders .....137,803,000 140,327,000 174,405,000 





California Pine Statistics 


San Francisco, Cauir., May 31.—The fol- 
lowing is a summary of April production and 
shipments and May 1 inventories and unfilled 
orders, as prepared by the California White & 
Sugar Pine Manufacturers’ Association: 

April Reports for 28 Mills 














; Production Shipments 
Calif. white pine...... 70,126,239 75,686,040 
po | RS 3,691,953 8,710,376 
Mixed pines .......... 1,343,130 5,577,502 
pe eee eee 75,161,322 89,973,918 
(3). 3 eee 5,474,948 6,719,057 
Red (Douglas) fir..... 1,537,197 1,242,634 
All other woods....... 2,286,815 2,202,566 
Unsegregated ......... 324,000 5,966,324 
Total other woods... 9,622,960 16,130,581 
Grand tétals. ...66s.% 84,784,282 106,104,499 
May 1 Inventories and Unfilled Orders 

Unfilled 
Inventories Orders 

No. 2 shop and better— 
Calif. white pine....115,367,961 20,152,890 
ae 71,737,092 11,369,540 
No. 3 shop, mixed pine. 27,516,851 13,779,376 

No. 3 shop and better, 
white and sugar pine 335,957 569,000 
Total UWHpeTs 2.22.2: 214,957,861 45,870,806 

Common— 

California white and 
sugar pine* ....... 304,232,497 133,918,737 
All other woods..... 90,607,247 21,092,873 
Total lowers ....... 394,839,744 155,011,610 
fo et 609,797,605 200,882,416 
Box shook and cut stock 23,415,253 39,062,185 


*Includes pine box lumber, 


Comparative Reports on 22 Operations 
The following comparative statistics from 22 
operations for April, 1929, and April, 1930, 
represents 70 percent of the total pine industry: 
Percent 
1930 Decrease 
69,579,916 30.3 
78,012,761 26.5 
81,049,310 14.0 


95,820,941 18.0 


Mar. Production— 1929 
Freee OREF ..c200 99,692,485 
All species in- 

cluding pine..106,077,275 
Mar. Shipments— 
Pine only ..... 94,196,462 
All species in- 
cluding pine..116,830,606 
Inventories Apr. 1— 
No. 3 shop and 


BOLEOE .cscns 137,631,823 193,364,023 *40,4 
All species and 

ee 493,035,704 568,362,239 *15.2 

Unfilled Orders Apr. 1— 

No. 3 shop and 

rere 42,381,392 42,014,506 0.9 
All species and 

ee 183,739,579 177,911,917 3.2 
*Increase, 


Statistics—Continued on page 61 
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New Kiln System Keeps Costs Down 


Ris Lake, Wis., June 2.—The Rib Lake 
Lumber Co., at this place, a short time ago 
completed an improvement which it is believed 
will be of interest to all manufacturers who 
desire to keep operating costs at a minimum. 
To meet prevailing market conditions, it was 
decided to install a battery of dry kilns each 
holding a freight carload of lumber. This size 
has become the choice of Wisconsin mills in 
recent years because orders generally are re- 
ceived for a car of this or that particular size 
or species. These kilns, designed and equipped 
by the Standard Dry Kiln Co., of Indianapolis, 
Ind., embody all the recognized latest improve- 
ments, such as automatic temperature and 
humidity controls and a fast and definite in- 
ternal recirculation of the air within the kiln. 
This air movement is so controlled and guided 
that it enters the center of the pile in an “A” 
shaped flue and from this flue works out- 
wardly to the sides of the lumber. This as- 
sures the kiln operator that when samples on 
the outside test dry, the center of the truck- 
loads will be even drier. This is important to 
all buyers of lumber, for it is believed that 
worth while tests of final moisture content of 
lumber should be made at the point in the 
truck-load where the air emerges. The Rib 
Lake Lumber Co. carefully watches its drying 
operation and makes these final moisture tests 
in the most approved manner, thus assuring 
its trade of lumber accurately dried to a desired 
moisture content. 

But the most unusual feature of this installa- 





tion to the mill operator is to be found in the 
yard. This yard is laid out with alternate 
alleys with standard gage and narrow gage 
tracks respectively. Freshly sawn stock from 
the mill goes out on the narrow gage system 
on one set of alleys and tracks. When this 
stock is ready to be shipped out, the railroad 
car is spotted at the opposite end of the pile 
and loaded out, thus reducing handling to a 
minimum. 

Manager J. F. Sisley had carefully worked 
out this system and wanted to continue its ob- 
vious advantages to the kilns. Therefore, in 
conjunction with Standard dry kiln engineers, 
the plan was worked out to equip a few flat 
cars with rails on them of the same gage as 
the kiln tracks and build the kilns at an eleva- 
tion so that the flat car with two loads of end 
piled lumber would discharge the kiln truck 
load on to the kiln track system. 

This plan has been worked out and a person 
visiting the plant now will find two or three 
crews out in the yard building kiln truck loads 
of lumber on flat cars. When two loads are 
finished and braced, the dinky engine takes 
them to the kiln track system where they are 
pushed off the flat cars and into the kiln. 
Under this method, there is only the one 
handling from the pile to the kiln truck and 
the costly moving of small yard leads of lum- 
ber up to the kilns to be loaded, is entirely 
eliminated. 

After the lumber has been dried it emerges 
from the kiln under a roofed-over transfer-way 


Dry STORAGE SHED 


connecting with the dry storage sheds, There 
the dry lumber is completely protected from 
the weather as it comes from the kiln and an 
overhanging roof continues this protection as 
it is being loaded into the car, insuring the 
purchaser that his lumber will arrive at the 
proper moisture content. 

General Manager J. F. Sisley and Sales 
Manager Frank Handyside both are delighted 
with this new arrangement and report that 
they have had quite favorable reaction from 
the trade, which is pleased with the excellent 
quality of the lumber received and the splendid 
condition in which it reaches its destination, 


Donates Flag Pole to City 


Montreal, QuE., June 2.—Bringing with it 
one of the largest flag poles ever to be put 
up in Canada, the Canadian National steamship 
Canadian Ranger, reached here recently, the 
first vessel to arrive in this port this season 
from Vancouver. 

Coming by way of the Panama Canal the 
vessel brought 3,850,000 feet of British Colum- 
bia timber and 1,000 tons of other cargo, The 
“big stick” was cut at Port Alberni on Van- 
ccuver Island, is 120 feet long and weighs, it 
is estimated, between two and three tons. The 
gift of the H. R. MacMillan Export Co, to 
the local branch of Hoo-Hoo, it will be pre- 
sented by the latter to the city of Montreal and 
set up on the summit of Mount Royal and used 
as a flag pole. 
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Handling and Sorting a Million Feet of 


umber a Day at the Dock 


When large footages of lumber are to be 
sorted, the first thing usually considered is the 
sorting table. If a table is effective at the mill, 
one might ask, why shouldn’t it be equally ef- 
fective at the receiving terminal or depot? 
This is a logical question, but the supposedly 
logical conclusion does not necessarily follow. 
There is a decided difference in the two condi- 
tions. At the mill a uniform and regular flow 
of lumber comes down the table, every hour— 


tremes are not easily taken care of at the sort- 
ing table, if maximum efficiency and minimum 
handling costs are expected, and for this and 
numerous other reasons the writer does not 
favor this method of terminal operation. 
There are some large tables at terminals for 
sorting lumber. Sling loads of lumber, as dis- 
charged from the boat, are landed on) some 
type of conveyor, which transfers and dumps 
them into a roller case, which in turn conveys 








_ 











No. : A 


and every day. This is thoroughly mixed as to 
sizes and grades, and men stationed alongside 
the table have no trouble in pulling those sizes 
which have been allotted to them. There are 
no unusual runs, when every piece must be 
pulled into three or four units for an hour or 
two at a stretch. There is no shifting around 
of the men from one location to another. Be- 
cause of the lack of these conditions the average 
sorting table at the mill is a fairly smooth-run- 
ning job. 

If the lumber received at a terminal came 
from the boats thoroughly mixed, just as it 
does at the mill, and if the boats could be 
scheduled so that three or four would not be 
discharging today—and none for several days— 
a normal sorting table crew could handle the 
job just as efficiently as at the mill. The 
trouble at the terminal, however, is that lum- 
ber is not received as it is produced at the mill, 
and there is not a uniform flow. It is usually 
a case of “a feast or a famine,” both as to re- 
ceipts and the distribution of sizes. Four boats, 
as shown in illustration No. 1, all from differ- 
ent mills, may be discharging at the same time. 
Six million feet to come off in three days’ time 
perhaps, with a different combination of sizes 
from each boat, and then, within an hour or two, 
the entire line-up may be changed. 


Lumber for the terminal is shipped by all 
mills according to orders received. A quick 
turnover is desirable, therefore orders are 
placed to meet requirements, and terminal 
stocks may become unbalanced, certain sizes 
being needed to even up things. It is not a 
case of ordering so much 1-inch lumber, ran- 
dom widths and lengths, but perhaps 60 per- 
cent of this, and 40 percent of even widths and 
random lengths. In the first instance there 
would be forty-two sizes to sort, while in the 
second there would be only seven. Such ex- 


Four boats discharging lumber at the same time at Hammond Lumber Co.’s terminal 


the lumber to the table where it is to be sorted. 
Very often, in order to avoid too much shifting 
around of men, as mentioned above, a locomo- 
tive crane may high-pile a portion of the 
cargo, and later take it down again to be sorted. 
The objection to such a method is the extra 
handling cost, and a locomotive crane with its 
crew is no small matter. 

Some four or five years ago the writer made 
a complete time-study and cost-analysis for the 
Hammond Lumber Co., at its Los Angeles 
terminal. The amount of lumber handled av- 


By C. A. MARSTON, 
Curtis A. Marston Co. 
Efficiency Engineers 


eraged 1,000,000 feet a day, month in and 
month out. All shipments were received by 
boat and sorted by hand, as was the general 
practice at that time. Large lumber boats, 
such as are shown in illustration No. 1, must 
be unloaded quickly and sent on their way, as 
otherwise costly delays would occur. Therefore 
the minute sling loads are landed on the dock 
they must be moved. As it is not economical 
to high-pile lumber before sorting, later to be 
taken down at added cost, all lumber handled 
at the terminal was landed directly on lumber 
buggies, as shown in illustration No. 2, and 
hauled away by the small tractors seen in il- 
lustrations Nos. 2 and 3. 


At the time of making this survey, lumber, 
all of one width but of random lengths, was 
not put through the rack system to be described 
later, but was handled direct from the lumber 
buggies to the piles, as shown in illustration No. 
4. Later this six-way sorting was changed to 
the more efficient and cheaper method pictured 
in illustration No. 5. The random-length unit 
is in the center. At the right three units, 16-, 
18- and 20-foot, are being built up, while at 
the left are 10-, 12- and 14-foot units. The 
men work in a gang and are paid by the thou- 
sand feet. Carrier, or lumber buggy loads are 
the source of supply for these men, and after 
the lumber is sorted carriers remove the com- 
pleted units. 


Stand-up rack sorting, as shown in illustra- 
tion No. 6, has long been the accepted method 
for segregating and piling the different widths 
and lengths of lumber regardless of whether 
the footage to be handled was large or small, 
provided the lumber did not remain in the 
racks for too long a time. Regardless of the 
length of time, however, stickers are necessary. 
The lumber we are considering is green, of 
course. If it was dry, and inside a shed, these 
stickers would not be necessary. 


For rack sorting, as shown in illustration No. 
6, pockets of different widths are laid out, and 
starting at one end of the alley, the first 
pocket may be for 1x2-inch by 10 feet long, 
the next 1x4-inch by 10 feet, the next 1x6-inch 
by 10 feet, and so on, covering all the different 
widths—six pockets in all. The next lay-out 
would provide for 12-foot lengths, and continue 
to 20-foot lengths, inclusive. Those sizes 

















No. 2. 


Sling load of lumber being discharged from boat on lumber buggy 








50 AMERICAN LUMBERMAN 





June 7, 1939 








a 


























No. 3. Small tractor used to transport lumber to sorting area 

















No. 6. The familiar stand-up rack method of sorting lumber in general use 




















No. 4. Lumber being sorted from buggies to flat piles 


which are “fast comers” will require two 
pockets, otherwise overflow pockets would be 
necessary in some other rack section. In fact, 
two or more lay-outs are required for many 
size combinations. Whether such a lay-out 
should provide for even lengths and random 
widths, or even widths and random lengths, de- 
pends on local conditions, although it may be 
a case of “six of one and half a dozen of the 
other.” 

When the lumber is sorted from buggies, or 
carriers, the driver endeavors to spot his load 
as near as possible to where most of the lum- 
ber will be stood up. This can be done when 
the alleys are not blocked, but when they are 
the loads must be parked outside, as shown in 
illustration No. 7, and later spotted in the 
proper alley location. Another alley scene is 
shown in illustration No. 8. This one is 
blocked with carrier units, and to complete 
the sorting a large amount of walking is nec- 
essary. 

The regular crew of men, as shown in illus- 
tration No. 6, consists of one grader and eight 
helpers. Every piece of lumber is carefully in- 
spected by the grader, who is in charge of the 
crew, and the size and grade called off to the 
man as he takes it away. A lot of ground is 
covered by these men in a day, and many thou- 
sands of feet of lumber sorted and stood up 
in racks. Under this system, as the grading 
is all under the control of experienced men, 
maximum efficiency at a minimum cost is ob- 
tained. Where small footages are to be han- 
dled, all men may assume the grader’s re- 
sponsibility. In such cases, however, the cost 
is liable to be higher, and there are more 
chances for error in grading. 

Sorting and standing lumber on end in racks, 
and then turning right around and loading it 
out again, at nearly the same cost a thousand, 
is not a cheap method of handling, but that 
and the sorting table method were the only ones 
extensively used at the time of making this sur- 
vey. In an effort to develop something better, 
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No. 5. Sorting random lengths of lumber on carrier No. 8 Another alley badly blocked with unsorted units 
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No. 9. The first “bull ring,” which proved a successful experiment No. 10. Lumber carrier used to pick up the units of sorted lumber 
ld by we made extensive time-study analyses, cover- [ 
: fen ing every phase of the job, and in the end de- 
many veloped a different method, which entirely 
ay-out abolished the racking system, and which has 
andom now been accepted as the most flexible, satisfac- 
1s, de- tory and cheapest method tor terminal sorting. 
ay be After having decided that sorting tables were 





of the not the real answer for a large lumber terminal, 
such as was being operated by the Hammond 
company, we felt that possibly a combination of 
































as, the best points in the racking system and in 
$s load the sorting table might be exactly what was 
; lum. needed, and that in this way we might do the 
when job cheaply, and yet not have any money in- 
y are vested in machinery. The problem was to de- 
wn in velop something flexible, something which 
nthe would utilize the same class of labor, produce 
Ene 1s the same grading which had been so satisfac- 
=» tory in the past, and something which, when 
mplete standing idle, would not cost the company a 
= lot of money. After much experimenting, time- 
: study work, and analyzing cost figures, we 
illus- finally developed what is now known as the 
eight “bull ring” method of sorting. Just why Mr. ’ 
lly in- Cable, and the fellows at the terminal, -christ- 
of the ened it with this name I never did know, but 
to the it stuck, and illustration No. 9 shows the first 
und is one we laid out. The time-study man can be 
thou- seen at the back end of the lay-out. 
od up In order to find room enough for the experi- 
rading ment, we chose a space along the dock when 
_ men, no boats were in to interfere. As will be noted, 
is ob- what we actually have in this lay-out is an ar- 
han- rangement or placement of units, just as at the 
S re- sorting table at any mill. The grader does his 
e cost work the same as he did in the alley. The men 
more convey the lumber to the proper unit by walk- 
ing, rather than have a chain do it as at the mill. 
racks, It is easier and cheaper to lay lumber down than 
ing it it is to stand it on end in racks, and much 
usand, cheaper to pick up the full units with a lumber 
t that carrier, such as shown in illustration No, 10, 
y ones and park them as pictured in illustration No. 
$ sur- li—long rows of one kind and size of lumber— 
better, than to load from racks, as shown in illustration 
ele | - 



































No. 12, Expensive method of loading lumber from stand-up racks No. 16. Units piled by bridge crane ready for truck delivery 
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No. 14. 


No. 12. There is a big difference in the cost 
a thousand feet. 

An analysis of sizes made over a period of 
time showed which were “fast comers” and 
which were “slow.” In order to minimize the 
walking distance, we located the fast comers 
along either side in the center of the 
“bull ring,” and arranged the slow comers at 
either end. After the experiment had proved 
to be a success, permanent layouts were made, 
the first one of which is shown in illustration 
No. 13. This, however, is only a section of it, 
but it illustrates how lumber is brought from 
the boat in carrier units and parked in the cen- 
ter, and gives an idea of how the lay-out looks 
as a whole. 

When we started the work in July, 1924, the 
terminal operations looked like the airplane 
picture, illustration No. 14, excepting that the 
first permanent “bull ring” (which may be seen 
directly at the left of the burner) had not been 
developed. The rack system, extending back 
from the dock, is shown in the center of the 
picture. The lay-out looks different today, as 
can be seen in the second airplane picture, illus- 
tration No. 15. The same footage, an aver- 
age of 1,000,000 feet a day, is being handled. 
Everything is on a gang piecework basis. The 
four “bull rings” required to handle this much 
lumber may be seen at the left center, while at 
the bottom of the illustration are the rows of 
parked units for the planing mill or dry kilns. 
It is quite a different layout from the one 
shown in illustration No. 14. The _ bridge- 
crane lay-out is the same, however, in both 
pictures. Special attention is called to the rail- 
road tracks directly back of the parked units. 
All green shipments “as is” are landed by the 
ship’s tackle on the dock, and then relayed by 
locomotive cranes direct to cars on the track. 

The bridge-crane area is designed to hold 
millions of feet in packages, and an idea of 
what this area looks like may be had from 
illustration No. 16. Carriers transport the units 
from the “bull rings” to this crane area, where 
they are available for motor truck shipment to 
all points in southern California. This truck- 
ing job, by the way, is a piecework installa- 
tion, and will be described later. 

Some operators have asked why we prefer 
the piecework plan to the bonus system. Our 
reply is that we don’t. Whatever wage pay- 
ment is used, however, we must be sure it is 


Airplane view of Hammond Lumber Co.’s terminal before changing method of sorting 


the most easily handled and understood. If it 
is found from a time-study analysis, for ex- 
ample, that six minutes a thousand is the aver- 
age time consumed in handling lumber at some 
matcher, or other machine, and if the working 
day is eight hours, then 80,000 feet would be 
100 percent efficiency. If we figured from this 
efficiency that it would be possible for a man 
to earn $6 for his day’s work, then the piece- 





work price would be 7% cents a thousand. 

Regardless of whether piecework or bonus 
is to be applied, the time-study would be made 
the same way, and 100 percent efficiency, of 
80,000 feet, would be the same in both Cases 
and the man would earn $6 either way. The 
bonus system is often installed because the ex- 
isting day rate is usually guaranteed. Some. 
times we guarantee the day rate with the piece- 
work installation, but seldom have to pay jt 
because the men go after the job and make 
good from the start. 

A bonus allowance is usually expressed jn 
elements of time, which must be transposed to 
money. In our experience we find the average 
man wants to know how much money he has 
made every day. He knows how many thoy- 
sand feet he has handled, and if he gets 9 
cents a thousand he can easily figure how 
much he has earned. We use piecework when- 
ever possible, and perhaps because of this the 
prices, when once correctly established, never 
have to be changed. The same can be said 
of a bonus installation. We shall explain both 
installations in a later article, and at that time 
the differences can be noted. 

In concluding this article on the handling of 
lumber through the terminal yards of the Ham- 
mond Lumber Co., we wish to acknowledge the 
wonderful co-operation and assistance given us 
by H. W. McLeod, by A. B. Hammond him- 
self, and by all the other men in the organiza- 
tion who helped put the ideas across. We like 
to feel that this outfit is the most efficient of 
its kind in the world, and are glad to have had 
the opportunity of being associated with the 
company. 


Home ownership gives permanence to com- 
forts, conveniences and beauties that are only 
temporary in the rented home. It perpetuates 
and consolidates the social gains made by resi- 
dence. It makes secure the contributions to 
and investments in neighborhood and commu- 
nity institutions. It protects and serves to main- 
tain the environment that is a large part of the 
value of the home itself. 
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No. 15. Another airplane view showing the “bull rings” for sorting lumber at left center 
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Business Conditions Survey 
In his latest report, Julius H. Barnes, chair- 


man of the National Business Survey Confer- 
ence, outlines the results of a business conditions 
survey just completed. These significant phases 
are emphasized in the summary : 

First, that large American industry continues 
to carry out the construction programs forecast 
last December. 

Second, continued large capital improvements 
supported by large-scal: financing evidence a 
confidence in enlarged future earning power and 
preparation for it. 

Third, in America and in Europe there is 
evidence of increasing reservoirs of accumulated 
credit with consequent decreases in interest 
rates, and resulting benefits for production and 
distribution. 

Under the head, “Long-Term Credit,” the re- 
port says in part: 

Mortgage agencies indicate loans are being 
made on a conservative basis and at grad- 
ually decreasing rates for first-class loans, 
put investors continue to show a tendency to 
confine loans to building projects for which 
there is a demonstrated economic need. 

There is a continued improvement in the 
financial situation of building and loan asso- 
ciations. Withdrawals are generally re- 
ported now to be normal, and associations in 
nearly all sections have ample funds. In- 
stances in which available funds exceed the 
demand for satisfactory loans are increasing 
in number. 

The usual seasonal April decrease in sav- 
ings was less than in the corresponding 
month last year. Generally, there is little 
change in savings as a whole. 

For the period ended May 23 this year, the 
report states, non-residential building was 
nearly up to last year’s volume, public works 
and public utilities exceeded last year, but resi- 
dential building lagged behind. Contracts 
awarded for non-residential building aggregated 
$923,000,000, against $996,000,000 last year; 
public works and public utilities, $550,000,000, 
against $447,000,000, and residential building, 
$460,000,000, against $867,000,000 last year. 

April motor vehicle production of 467,000 
units exceeded all previous Aprils except last 
year, which was admittedly abnormal. Dealers’ 
stocks of both new and used cars are reported 
below normal for this time of year. Foreign 
sales in March were 71,000, but for the first 
quarter as a whole foreign shipments declined 
46 percent under the same period of 1929. 


Criticizes Doyle Rule 


Allan W. Corwin, sealer of weights and 
measures for Allegany County, New York, 
discussed log rules at the twenty-third National 
Conference on Weights and Measures held at 
the bureau of standards this week and was 
specially critical of the Doyle rule as “one of 
the most inaccurate, the most unfair to the 
seller of the smaller logs (which constitute 
most of the logs sold today).” This rule, he 
said, is in most common use in his own State 
and in various other States, a number of which 
have enacted laws fixing the Doyle rule as the 
State standard. Effective July 1, Mr. Corwin 
added, the “international one-fourth inch kerf 
log rule” will become standard in New York 
under recent legislation. 

While many States continue to recognize ad- 
mittedly inaccurate log rules, Mr. Corwin con- 
tinued, several States where lumbering is most 
extensively carried on have in use very accurate 
rules, many of which have been adopted as 
State law. 

He quoted H. H. Chapman, of the Yale 

chool of Forestry, as saying of the Doyle rule: 

This rule must eventually be superseded 
by a more consistent standard or by the re- 
Jection of board foot measure altogether. No 
Owner of small logs or of young standing 
timber can afford to sell on the basis of a 
Scale or estimate made by the Doyle rule. 
As it stands, this rule is a serious obstacle 





to the profitable marketing of second-growth 
timber, hence to the practice of forestry. 

As a rule for universal adoption the Doyle 
rule must be rejected because of its glaring 
inconsistencies and the Doyle-Scribner be- 
cause it combines the worst features of both 
rules. 


Continuing, Mr. Corwin said: 

It is surprising that such inaccurate log 
rules should be found in such general use in 
this age of speed, accuracy and standardiza- 
tion. There are, however, some reasons for 
this. In the first place, the buyer usually 
selects the rule and naturally picks the rule 
that shows the smallest readings. The Doyle 
rule is a very simple rule. Simply subtract 
four from the small diameter, in inches, square 
one-quarter of the remainder, multiply by 
the length in feet, and you have the board 
feet according to Doyle. Another reason is 


that it was published in Scribner’s Log and 
Lumber Book, which had a large circulation, 
was widely accepted as a standard and was 
almost the only publication of log rules. 


In justification of the international rule, soon 
to become standard in New York, Mr. Corwin 
said: 

This rule is considered by authorities to be 
one of the most accurate log rules, being 
formed from a scientific formula which is ac- 
curate for all sizes and lengths of logs and 
checks very closely with the actual mill 
tallies. It does not make the largest scale 
of any rule, but is fair to both the buyer and 
the seller. 

With some 57 different varieties of log rules 
in use throughout the country, each showing a 
different result, Mr. Corwin thought this field 
offered a good opportunity for standardization. 





Harvarp Economic Society’s weekly index 
of wholesale commodity prices has dropped to 
86.1 for the week ended May 28, 1930, from 
86.2 for the week ended May 21, 1930. 





Permit Neat, Accurate. Piling 


Mopoc Point, Ore., May 31.—The new yard 
of the Lamm Lumber Co., here, attracts the 
eyes of motorists who pass on the highway 
near the mill, whether or not they are lumber- 
men, because of its systematic arrangement, 
and the neat, high piles of drying lumber. 

The alleys are of concrete, and are wide 
enough to give proper working room. Each 











Johnson model of the Hilke lumber piler used 
in yard of Lamm Lumber Co., Modoc Point, 
Ore. 


pile contains one length and thickness of lum- 
ber, and, when finished, are tall and squarely 
built, and lumber just looks better in such piles. 

The Johnson model Hilke lumber pilers are 
used in building the piles high, and the ac- 
companying illustration shows two men and a 
piler working at the end of an alley. 

The higher piles conserve yard space, re- 
quire less pile bottoms and roof boards, and 
lessen the distance to transport lumber from 
the mill to the yard and back to the planing 
mill, 


Form New Shipping Concern 


SEATTLE, WASH., May 31.—Formation of the 
new corporation of W. L. Comyn & Sons, in- 
corporated for $100,000, and retirement of the 
shipping firm of W. L, Comyn & Co. was an- 
nounced here today by W. L. Comyn. The new 
company will complete contracts of the old 
company and continue in the general shipping 
and lumber business. Headquarters will be in 
Seattle with branch offices at San Francisco and 
Vancouver. 

Officers of the new company are: W. L. 
Comyn, president; J. C. Moore, vice president; 
Frank L. Mickle, treasurer; R. A. Kendall, 
secretary; and Jack Comyn and W. L. Comyn, 
jr., trustees. The incorporators are W. L., J. 
G. and W. L. (jr.) Comyn, J. C. Moore and 
Frank L. Mickle. 


Allot Funds for Home Building 


Rocuester, N. Y., June 3.—This city has 
been selected by the fraternal order of Macca- 
bees as one of the most desirable cities in the 
country in which to assist in the building and 
owning of homes. Rochester is the official head- 
quarters of the order in New York State and 
Supreme Commander D. J. Coakley is a native 
and lifelong resident here. 

The investment committee of the Supreme 
Tent in Detroit has been looking over a num- 
ber of cities with a view of investing its funds 
in first mortgages on residential property. Earl 
Akey, one of the counsellors and manager of 
the mortgage department in the supreme office, 
lately spent two days here, inspecting homes 
and obtaining figures on industrial conditions 
from the Chamber of Commerce. He remarked 
that Rochester residents not only own their own 
homes, but take pride in keeping them in ex- 
cellent condition. 

The Maccabees will allot a large sum of 
money for investment here each month, and 
this will be available to both members and resi- 
dents in general, who now own or desire to own 
their homes. Applications will be received at 
the office of E. W. VanDeusen, assistant great 
commander. A special feature of the loans will 
be the possibility of amortizing them and of 
paying the interest monthly direct to the local 
office. 





To Rebuild Retail Plant 


SEATTLE, WasH., May 31.—Immediate re- 
building of the plant of the Columbia Valley 
Lumber Co., of Bellingham, Wash., owned by 
the Bloedel Donovan Lumber Mills, is an- 
nounced here by the company and by J. N. 
Donovan, assistant to the president at Belling- 
ham. The plant, a retail yard outlet in Belling- 
ham, was destroyed by fire May 27, nothing 
being salvaged. The fire started in the hard- 
wood flooring department, causing a loss esti- 
mated at $150,000. 
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Lumbermen and Car Builders Compare Notes 


Railroad Men Say Engineers’ Specifications Must Be Met as to Grade and Manufacture— 
They Credit Mills With Having Greatly Improved Their Product 


PorTLAND, Ore., May 31.—Today a group of 
practical men, representing the railroads, the 
builders of railroad cars, and the lumber manu- 
facturers, met here for a joint discussion of 
their problems relating to the use of lumber 
in building railroad cars. 

The meeting was held under the auspices of 
the West Coast Lumbermen’s Association, and 
144 men attended. Roy F. Morse, of the Long- 
Bell Lumber Co., Longview, presided. In his 
address he said, in part: 

We believe the two groups—the car build- 
ers and the lumbermen—have much in com- 
mon, and the lumbermen will be able to fur- 
nish a product that will give even greater 
satisfaction as a result of the frank dis- 
cussions had at such conferences. It is the 
earnest desire of the lumber industry to sup- 
ply material that will fully meet the specifi- 
cation requirements of the car builder and 
railroad user. 

On the part of the lumber industry I would 
say that we would like to know more of the 
detail requirement of the various items en- 
tering into the construction of railroad cars 
—just why they should be manufactured in 
a particular way—why certain grades are 
most desirable etc. We, on our part, can 
tell you our side of it. We should all keep 
in mind that we are dealing with a natural 
resource whose characteristics can not be 
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JACKSON & TINDLE, Inc. | 


Mills at Pellston and Munising, Mich. 
MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 


Main Office, BUFFALO, N.Y. 
Sales Office: 605 Murray Bidg.,Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 
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is to get full size material. 


changed, but we want to shape this product 
so it will best meet your needs. 


“Buy From a Good Mill” 


Edgar Gottschamer, assistant lumber agent 
of the American Car & Foundry Co., Seattle, 
said the most important thing in buying car 
material was to “buy from a good mill.” <A 
“good mill” he amplified, is one which cuts 
good timber, has good dry kilns, and accurately 
machines the dry lumber to exact pattern so 
it will fit perfectly with the product of other 
“good” mills which may have another order 
for the same pattern. He said “a slight varia- 
tion in pattern makes a lot of difference. Just 
remember your manufacture is either right, or 
it is wrong. If it is not precisely made it will 
not fit with the output of other mills and it will 
not meet the exacting specifications laid down 
by the car buyers.” He urged the importance 
of writing down every detail of an order, so it 
is understood alike by buyer and seller, and 
by the practical men in the mill who must 
make the material. Instances were cited where, 
through mistake in the mill office, complete in- 
formation was not given the practical men, and 
as a result the lumber they made did not meet 
the demands of the order. He said the buyer 
should be given a copy of the instructions to 
the mill, which would enable the buyer to 
check with the order he placed, and to locate 
quickly, and correct, any discrepancies. Summed 
up, his remarks were to the effect that the car 
builders “want what they want at the time de- 
livery is promised.” 

C. H. Marshall, lumber agent of Fruit 
Growers Express Co., Seattle, reiterated re- 
marks of the preceding speaker as to properly 
manufactured material and delivery when prom- 
ised. His practice is to place business with 
“good” mills, and he says he has few claims. 
He stressed the need for proper loading of 
material for shipment, citing instances of dam- 
age because of improper loading by the 
shipper. 

Fred Karlen, of the Karlen Davis Lumber 
Co., Tacoma, who has just returned from a visit 
to car builders’ plants in the East, said he 
found the principal cause for rejection of ma- 
terial was damage caused by shifting in transit 
caused by poor loading, mentioning specifically 
poor bulkheading. He found the grades very 
well regarded, but there was some complaint 
on variation in matching. 

T. M. Ramsdell, general car foreman, Union 
Pacific Railroad, Portland, Ore. said he found 
little difficulty in getting proper material when 
buying on present grading rules. He had, 
however, received some decking with loose 
knots that was not satisfactory, due to this 
cause. 

F. J. Moody, master car builder of the 
Northern Pacific Railroad, St. Paul, Minn., 
said: “We have very few serious difficulties 
with your lumber—perhaps our greatest need 
The exacting de- 
mands of the shippers who use box cars re- 
quire that we get perfect material from you in 
order to build a car which will suit our 
shippers. 


Discussion on Drying Sheathing 


Jud Greenman, of the Oregon-American 
Lumber Co., Vernonia, Ore., raised the ques- 
tion as to whether or not it was necessary to 
dry sheathing down to 8 per cent moisture con- 
tent when single sheathing was used in a car. 
A. M. Hagen, of the Bridal Veil Lumber Co., 
Bridal Veil, Ore., urged that “suitability for 
the purpose intended” was a good rule to go by, 
and that when specifications are more rigid 
than necessary for the purpose it works an un- 


necessary hardship on the lumbermen and 
forces the car builder to pay more for material 
than is necessary. He mentioned sheathing that 
was turned down because it had a Pickaroon 
gouge on it, declaring that the first trip the 
box car would make it would probably receive 
more serious scars than this. He said he had 
noticed cars in which the sheathing had opened 
up leaving cracks % to 7 inch between boards 
and that it was annarent the lumber when 
placed in the car was not dried down to 8 per 
cent; that if it was not actually needed at 8 per 
cent it would lower costs considerably if the 
requirements were set at 12 per cent. 

Edgar Gottschamer brought out the fact 
that the car builders must work upon the 
specifications laid down by the railroad com. 
pany’s engineers—that it is not the function of 
the car builder to try to get the engineer to 
change his specifications as long as the ma- 
terial can be bought, 

P. D. Ryan, lumber agent for the Standard 
Steel Car Co., Seattle, said that “75 per cent of 
your troubles on rejects are caused by the 
human element. You should avail yourselves of 
services of competent inspectors to educate your 
mill force as to what is required for car ma- 
terial.” He thought better inspection at the 
plants would keep down rejects; that inspectors 
at the car shops took their time in grading ma- 
terial and used steel gauges to determine exact 
sizes. He said: “Your real problem is season- 
ing, but you have overcome many greater prob- 
lems in the process of converting timber into 
satisfactory lumber and you will overcome this 
by giving it proper attention.” 

E. L. Clark, chief lumber inspector for the 
Chicago, Burlington & Quincy Railroad, said 
all its car material is shipped to Sheridan, 
Wyo., where it is graded under the supervision 
of a head grader who keeps his force lined up 
so all are grading alike. The material is then 
re-shipped to points where it is required for 
use. He said the material now being re- 
ceived is of better quality than that obtained 
in times past, 

George M. Duncan, of the Duncan Lumber 
Co., Portland, Ore., told of his experience in 
shipping car material for the last seventeen 
years. His rejects have steadily declined in 
volume, though the specifications today are 
much more rigid than was the case many years 
ago. He said: “I can see no excuse for 
shippers sending out any material that does not 
exactly conform to the order they took. We 
can not emulate Ford, or other mass produc- 
tion methods, in getting out car material—we 
can not hurry it through and always ship good 
lumber. We have the best softwood tree and 
should be able to give the consumer exactly 
what he buys and what he wants. We should 
avail ourselves of the services of inspectors 
who can educate our men so to grade our lum- 
ber that it will meet the car material require- 
ments. If we had always taken care of our 
business as we should, giving the buyer exactly 
what he wanted, our volume would have been 
retained. And we will continue to lose it un- 
less we give the customer what he buys 
wants.” 

At this juncture Chairman Morse called to 
their feet and introduced the following dele- 
gates from Canada: E. C, Cushing, purchas- 
ing agent, Canadian Pacific Railroad; J. H. 
Jenkins, Canadian Forest Products Laboratory; 
A. W. Miller, Cameron Lumber Co., Victoria, 
B. C; A. C. Devine, Nanaimo Lumber Co. 
Nanaimo, B. C.; E, B. Ballantyne, Coast Cen- 
tral Sawmills, Vancouver, B. C.; and H. 
Mackin, Canadian Western Lumber Co., Fraser 
Mills, B, C. 
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Mr. Mackin said that “our biggest problem 
is moisture content. We dry it down to 8 per 
cent and when it 1s placed in our sheds the 
moisture increases to as much as 16 per cent. 
If the railroads require such a low moisture 
content for car building material it seems to 
me they will have to dry it at the point at 
which it is used.” 


AFTERNOON SESSION 


Ralph Martin, of the Booth Kelly Lumber 
Co. Eugene, Ore., was the first speaker and 
said he thought the present grading rules call 
for better lumber than is necessary for box 
cars. “Box cars are like overalls—their func- 
tion is to keep out dust and dirt and protect 
their contents—and nerhaps we have been fur- 
nishing better lumber than is necessary to do 
this,” said Mr. Martin, He pointed out that 
inspection was not uniform among the western 
railroads, and that two inspectors from one 
railroad had differences of opinion as regards 
material. He declared that “the railroads 
would do well by us if they would give their 
inspectors a uniform education in grading.” 

R. W. Hunt, of the Weyerhaeuser Timber 
Co., Everett, spoke of the trouble with inspec- 
tions at final destination, and said he believed 
the mill inspection should be final. He said his 
company’s shipments are loaded carefully to 
prevent damage in transit, but that often tongue 
and groove material is damaged and claims 
made, and concluded his talk by saying: “Can 
we be sure that the lumber is always carefully 
unloaded at destination and that the breakage 
does not occur at that point?” 

Arthur Campbell, of the Chicago, Burlington 
& Quincy Railroad, in commenting on acknowl- 
edgments of orders received from the mills de- 
clared that “not 50 per cent of the orders we 
send out are acknowledged, with a duplicate 
copy of the order sent into the mill for cutting 
and dressing the material. Every order should 
be thus acknowledged. We have caught many 
important discrepancies in this manner which 
has prevented loss to the mill.” He urged the 
need for making deliveries at the time desig- 
nated in the order to avoid loss to the car 
builder whose program is built around receiv- 
ing all material at the time specified. He 
said: “Price is not the determining factor in 
the placing of our orders; we will pay the 
shipper’s price, but we want our material 
exactly to specifications.” He told of rejecting 
five carloads of decking recently because it was 
not made to pattern, Slight variations made it 
impossible to use the lumber. 

Robert Merry, planing mill foreman for the 
Clear Fir Lumber Co., Tacoma, discussed the 
problems connected with manufacture of per- 
fect material. Machines must be _ properly 
aligned; material should be blanked; machine 
knives should be sharp and set at proper angle; 
moisture content specifications should be ad- 
hered to, he declared. In the Clear Fir plant 
matched material samples are taken and matched 
together every twenty minutes during the day 
to make sure proper work is being done. 


Machine Defects and Their Causes 


L. A. Nelson, manager department of grades, 
West Coast Lumbermen’s Association, exhib- 
ited many samples of lumber, calling atttention 
to the machine defects and telling what caused 
them, He declared that 500,000,000 feet of kiln 
dried car material is shipped by West Coast 
mills every year and that the percentage of 
rejects is very low, but said “We ought to 
get away from all manufacturing defects.” 

Harry Morgan, of the Weyerhaeuser Timber 
0, Longview, Wash., said stock for car ma- 
terial should be blanked. His planers are run- 
ing with knives set at a 10 degree angle, which 
he has found does good work. He uses a 
planer with a traveling bed for car siding and 
smaller patterns and gets good results. 

“Pete” Peterson, of the Weyerhaeuser Tim- 
her Co., Longview, also spoke of the traveling 
hed feed. On this planer he is running drop 
siding at the rate of 400 feet a minute with 
perfect results. The cylinder contains 12 


knives set at a 10 degree angle, and Mr. Peter- 
son said there is less lumber breakage on this 
machine than with machines previously used. 

A. M. Hagen, of the Bridal Veil Lumber 
Co., Bridal Veil, Ore., asked: “What success 
do the railroad or car shop men have with 
kiln drying and machining heavy clears? We 
have been telling them of our difficulties.” T. 
M. Ramsdell, of the Union Pacific Railroad, 
Portland, Ore., responded: “We don’t have 
any trouble. We don’t do it. We unload that 
work on the mills and let them furnish the 
material as specified; and allow them to worry 
about it.” Which frank reply brought a laugh. 


Discussion on Kiln Drying 


A. C. Knauss, of the Oregon-American Lum- 
ber Co., Vernonia, Ore., read a paper on the 
seasoning of railroad material. He said the 
purpose of kiln drying is, first, to get a well 
machined product, and, second, to bring the 
moisture content to the point where the ma- 
terial will give satisfactory service in the car. 
He told of investigations made in Arizona 
where lumber in an exposed location, though 
protected from the rain, had a moisture content 
in summer of 5.2 per cent and in winter of 
13.9 per cent; in Idaho, Massachusetts, and 
Minnesota the moisture content of lumber 
ranged from 7 per cent in the summer to 14.2 
per cent in winter, and said that at Vernonia 
under similar conditions it ranged from less 
than 8 per cent in summer to more than 20 
per cent in winter. Since box cars are used 
in all these localities and will reabsorb moisture 
according to the relative humidity of the air, 
Mr. Knauss raised the question as to whether 
or not it was necessary to dry lumber to an 
8 per cent content for box car building pur- 
poses. 

Mr. Hoover, of the Weyerhaeuser Timber 
Co., Longview, followed with a discussion of 
kiln drying defects and their avoidance. 

Mr. Nelson stated that the American Rail- 
way Association had made a study three or 
four years ago of the moisture content of lum- 
ber in box cars in use, and issued recommenda- 
tions that lumber for car siding and sheathing 
should contain 10 per cent and decking 14 per 
cent moisture content. 

George Petrich, of the Western Lumber & 
Manufacturing Co., Tacoma, talked on the 
avoidable transit damage caused by improper 
loading, and told of the precautions taken by 
his concern in bulkheading lumber so it will 
not shift and cause damage. 

Answering the question as to why car ma- 
terial must be dried down to 8 per cent mois- 
ture content Mr. Ryan, of the Standard Steel 
Car Co., said: “If the material contains more 
than 8 per cent it will shrink and will not 
make a water tight car.” Mr. Moody, of the 
Northern Pacific Railroad, said: “I have seen 
very few cases of sheathing buckling because 
it was too dry when it was applied, but we do 
have to remove much sheathing because the 
cracks between the boards do not permit high 
class loadings—a result of using lumber that 
was not dry enough.” 


AT THE BANQUET 


At the dinner which followed the meet the 
Rev. Ferguson of Astoria, Ore., spoke on the 
“Human Side of the Lumber Industry.” 

L. C. Gilman, vice president of the Great 
Northern Railroad, spoke of the common in- 
terests of the lumbermen and the railroads, and 
their need for a close alliance. He spoke of 
the constant regulation of and interference 
with, the affairs of the railroads by the Federal 
Government; and the unfair method of taxation 
prevailing which will not permit a firm to 
balance its lean years with its profitable years 
and thus fairly distribute its earnings over the 
entire period of operation, without penalties. 
He spoke of the excessive taxation borne by 
lumbermen, which has defeated private refor- 
estation and is forcine the timber on to the 
market at a sacrificial price because the timber 
holder can not afford to hold the timber and 
pay the rate of taxes demanded. 


How “Drug Store Tactics” 
increase lumber yard 
profits. 


Time was when the druggist 
sold pills and moth balls. To- 
day he sells $2 candies, $7 pens 
and $5 razors. The grocer for- 
merly sold yeast, but the drug- 
gist sells it now in place of pills. 
The drug store is a department 
store with a restaurant in con- 
nection. And the proprietor is 
making money. 


Apply the idea to the lumber 
yard. Sell Supercedar. It may 
ruin the moth ball business, but 
the druggist won’t care. 


Every time you sell a Super- 
cedar Closet you also sell: (a) 
Studding, (b) siding, (c) door 
frame and door, (d) hardware, 
shelving, quarter-round, nails, 
ete. 

Every home needs a Supercedar 
. Closet and every woman wants 
one. 


Packed at mill in sealed boxes. 


Send for miniature sample box 
free with circular and price. 


Cy “stg & © 


‘ * 


7 WORLDS LARGEST MANUFACTURER | 
JOF TENNESSEE AROMATIC RED CEDAR. 


UY 


BUY GRADE MARKED 
AND TRADE MARKED 
YARD AND SHED STOCK 
LATH AND SHINGLES 


KAUL 
LUMBER 
co. 


We season lumber 

to the moisture 

content you #£®- 
quire, 
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PHILIPPINE 
INDOAKO 


N AMERICAN 
hardwood that 
possesses desirable 
quality: Beauty, 
strength, durability, 
ease of finish. Ideally 
suited for floors, doors, . 
trim and cabinet work. 
INDOAKO is moder- 
ate in cost and success- 
fully competes with 
mahoganies and domes- 
tic hardwoods. 


We Invite Your Inquiries 


— 


INDIANA QUARTERED 
OAK COMPANY 
218 East Ave., Long Island City, N. Y. 
——— 











SUMMER HOME 
FOR RENT 


It’s at Lakeside, 


Michigan, 65 
miles from 


Chicago, Dune’s 
Highway. Fine transportation. 
This cottage has all conven- 
iences, hot and cold water, bath. 
It is well built on a stone foun- 
dation, plastered. Has large liv- 
ing room, kitchen with closets, 
two bedrooms and enclosed sleep- 
ing porch; also large dining porch. 
House is furnished complete. 
Large lot, plenty of shade. Con- 
venient to stores, near golf club, 
about three blocks from Lake 
Michigan. Lakeside is in the 
fruit belt of Michigan. Good 
neighbors. Rent $350.00 for sea- 
son to Gentiles. Just the place 
for a happy, quiet summer. 


Address “E.10,” American 
Lumberman. 





SURVEYS TIME STUDIES 


CurTIs A. MARSTON Co. 
Efficiency Engineers 
P. O. Box 240 PORTLAND, ORE. 
Logging —Lumber Production and Handling 


INCENTIVE WAGE PAYMENT PLANS 
FOR MINIMUM OPERATING COSTS 











June %, 1939 
tht _——— 


What she Associations Are 
Planning and Doing 


June 10—Roofer Manufacturers’ Club, Columbus, 
Ga. 


June 16-19—-American Society of Agricultural 
Engineers, LeClaire Hotel and Elks Club, Mo- 
line, Ill, Annual. 


June 18—West Side Hardwood Club, Pine Bluff, 
Ark, 


June 19-20—Plywood Manufacturers’ 
Edgewater Beach Hotel, Chicago. 


June 21—Millwork Group, West Coast Lumbermen’s 


Association, 


Association, Tacoma, Wash. Annual, 
June 25-26—Southeast Missouri Retail Lumber 
Dealers’ Association, Marquette Hotel, Cape 


Girardeau, Mo, 


June 26-27— Association of 
Woodworking Machinery, 
cago. 


July 16-17—Carolina Retail Lumber & Building 
Material Dealers’ Association, Isle of Palms, 
Charleston, S. C. Summer meeting. 


Aug. 8-9—Millwork Institute of California, Hun- 
tington Hotel, Pasadena, Calif, 


Sept. 3.—Hardwood Dimension Manufacturers’ As- 
sociation, Brown Hotel, Louisville, Ky. An- 
nual, 


Sept. 11-12—National Hardwood Lumber Associa- 
tion, Royal York Hotel, Toronto, Ont. Annual. 


Sept. 15-17—Concatenated Order of Hoo-Hoo, Royal 
York Hotel, Toronto, Ont. Annual, 


Southeast Missourians to Meet 


Haytr, Mo., June 2.—Announcement is made 
by W. T. Nethery, this city, secretary of the 
Southeast Missouri Retail Lumber Dealers’ 
Association, that the organization will meet 
June 25 and 26 at the Marquette Hotel, in 
Cape Girardeau. 


West Coast Millwork Meeting 


SEATTLE, WASH., May 31.—The West Coast 
Lumbermen’s Association announces that the 
annual meeting of the millwork group of the or- 
ganization will be held on June 21 in Tacoma. 
Attention is called to the fact that the millwork 
standard of grades of “architectural woodwork” 
will shortly be issued and to avoid confusion 
have been designated as “Standard Architectural 
Woodwork” and “Select Architectural Wood- 
work” grades instead of standards. Through 
these grades it is hoped to establish uniformity 
and also to encourage architects to specify mill- 
work to be made in millwork plants. 


Discuss Price Compilation 


PitrspuRGH, Pa., June 2.—The Westmore- 
land -County Retail Lumber Dealers’ Associa- 
tion, affiliated with the Retail Lumber Deal- 
ers’ Association of Western Pennsylvania, held 
a meeting last Thursday evening in the Girls’ 
Club Building in Greensburg to consider a 
price list for the county association. Charles 
Graham, of Pittsburgh, formerly of the Mill- 
work Listing Bureau of Pittsburgh, and now 
of the Hazelwood Lumber Co. in Hazelwood, 
a suburb of Pittsburgh, was present and ex- 
plained the listing bureau’s method of price 
compilation. 

Eighteen of the Westmoreland dealers were 
at the meeting, which was also attended by 
M. W. Dickey, of Pittsburgh, field secretary 
of the State association. 

The business depression continues in the 
Westmoreland field. The dealers reported their 
volume thus far this year 25 to 30 percent be- 
low that of the corresponding period last year. 


Baltimore Exchange Quarterly 


BALtimMoreE, Mpb., June 2.— The quarterly 
meeting of the Lumber Exchange, held this 
evening at the Merchants’ Club, brought to- 
gether a relatively large number of the mem- 
bers and had as a special feature an address by 
A. H. Young O’Brien, of Adams Express Co.., 
who discoursed on big game hunting in Africa, 
basing the address on his own experiences. 

At the business session, President Pembroke 
M. Womble presiding, the reports for the period 


Manufacturers of 
Drake Hotel, Chi- 


were read by L.-H. Gwaltney, the secretary 
from which it appeared that the exchange had, 
during the quarter, added to its surplus and ip. 
creased its membership. Mention was also made 
of the fact that on June 1, twenty-three years 
ago, the inspection bureau of the exchange was 
established, which has been the means of bring. 
ing about greater uniformity in trade practices, 
The managing committee of the exchange held 
its monthly meeting in the afternoon and dis. 
posed of routine matters. 


Wholesale Committee Appointments 


New York, June 2.—Members of the ex- 
ecutive committee of the National-American 
Wholesale Lumber Association and chairmen 
of the various standing committees have been 
appointed, as follows: 

Executive committee—Arthur E. Lane, 
president, New York; M. G. Truman, Chicago; 
J. B. Montgomery, Pittsburgh, Pa.; F, A, 
Dudley, Philadelphia, Pa.; C. A. Goodman, 
Marinette, Wis.; Dwight Hinckley, Cincinnati, 
Ohio; H. W. McDonough, Boston, Mass.; C, 
A. Mauk, Toledo, Ohio; W. H. Schuette, Pitts- 
burgh, Pa.; Ben S. Woodhead, Beaumont, Tex. 

Credit Department—J. A. Currey, J. C. Tur- 
ner Lumber Co., New York. 

Cost—Frank S. Davis, Frost & Davis Lum- 
ber Co., New York. 

Trade Extension—Dwight Hinckley, Dwight 
Hinckley Lumber Co., Cincinnati, Ohio. 

Arbitration—B. W. Cross, B. W. Cross Lum- 
ber Co., Pittsburgh, Pa. 

Railroad and Transportation—mM, G. 
Wright, Henrico Lumber Co., Philadelphia, 
Pa. 

Legislation—Wells Blanchard, 
Lumber Co., Boston, Mass. 


The personnel of these committees and other 
appointments will be announced shortly. 


Business Outlook Reported Better 


Butter, Pa., June 3.—The business outlook 
for the lumber industry in Butler County 1s 
more promising, according to reports from deal- 
ers at a meeting of the Butler County Retail 
Lumber Dealers’ Association held last Tuesday 
at the Butler Country Club, near here. The 
dealers reported that while there is not as much 
new building as last year on account of the diffi- 
culty of obtaining mortgage money, there is a 
good deal of modernizing and repairing. All 
but one of the members of the association were 
present at the meeting, which was also attended 
by the officers of the State association. Dinner 
at 1:30 p. m. was followed by a discussion of 
business matters, and the remainder of the after- 
noon was given to golf. 


New York Association Reorganizes 


New York, June 2.—In order that it may 
serve for the greatest good of the greatest num- 
ber, the New York Lumber Trade Association, 
through committees representing the retailers, 
the wholesalers and the Nylta Club, has per- 
fected revolutionary changes in organization 
policy. These have already been adopted by the 
several interests involved and now are in the 
hands of a reorganization committee. ? 

Special committees of the wholesalers, retail- 
ers and the Nylta Club have been cofisidering 
amendments to the by-laws and constitution 
necessitated by the reorganization and when 
their work has been accomplished President 
Frank A. Niles will call a special meeting for 
final action. There seems at present no ob- 


Blanchard 


stacle to the proposed changes and the reor- 
ganization, after months, may be considered 
almost as an accomplished fact. i 
The reorganization committee held various 
meetings and conferences, the outcome of which 
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leila 
was a plan presented to President Niles sug- 
gesting the creation of a new organization with 
three separate groups, viz.: wholesalers, retail- 
ers and Nylta Club; that each group function 
separately and choose its own members, but that 
the parent organization be managed by officers 
and trustees, of the latter of which three shall be 
wholesalers, three retailers, and two from the 
Nylta Club. Annual dues were set for each 
group. Through this suggested organization it 
is expected there would be ( 1) independence of 
action by each group; (2) reduced association 
dues to the members; and (3) ability to wield 
the whole power of the industry when needed in 
matters of general concern. 
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Walnut Business Improving 


LovisviLLE, Ky., June 2.—The monthly busi- 
nes meeting of the American Walnut Manufac- 
turers’ Association, held at the Pendennis Club, 
here, May 29, was merely a short routine meet- 
ing and get-together, preceding the annual two- 
day golf tournament of the organization, held at 
West Baden, Ind., on May 30 and 31. About 
forty members were in Louisville, and as many 
at West Baden. 

J. J. Egan, Wood Mosaic Co.; Louisville, 
president of the organization, presided at the 
business meeting in Louisville. Reports indi- 
cated that business was looking better in walnut 
veneer, walnut plywood, and also walnut lumber, 
the radio trade having shown considerable buy- 
ing improvement, while furniture show pros- 
pects are believed to be better. Stocks are 
ample, although production has been lower, 
and logs scarcer, as the producers have not been 
encouraging cutting and marketing of logs, and 
country log men have not been showing any 
disposition to force logs ‘on the market. 

A big time was reported at West Baden, 
where many prizes were awarded for ability as 
golfers. Marion Williamson, of Williamson 
Bros. Veneer Co., Texas, Md., had low ball, 
with a 79, a very respectable game for a good 
veneer man. 


Conclude Series of District Meetings 


With a meeting at Aurora on June 3 of the 
first district of the Illinois Lumber & Material 
Dealers’ Association, the series of nine district 
meetings. that have been held during the last 
month under the direction of Secretary J. F. 
Bryan came to a close. At each meeting a 
resolution endorsing President Hoover’s busi- 
ness stabilization program was adopted and after 
listening and commenting on talks delivered by 
Secretary Bryan and other speakers, officers for 
each district were elected. 

At the Aurora meeting District Chairman A. 
H. Holcomb, of Sycamore, presided. The newly 
elected district chairman is Arthur Todd, of 
White & Todd, Aurora, and Henry Joshel, of 
M. A. Joshel & Bros., St. Charles, is the new 
secretary. 

The fifth district met at Bloomington on May 
28, with George Parker, of Bloomington, pre- 
siding in the absence of District Chairman Don 
Wilson, of Danville, who was unable to be 
present. F. A. Roadstrom, of the Alexander 
Lumber Co., Champaign, was elected district 
chairman, and Marion F. Allen, of the Decatur 
Lumber & Manufacturing Co., Decatur, secre- 
tary. 

Effingham was the site of the eighth district 
meeting on May 27, with J. T. Ewing, district 
chairman, presiding. Charles F. Houston, of 
C. G. Sonnemann & Son, of Vandalia, was 
elected district chairman, and John A. Wheeler, 
of Newton, secretary. 

A feature of each of the nine meetings: was 
the presence, by invitation, of representatives of 
each paper published in the city where the meet- 
ings were held, and without exception the papers 
gave extensive commendatory reports of the 
programs carried out by the various districts 
and of the plans the lumbermen are making to 
put business on a better plane. Secretary Bryan 
called attention to the AMERICAN LUMBERMAN’S 
“One Week Club” plan, as announced on the 
front page of the May 24 issue, and at each of 
the three meetings mentioned above a standing 
vote was taken, showing that all have become 
members of the club. 


Lumber Clubs and Outings 


Hardwood Men More Optimistic 


LouisvitteE, Ky., June 2.—More optimistic 
reports were heard at the second May meeting 
of the Louisville Hardwood Club, held at the 
Louisville Country Club May 27, than have 
been presented in some time. Several com- 
panies reported better business, better releases 
on old orders, and better prospects; and the 
feeling was patently much more encouraging. 

Preston P. Joyes, treasurer of W. P. Brown 
& Sons Lumber Co., spoke on that company’s 
efforts to retard production, in closing down 
mills at Guin, Ala., and Brasfield, Ark., plac- 
ing the Fayette (Ala.) mill on a four-day-a- 
week basis, or day runs only; while the Zama 
(Miss.) mill will cut out in June. He further 
reported numerous releases on old orders, sold 
some time back, and fair movements in such 
items as gum, poplar and oak. 

Ed Norman, of the Norman Lumber Co., 
told of better inquiries, better movement of 
poplar for export, and also stated that com- 
mercial kiln drying operations were somewhat 
larger than they had been. 

Clarence Hoover, of the Wood Mosaic Co., 
reported an increased volume of business in oak, 
walnut and poplar lumber, and a larger move- 
ment of veneers. 

L. B. Olmstead, of the Mengel Co., said de- 
mand for lumber had improved, and that there 
were good block sales in white oak, red oak, 
gum, cottonwood and ash, including a very fair 
movement in low grades. 

William Platter, of the North Vernon Lum- 
ber Co., declared that domestic business was 
better in May than in April, with inquiries in- 
creasing. He also reported better collections, 
and commented on the volume of ash and oak 
sales principally. 


Henry Conrad, of the Louisville Veneer Mills, 
said he had noted some improvement in veneer 
business, especially from the radio trade, which 
is coming back to life again. 

C. S. Willett, of the W. R. Willett Lumber 
Co., also reported larger shipments for May 
than for April, although there was a good deal 
of small business and mixed car orders in- 
cluded. Basswood and poplar sales were com- 
mented on. 


Fix Date for Outing 


EVANSVILLE, IND., June 2.—The_ entertain- 
ment committee of the Evansville Lumbermen’s 
Club, composed of A. Dimmett, chairman, Dan- 
iel Wertz and Joseph W. Waltman, has defi- 
nitely fixed Tuesday, June 10, for the annual 
summer outing of the club. 

The men will play golf in the afternoon at 
the Municipal Golf Links near the city, and 
after the game the members will meet with 
their wives and sweethearts at 6:30 o’clock at 
the Vendome Hotel, where dinner will be 
served. This will be followed by music, cards 
and dancing. 





Ohioans Set Tourney Date 


CINCINNATI, OHIO, June 2.—The date for the 
annual golf tournament of the Ohio Association 
of Retail Lumber Dealers to be held this year 
at Cincinnati was set this week for June 26, 
with Twin Oaks Country Club as the scene of 
the contests. The tournament will be an all-day 
affair, with a dinner in the evening at which 
there will be the presentation of the cups and 
prizes. The tournament will be a 36-hole affair, 
medal match play, and the reservations for 
entrance will be in charge of A. B. Peters, rep- 














There’s a Big Plant 
Behind This Brand 


For more than twenty years this large, modern 
sawmill has been specializing in the manufacture 
of strong, durable structural timbers, railroad 
and car material, bridge timbers, etc. 

During all of these years this mill has plainly 
branded every “big stick” as shown above—a 
brand that quickly identifies genuine 


Calcasieu 


LONG LEAF 
Yellow Pine 


We were among the first lumber manufacturers 
to brand forest products. No wonder so many 
buyers today show preference for our timbers 
and dimension. 


Dealers, don’t overlook our big value Long 
Leaf Yellow Pine yard and shed items. This 
stock is also plainly branded “INDUSTRIAL.” 


We invite your inquiries. 


INDUSTRIAL 


LUMBER CO., Inc. 
ELIZABETH, LOUISIANA 







This Brand 
On Every 
Stick 
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Something New 
For the Dealer— 


DOUGLAS FIR 
PLYWOOD 


Available in all thicknesses, 
grades and sizes. We maintain a 
complete warehouse stock of Ply- 
wood for quick shipment out of St. 
Louis. In short, you can get just 
what you want when you want it 

and that at reasonable prices. 


Your orders and inquiries will be 
appreciated. 


(2 


LUMBER Co. 
St. Louis, Mo. 











Tidewater Red Cypress 


Our mills manufacture Genuine Tidewater 
Red Cypress. They have complete Planing 
Mill facilities enabling us to ship mixed 
cars Finish, Mouldings, etc., quickly. 


Along with our Cypress we can furnish 
SHORT LEAF PINE FINISH 


SAP GUM MAGNOLIA 
RED GUM POPLAR 
TUPELO ASH 
MAPLE OAK, ELM 


Let Us Serve You 


GULF RED CYPRESS CO. 


4th Floor Greenleaf & Crosby Bldg. 
JACKSONVILLE, FLA. 


= 











White Pine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALso { Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 




















Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























resentative of the Cincinnati Sash & Door Co. 
E. W. DeCamp, president of the Cincinnati 
Lumbermen’s Golf Association and president of 
the Cincinnati Lumbermen’s Club, will be the 
general chairman of the tournament. 


Memphians Play Golf 


Mempuis, TENN., June 2.—T. E. Sledge re- 
tained the title of golf champion of the Lum- 
hermen’s Club of Memphis by shooting a 
78+ over the course of the Colonial Country 
Club of Memphis in the annual golf tourna- 
ment which was staged last Thursday. He 
won the trophy offered by J. R. McFadden, 
president. More than 70 golfers took part in 
the 18-hole afternoon medal play. H. H. 
Perry, of the Kellogg Lumber Co., and one of 
the newer of the club golfers, won the trophy 
of the Lumbermen’s Club of Memphis for low 
net score. He made 104 with a handicap of 40. 





Rivats have pressed their claims with such 
ingenuity and insistence as to out-distance the 
home as a claimant for its share of the family 
income. Too often rent has become a more 
familiar item in the budget than have payments 
on the mortgage on the home. 


ee 
e e ° . 
Building Projects in New Orleans 
New Or.eans, La., June 2.—While the num- 
ber of building projects that are going forward 
in and around New Orleans, that will use yb. 
stantial quantities of lumber, are few, there is q 
large amount of construction planned, for much 
of which contracts already have been {et 
Among these projects may be listed these: — 
Lone Star Cement Co. is building a plant to 
cost $1,000,000. 
The New Orleans Sewerage & Water Boarg 


is building two pumping plants at a cost of 
$700,000. 

The Home for the Aged is being built at 
a cost of $400,000. 

The United States Marine Hospital, fo, 
which bids now are being asked, will cost 
$1,000,000. 

A hospital for the accommodation of negroes 
is to be built at a cost of $500,000. 

A Y. M. C. A. building is to be built at 
once at a cost of $400,000. 


While the lumber in various forms that will 
be used in connection with the construction of 
these buildings will amount to possibly not 
more than $60,000, these projects will give em- 
ployment to a large number of men and this 
will have a stimulating effect on all lines, in- 
cluding lumber. 


Cypress Manufacturers’ Annual 


JACKSONVILLE, FLa., June 2.—The twenty- 
fifth annual meeting of the Southern Cypress 
Manufacturers’ Association, held here recently 
at the Mayflower Hotel, was a one-day session 
devoted primarily to discussions of rate matters, 
the question of the importance of statistical re- 
ports by members, the placing of tally cards in 
shipments and the advertising program for the 
coming year. Walter F. Shaw, trade extension 
manager of the National Lumber Manufac- 
turers’ Association, was the principal speaker 
at the afternoon session. * 

In opening the meeting President I-. C. Glenn, 
of Jacksonville, referred to the road the asso- 
ciation had traveled in the last twenty-five 
years; that it had functioned properly with 
benefit to the membership, and right now, “while 
not being able to say that conditions under- 
lying our lumber are altogether satisfactory, I 
can say, without fear of contradiction, that it 
holds a better position than any of its com- 
petitors.” 

In his annual report Secretary J. R. Black 
spoke of the excellent financial condition of the 
association and then pointed to the necessity of 
the members aiding in the compilation of sta- 
tistical information, urging them to send their 
reports in promptly. He spoke of the rather 
general use of the car card, a supply having 
been sent each member. The growing demand 
for grade-marked products behooved the mem- 
bers of the association, he thought, to adopt the 
practice at their mills. The secretary told of 
the beneficial effects of the co-operative adver- 
*tising of six of the mills. 

D. G. Coit, of Jacksonville, reported for the 
finance committee, and C. S. Williams, of New 
Orleans, for the insurance committee, the latter 
speaking briefly of the proposed increase of 
3344 percent in insurance rates in Louisiana, 
and of the proposed workmen’s compensation 
bill now before the Florida legislature, pointing 
out that the latter measure will inevitably be 
passed and suggesting that the lumbermen had 
better aid in framing it rather than oppose it. 
The report of G. V. Patterson, of Pensacola, as 
chairman of the committee on grades and speci- 
fications, contained a number of recommenda- 
tions which, after considerable discussion, were 
adopted. These concerned a rule for tank grade, 
rules for Nos. 1 and 2 lath; that certain changes 
recommended by the National Hardwood Lum- 
ber Association be taken up and studied by the 
committee; that a rule be prepared covering a 
special grade of peck; and that non-members be 
charged certain fees for association inspection 
service, . 


In reporting for the transportation committee, 
M. L. Fleishel, chairman, spoke of the chaotic 
situation with respect to railroad rates, urging 
that southern shippers work for the suspension 
and ultimate cancellation of decreases put into 
effect by western roads. Mr. Fleishel then 
called upon T. M. True, association traffic man- 
ager, for his annual report, which covered a 
number of important cases in which the associa- 
tion had been interested and taken active part. 
Mr. True stated that new rate books should be 
prepared as the supply of old ones had given 
out, and on Chairman Fleishel’s suggestion that 
a new book be prepared, the association voted 
favorably. 

Mr. Fleishel spoke of the lumber tariff bill 
under consideration by the National Congress 
and of present Russian competition. 


In reporting as chairman of the statistical 
committee, D. G. Coit pointed to the quarterly 
reports compiled from data sent in by the mills 
and urged that each mill send in this informa- 
tion promptly when so requested. President 
Glenn also stressed the necessity of members 
complying with the request of the committee. 


President Glenn, as chairman of the adver- 
tising committee, stated that the program for 
the coming year would run along practically 
unchanged, and then asked B. R. Ellis, consult- 
ing representative of the association, to tell of 
the increased favorable attitude toward the use 
of cypress. 

At the afternoon session Walter F. Shaw, 
trade extension manager of the National asso- 
ciation, told of the work to extend the use of 
cypress and urged the association members to 
keep Tidewater red cypress “daily in the lives 
of the people.” He also advised the cypress 
manufacturers to grade and trade-mark their 
product. 

A discussion on the use of the car card and 
the request of President Glenn for the experi- 
ence of those using these cards brought out that 
only about half the association members are 
placing car cards in their shipments, but with 
eminent satisfaction. 

The election of officers for the new year re- 
sulted as follows: 

President—G. V. Patterson, Pensacola, Fla. 

First vice president—L. W. Gilbert, Donner, 
La. 

Second vice president—F. L. Dakin, Scran- 
ton, Pa. 

Treasurer—E. G. Swartz, Perry, Fla. 


Secretary-manager—J. R. Black, Jackson- 
ville, Fla. 
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AMERICAN LUMBERMAN 








But Yesterday 


That was long, long, long ago. 
But, I wonder, was it, though? 
In the evening when the rover 
Sits him down to think it over 
He will more than likely say, 
“Why, it seems like yesterday !” 
Counting years, I often wonder 
If we do not often blunder. 


Yes, but yesterday it seems 

When a fellow sits and dreams. 
Yesterday we had our playtime, 

Met a maiden in the Maytime, 

Built our house, and had our friends— 
Ah, how swiftly all that ends! 

Then the wishing and the striving 
And the poverty of thriving. 


Yesterday it seems we played 

By the river, met a maid, 

Loved and wed and built a shanty, 
Did our work and sang our chanty— 
Then we turned to getting gold, 

And grew richer, and grew old, 

And discovered in December 

Spring was all we cared remember. 


To the merchant or the prince 
Nothing much has happened since. 
Years we think ourselves so clever 
Pass away, and pass forever, 

All things futile pass away, 

Youth was only yesterday, 

And we find the sun adorning 
Westward hills with tints of morning. 


We See b’ the Papers 


Girl disappears on eve of her wedding. Well, 
the man just about does. 

A seat in the Supreme Court seems to be as 
hard to get as one in a New York street car. 


So many colleges are endowed with money, 
when they should be endowed with intelligence. 


Sweden is without a ministry. The trouble 
over here is that the ministry is without a con- 
gregation. 

We had always supposed that the non-fuel- 
ing record would be won by some apartment 
house janitor, 


Now they have started a fly-it-yourself com- 
pany in Chicago. You can fly it yourself as far 
as we are concerned. 

Chicago is to have a new yacht dock. When 
they come home late, even if they can say 
chrysanthemum, try “yacht dock”. 

The University of Illinois will graduate 1,800 
in June, and yet they claim there is a decrease 
in the number of the unemployed. 

Advertising by radio increased 41 percent in 
April, 1930, over April, 1929, but few of us 
will be cheered by any such news as that. 


Just as our farm board has been buying 
wheat to boost the price, Germany has bought 
10,000,000 pounds of cheese and placed it in 
storage. 

Well, when it comes to that, personally we 
think we would rather have 10,000,000 bushels 
of wheat on our hands than 10,000,000 pounds 
of cheese. 


. France has an overproduction of wine. Well, 


if the government is going to buy up the wine, 
we have a lot of officials here who would be 
glad to do it. 

The armies of Pres. Chiang Kai-shek and 
Gen. Yen Hai-shan in China are still dead- 
locked. When it comes to pronouncing their 
Names, so are we. 

Now the department stores are selling mat- 
ting for “$1 a square foot”. But there are 
still retail lumber yards that sell maple flooring 
at so much a thousand. 


Mr. Coolidge has had much more to say 
since he left the White House than he had 
when he was in it. But then most men don’t 
have much to say until after they get out of the 
house. 


Between Trains 


MuskEGon, Micu.—Another bug-a-boo that 
has been exploded is the “employers’ associa- 
tion.” We of the working class, or some of 
us, anyway, used to think that it was some 
sort of an institution to grind the face of the 
poor, although we were not just sure how any- 
body went about the job of grinding the face 
of the poor, unless he were a dentist, and then 
he ground the inside rather than the outside. 
However, a lot of people were of the opinion 
that an employers’ association was something 
to see to it that the employee got the worst 
of it. 

Of course its main purpose is to see fhat both 
the employer and the employee get the best of 
it. In a great industrial center such as Mus- 
kegon is it serves chiefly as a clearing house 
for the labor of the town. It is sort of an 
employment agency, except that it doesn’t cost 
the employee anything. In a town like this, 
which makes everything from talking pictures 
to glue, if the glue factory is short of help and 
the talking picture mill is a little slack, the 
man out of a job is told where the job is. The 
man out of work at the talking picture machine 
mill may be just the man the glue factory 
wants, and so everybody is accommodated. In 
other words the employers’ association grinds 
the other man’s ax for him, instead of his face. 

At least so we gathered at the annual meet- 
ing of the Muskegon Employers’ Association, 
which we attended here recently. Of course, 
this had nothing to do with the purpose of this 
particular visit to the old home town. This 
was quite a different occasion. You old-time 
Muskegon lumbermen, now scattered hither and 
yon, will remember the Hackley National Bank 
and the Union National Bank. Well, we live 
in an age of mergers, especially among the 
banks, and these two famous old Muskegon in- 
stitutions have merged into one, the Hackley 
Union National Bank. It was to celebrate the 
event that a dinner of the directors of the two 
banks, and affiliated banks, was held tonight, 
and, as we have never overdrawn our account 
at either, never having been able to achieve 
one, we were invited over, as an old-time home 
town boy to add eclat to the occasion, eclat 
being all we have to add to a bankers’ dinner. 

You will be glad to know that the famous 
lumber name of Hackley has been preserved as 
a part of the name of the bank. The Hackley 
bank has moved across the street into the 
Union skyscraper, but the old lumber day tra- 
ditions will carry on. 


Weed or Tree 


You'll find more blossoms on a weed 
Than on a tree, but when you need 

A roof, a fire, a bit of shade, 

You'll take the tree that God had made 
And find the simple tree the best, 
Better than blossoms and the rest. 


And choosing friends choose wisely then 
The trees and not the weeds of men. 
Some men may wear the brighter flow’rs 
Of idle days and careless hours, 

But simpler men in simpler dress 

It is that hearts of oak possess. 


And so it is in all our ways: 

The blossom’s beauty is today’s, 

But when the storm comes and the gale, 
The petals fall, the blossoms fail. 

Yes, faith or friend or what it be, 
Forget the weed and choose the tree. 
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ye Miow Pine 


The Aristocrat of Structural Woods 


The unusual high qual- 
ity of Wier Long Leaf 
Yellow Pine has been 
_known to lumber buy- 


It’s al- 


ers for years. 
ways a safe buy for 


dealers and builders. 


R.W. WIER 
Lumber Company 


Firestation’,  HOUSTON,TEXAS 


Distributors:— WierLong Leaf LumberQ. 
Mills:- Wrergate,Texas 
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GOLDSBORO 4 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


lp JOHNSON & WIMSATT 








WASHINGTON, D. C. 








Sg EXON TUBER COMPANY eR 





Manufacturers 


Short Leaf Pine and Hardwoods 





Established 1847 


C.B. Richard & Co. 


Foreign Forwarders, 


29 Broadway, NEW YORK Customs Brokers. We 
handle oa < 

co) invokes 

Ocean Freight ind “aiscount arats. 
Commercial Credits 

Brokers for exports & imports 


Special department handling export lumber shipments 
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C1 PACIFIC CoasT 
SITKA SPRUCE 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


(Strong to Edge Grain) ‘ 


Also Spruce Finish S4S 
(13/16 x 1/2” Off in Width) i 
Capacity 150,000 Ft. 


WINCHESTER BAY LUMBER CO. 


REEDSPORT, OREGON 








Dealers Know 


the high quality of our 
Cascade Mountain 


HEMLOCK 


There’s no better — we can fill your 
orders for all standard items in 


Fir, Hemlock, Spruce or Cedar 
Also Lath and Shingles. 


DAILY CAPACITY: 
Lumber 225,000; Shingles 150,000; 
Lath 50,000. 


WHITE RIVER LUMBER CO. 


Enumclaw, Wash. 











DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and i 
dining service. In- d 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 


Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 

















Lumber and Its Uses 


By R. S. KELLOGG 


In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by lum- 
bermen in all branches of the trade. 


American Lumberman 


431 So. Dearborn St. 
Chicago, Iil. 








pose $4.00 

















. 


Hardwood Outlook Improving 


Production Falls Below Sales 


MempPHIs, TENN., June 2.—Production is be- 
low present sales volume, which continues ex- 
ceedingly small for this season. There has been 
vountary curtailment, and curtailment has been 
enforced in some sections by high water. Stocks 
at mills are large, as a result of lack of de- 
mand. 

Sales have also shown some improvement, 
and prices have held up well, volume of trade 
considered. The hardwood flooring plants are 
taking a nice volume of flooring oak, and retail 
yards, planing mills and others interested in 
building are making some highly satisfactory 
purchases. There is also a fairly good demand 
for low grades, from box and crate manu- 
facturers as well as interior trim plants and 
sash and door manufacturers. The poorest buy- 
ers are the automobile plants. Some body 
plants are running full time and taking a good 
volume of hardwoods, but at exceptionally low 
prices, while others are scarcely operating at 
all and are seldom in the market. There is 
but little demand from furniture manufactur- 
ers, as most of them are waiting the results 
of the midsummer shows. Some furniture 
plants, however, are buying while prices are 
low. 

The export market has been rather unusual. 
There has been a good demand and there is a 
nice volume of business on the books of export- 
ers that will probably be shipped within the 
next thirty days. New business is rather scarce, 
because of an upset in the rate situation. Con- 
ference lines are holding to their old rate of 
40 cents ocean freight on heavy hardwoods, 
while many charters are offering space at less. 
Exporters are taking advantage of the lower 
rates and are making prompt shipments, but 
buyers in England fear further reductions are 
holding up orders. 


May Business Good; Prospects Bright 

LoulsvILLE, Ky., June 2.—The outlook for 
June is good. Several houses reported May 
to have been the best month of the year so far. 
Others report inquiries more numerous in the 
last ten days than at any time in the preceding 
month, and there are many quotations out, 
some of which are bringing business. Furni- 
ture trade is better and July exhibitions should 
increase demand for lumber. Radio buying is 
much improved. General industrial demand is 
fair. Automobile business is dull. Planing mill 
business is good and picking up. Railroads are 
buying fair lots. The principal inquiry has 
been for common and better red oak, 2-inch 
hard maple, wormy oak, magnolia common and 
better in 6/4; inch FAS and common sap gum; 
inch quartered sap gum; common and 2-A 
poplar. There has been a little inquiry for 
beech. Cottonwood has been dull. Ash is 
draggy. Walnut has been in better demand. 

Inch stocks at Louisville are quoted: Poplar, 
FAS, southern, $78@8s0; Appalachian, $88@90 ; 
saps and selects, southern, $55; Appalachian, 
$60; No. 1 common, southern, $42@44; Appa- 
lachian, $46@48; 2A, southern, $32@34; 
Appalachian, $36@38; No. 2-B, $25. Walnut, 
FAS, $240; selects, $155; No. 1 common, $90; 
No. 2 common, $38. Plain sap gum, FAS, 
$48@50; No. 1, $36@38. Quartered sap gum, 
FAS, $60; common, $43@45. Red gum, plain, 
FAS, $90; No. 1, $48; and quartered is $2 
higher. Ash, FAS, $70@75; No. 1, $45@48. 
Cottonwood, FAS, $48; No. 1, $32@33. South- 
ern red oak, FAS, $63@65; No. 1, $45@46. 
Southern white oak, plain, FAS, $80@85; No. 
1, $48@50. Appalachian red oak, plain, FAS, 
$74; No. 1, $48@50. Appalachian plain white 
oak, FAS, $90; No. 1, $55. White oak, quar- 
tered, FAS, $125@130; common, $75@80. 
Sound wormy oak, $33. 


Announcement was made in the West Vir. 
ginia and eastern Kentucky divisions of the 
Chesapeake & Ohio railroad last week that 
equipment was in such exceptionally good order 
that all shopmen would be laid off for a period 
of one week. 

James M.. Power, Frey Planing Mills Co., re. 
cently reported a number of excellent cop. 
tracts on which the company is supplying mill- 
work. 

Joe H. Sweets, lumber buyer for the two 
big plants of the Mengel Body Co. division of 
the Mengel Co., in Louisville, has been ill at 
his home here for about ten days. 


Flooring Is in Good Demand 


Erxins, W. VA., June 2.—The West Virginia 
hardwood market is about as lifeless as it has 
been at any time this year. All hardwoods have 
been inactive, and there is therefore-a general 
tendency to slow down production. Some mills 
may cease production for the time being owing 
to an accumulation in stocks, in the hope that 
curtailment may equalize supply and demand, 
Prices have not been materially affected, be- 
cause they were already low. Some kinds of 
flooring are in better demand than they have 
been for some time, and mills could really ship 
more if they had the stocks available. 


News of the Buffalo Trade 


Burrato, N. Y., June 3.—Retail lumbermen 
report that trade is not as active as it often 
is at this season. 

The baseball team of Zoladz Bros., made up 
of employees of the retail yards of Walter 
Zoladz and Joseph Zoladz, has won four 
straight games in the municipal league, and 
bids fair to repeat its performance of last year, 
when it won the championship. 

Orson E. Yeager has been named as chair- 
man of the annual orphans’ outing to be given 
by the Buffalo Automobile Club on June 11. 
C. Walter Betts has been chairman of this out- 
ing for about a dozen years, but on account of 
ill health will not take the position this year. 
Mr. Betts is improving, however, and visits 
the Betts Lumber Co. office daily. 

Harry L. Abbott, former vice president of 
the Atlantic Lumber Co., returned to the city 
last week after a stay in California. 

L. J. Campbell, representative at New York 
for the Mount Emily Lumber Co., La Grande, 
Ore., was a visitor here last week. 

Members of the Buffalo Lumbermen’s Golf 
Club are turning out in good numbers for its 
weekly games. The playing this week is at 
the Transit Valley club. 





Business Is Picking Up 

CINCINNATI, OxI0, June 2.—Reports from 
salesmen of wholesale lumber firms in the Cin- 
cinnati district indicate that there is develop- 
ing a better feeling among the trade. Hard- 
wood buyers especially are now showing indi- 
cations of coming back into the market. In 
several instances small orders have been 
booked and there are promises of larger orders 
in the next fortnight. There has been improve- 
ment in the sash and door business in a num- 
ber of sections. So the opinion prevails here 
that the turning point in the hardwood trade 
has been reached, and that late June and July 
may develop a good run of orders from floor- 
ing, interior trim, furniture, body and auto- 
mobile factories. Orders from casket plants 
are being received for cypress and chestnut, 
and some lots of low grade gum are being 
taken for boxing and shipping cases also for 
core stock. So the hardwood outlook is im- 
proving all along the line, with the possible 
exception of the export trade, where inquiries 


For Current Market Prices on Hardwoods See Pages 72 to 73 
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are slow to develop into orders, because of 
divergence in views as to prices. 

Wholesalers say that demand for common 
southern pine lumber for building and public 
work is on the increase, while there is in- 
quiry for cypress finish, factory stock, pecky 
cypress for greenhouses and material for coffin 
factories and interior trim plants. Better in- 
quiry for Pacific coast woods also is noted. 

Harry W. Fagin, proprietor of the Fagin 
Lumber Co., has entered into a contract for 
the sale of his yard to the Cincinnati Union 
Terminal Co. at a price to be agreed upon. 
Possession of the property will not be given 
until next October, it is understood. Negoti- 
ations are under way between the Terminal 
company and R, E. Thompson, president of 
the Thompson Hardwood Lumber Co., for the 
purchase of the property. It is understood that 
the Thompson yard will not have to be moved 
until next December. 


Some Users More Interested 

Boston, Mass., June 3.—The market here 
for hardwoods has been quiet the last week. 
Buyers are hard to interest, and their orders 
are seldom for more than moderate lots. Sellers 
who can ship wanted assortments promptly are 
not doing so very badly, however. Several 
wholesalers speak of indications of a slight im- 
provement in the demand from radio cabinet 
makers. The house trim manufacturers also 
are a little more easily interested in hardwoods 
than they were a short time ago. Most re- 
tailers have enough flooring on hand for im- 
mediate and very early requirements, and trade 
is now quite slow. Plain white oak flooring is 
quoted: First grade, $85@85.50; second grade, 
$71@71.50; third grade, $49@49.50. These 
prices are being shaded by some sellers $2@4. 
Maple and birch flooring are dull, and the gen- 
eral range of quotations is unchanged. 





Activities in Alabama 


BirMINGHAM, ALA., June 2.— According to 
reports from the Louisville headquarters, the 
mills at Zama, Miss., Guin and Fayette, Ala., of 
W. P. Brown & Sons Lumber Co., have been 
closed and will not reopen until there is a con- 
siderable improvement in conditions. 

The Keeton-Massey Lumber & Manufacturing 
Co., Jasper, Ala., has advised the trade that it 
has closed its manufacturing department and 
laid off 45 men, including the sales manager. 

Howard Lumber Co., Tuscumbia, Ala., has 
purchased new machinery for its plant and will 
handle millwork. 

C. N. Robertson, Edens, Ala., has completed 
a building and installed machinery for a planing 
mill, cabinet and trim shop. 

O. J. Stocks, Gadsden, Ala., one of the oldest 
dealers in that section, is retiring from the 
lumber business, to devote his time to builders’ 
hardware, painters’ supplies and real estate. 

The Fairfield Lumber Co., Fairfield, Ala., has 
sent an offer to its creditors to settle outstand- 
ing indebtedness on the basis of a cash payment 
of 20 percent and 10 percent each month there- 


after to Dec. 1, and then arrange for liquida- 
tion of the remainder of the outstanding ac- 
counts. 


To Operate at 60 Percent Capacity 


[Special telegram to AMERICAN LUMBERMAN] 

Tacoma, WASH., June 3.—A survey made at 
the West Coast lumber industry conference 
here today, covering 80 percent of production, 
indicates that most mills will operate at 60 per- 
cent capacity or less for the remainder of the 
year. Many operators believe the effect of bal- 
ancing production with current demand will 
cause individual mills to establish firm price 
policies. Col. Greeley feels that stable prices 
will stimulate buying by retail lumbermen who 
need lumber but have held off buying because 
of fluctuating values. 








anne 


Examination for Timber Experts 


Wasuincton, D. C., June 2.—United States 
Civil Service Commission announces that open 
competitive examinations will be held for timber 
expert and assistant timber expert, to fill 
vacancies in the Forest Service for duty in the 
Pacific Northwest region and in positions re- 
quiring similar qualifications. Entrance salaries 
range from $3,200 to $3,700 a year fot timber 
expert and from $2,600 to $3,100 for assistant 
timber expert. Higher salaried positions are 
filled through promotion. Competitors will not 
be required to report for examination at any 
place but will be rated on their education, train- 
ing, experience and fitness. Applications must 
be on file with the Civil Service Commission at 
Washington not later than Tuly 9, 1930. 





Western Pine Summary 


[Special telegram to American LumperMan] 
PorTLAND, ORE., June 4.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended May 31: 
Total number of mills reporting, 88: 


Actual production for week...... 51,060,000 
ce ROE eee 35,919,000 
GCRGEGTH FOOCITOR cig occ vcdacccviecs 36,933,000 
Report for 64 mills: 

Operating capacity .............. 72,787,000 
Average for 3 previous years.... 49,148,000 
Actual production for week....... 47,218,000 


Report for 85 mills: 
Average production ............. 50,949,000 
Ree 134,914,000 
santa avates ah 1,261,438,000 
Identical mills reporting, 64: 
Production— 
Operating capacity ............ 72,787,000 
Average for 3 previous years... 49,148,000 
Week ended Week ended 
May 31,1930 June1, 1929 


Actual for week......47,218,000 51,716,000 
Shipments .............32,970,000 46,300,000 
Orders received ....... 34,426,000 46,351,000 
Identical mills reporting, 36: 

Production— 
Average for 3 previous years.... 37,846,000 


Week ended Week ended 
May 24,1930 June 1, 1929 
Unfilled orders....... 105,066,000 129,948,000 
Gross stocks on hand.1,013,096,000 823,062,000 





Orders Make 91 Percent of Cut 


[Special telegram to AMERICAN LuMBERMAN] 
_Wasuinoton, D. C., June 5.—Five hundred and ninety-eight softwood mills of eight associa- 
tions for the week ended May 31 reported to the National Lumber Manufacturers’ Association 
production aggregating 298,599,000 feet, shipments, 290,100,000 feet, and orders, 270,912,000 feet. 
The week’s figures for production, shipments and orders follow: 


Softwoods— 


Southern Pine Association.................+6- 
West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association...... 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association..... 
Northern Hemlock & Hardwood Mfrs.’ Assn... 
North Carolina Pine Association.............. 
California Redwood Association.............. 


ee IS og 6.3 cass Sa sbane te + ssce dhe 


Hardwoods— 


Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Tetnin. MAROWOOERS 6 ox: Cleese er vs pee? 











No. of 
Mills Production Shipments Orders 
a 132 53,480,000 57,225,000 49,476,000 
aS 215 151,102,000 159,296,000 152,494,000 
a 88 51,060,000 35,919,000 36,933,000 
a 17 20,827,000 15,219,000 15,279,000 
ey 7 5,711,000 6,005,000 3,985,000 
os 18 1,844,000 1,399,000 859,000 
o 107 8,961,000 8,112,000 6,708,000 
a 14 5,614,000 6,925,000 5,178,000 
fe 598 298,599,000 290,100,000 270,912,000 
sat 258 32,926,000 29,197,000 28,015,000 
ieee 18 3,239,000 2,150,000 1,249,000 
ines 276 36,165,000 31,347,000 29,264,000 
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Jiffy Service” for 
Eastern Buyers 


Our new plant is specially equipped 
to manufacture Old Growth Yellow Fir 
finish, mouldings and other items in Fir 
Uppers. In addition to modern ma- 
chines, we also have a battery of the 

‘latest improved type of Moore Dry 
Kilns which dry our lumber to a 
definite, uniform moisture content. 


Eastern dealers will appreciate our 
“jiffy service” on straight or mixed cars 
over all transcontinental railroads. In 
addition to Fir items, you can 


Include Plywood 
In Mixed Cars. 







WASHINGTON 


VENEER 
COMPANY 
Olympia Washington 


The Polleys 
Lumber Co. 


Manufacturers of 
> Pondosa 
Pine 


Dry Selects 


General Offices and Mills: 
Missoula, Mont. 





Shi ts via N. P. 
and Milwaukee Rys. 








Factory Lumber 
Both FIR and SPRUCE 


also Fir Battens, Lattice or Mould- 
ings in straight cars or mixed with 
other items of yard stock. 


John D. Collins Lumber Co. 
White Bidg., SEATTLE, WASH. 














Vest Pocket Ready Reckoner ‘pocket mana 


including a lumber calculator for standard log rules, 
estimated weights of lumber and miscellaneous coaiiaubes 
tabulations. 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 Se. Dearborn St., Chicago 
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These two are hard 
to mix 











FE IR and Cedar items, com- 
bined, form a hard mixture 
for the majority of mills to 
furnish. Yet we can fill your 
most complicated orders and 
mixtures of these two species. 












The group of mills from 
whom we ship are selected for 
their ability to furnish all 
orders as specified and when 
promised. 


Write for our regu- 
lar price list. It 
will interest you. 


(] 
ESTABLISHED N 
92 


UMBER CO 


Board of Trade Bldg., PORTLAND, OREGON 








Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 


Keller and Boyd 
Owner: and 


Operz.tors 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











WARREN AXE & TOOL CO. 


WARREN, PA. 


Panama Pacts GRAND PRIZE 
—_—_—_——— ee eee 


rnational Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. D fac 
AXES-LOGGING TOOLS f3o 230 oc ity asco anced Tools 

















News No 


Tacoma, Wash. 


May 31.—The Tacoma Lumbermen’s Club 
did not hold its regular meeting this week, 
the usual meeting date falling on Memorial 
Day. 

Many of the local mills shut down May 30 
and will not reopen until Monday, their em- 
ployees having a 3-day vacation. 

A voluntary petition in bankruptcy was 
filed in the Federal court here this week by 
Clarence, Arthur E., Waldemar O. and Lloyd 
B. Lundquist, who operate a logging com- 
pany at Gig Harbor. Liabilities are listed 
at $17,278, with no assets. 

An advance of $1 a thousand feet on the 
lumber rate from Tacoma to Argentine ports 
was announced this week by local steamship 
operators. The new rate, which goes into 
effect Aug. 1, is $15 to Buenos Aires. Rates 
to Brazil are not affected. 

Lumber exports from Tacoma to Japan 
have been showing a marked increase during 
the last few weeks, and recent heavy book- 
ings indicate a resumption of Japanese buy- 
ing on a large scale. 


Seattle, Wash. 


May 31.—In spite of widespread curtail- 
ment, lumber buying continues slow, while 
mill inventories are high. The seasonal 
Hawaiian trade has been very good, but is 
tapering off. Some business from Mexico is 
reported by one large firm. Wholesalers re- 
ported a quiet week. California is reported 
to be buying a little more lumber. Shingle 
prices are expected to strengthen somewhat in 
a week or two. A concern which specializes 
in poles and piling reports that most business 
consists of replacements. Public utilities are 
declared to be in good financial shape, and are 
buying in fair volume. Export demand for 
piling has dropped considerably. Japan and 
China are the principal foreign markets for 
piling. 

There appears to be plenty of logs available. 
List prices are the same. Cedar continues to 
go at various low prices. Commercial log 
camps are not expected to open again until 
some time in September, depending largely on 
fire conditions. Camps which supply their own 
mills in all probability will be down by the 
end of June. 


Minneapolis, Minn. 


June 4.—Improvement in country road con- 
ditions has resulted in better business in the 
northern white cedar and millwork lines. 
Northern pine also has benefited, although 
perhaps not in the same degree. Considerable 
small residence building has begun in the 
Twin Cities, and the millwork men, who have 
done only a nominal business up to the pres- 
ent, are expressing satisfaction at the turn 
the situation has taken. Orders also are be- 
ing received in increasing quantities from the 
rural sections. Modernizing work is being 
projected both in the country and in the Twin 
Cities, and is proving a boon to the trade. 

Ability to supply mixed lots on short notice 
is helping northern pine mills to compete with 
those farther west, and holding prices firm 
despite western competition. Most of the 
northern pine orders during the last two 
months have been of a rush nature and for 
small quantities. Dimension material still is 
in short supply at most mills, as are Nos. 1, 
2, 3 and 4 boards, Nos. 1, 2 and 3 shop, and 
No. 2 common and better. In surplus at some 
mills are 4- and 6-inch No. 3 boards, %x6-inch 
D and E siding, 5/4 No. 4 common, 4/4 shop 
common, and 4-inch No. 3 Norway. 

An increased number of small cedar posts 
are being moved. Country dealers apparently 
have been calling the attention of their cus- 
tomers to the low prices prevailing on 3-inch 
tops. Small sizes are in surplus. The demand 
for 5- and 6-inch posts continues good. Some 
newly seasoned stock is being shipped now, 
but shippers are finding difficulty even yet in 
supplying the demands of road contractors 
and highway commissioners, particularly to 


——— 


the east and southeast of Minnesota. Poles 
particularly the 20- and 25-foot, are in demand 
for rural telephone and power lines. Prices 
are firm on all items except the 38-inch posjs 
which are weak. ; 

Five hundred one representative yards jn 
the ninth Federal Reserve district sold 10,309. 
000 board feet of lumber in April, 1930, as 
compared with 11,076,000 feet in April, 1929, 
and 6,657,000 feet in March, 1930. Stocks at 
the end of April, 1930, totaled 93,483,000 board 
feet in 476 yards, as compared with 93,434,009 
feet in the same yards at the end of last 
March, and 89,615,000 feet at the end of April, 
1929. Total sales of 501 yards during April, 
1930, totaled $1,588,000; in March, 1930, $1,215,. 
400, and in April, 1929, $1,693,500. 

The Foote Lumber & Coal Co. has purchased 
the entire stock of the Hennepin Lumber (Co,, 
H. M. McNeil, president Foote company, an- 
nounced last Saturday. The yards of the 
Hennepin company are being continued by the 
new owners. The Hennepin Lumber Co. had 
been operated in Minneapolis for twenty-seven 
years. The purchase gives the Foote company, 
a subsidiary of the Red River Lumber Co, 
three yards in the Twin Cities. 

J. O. MacKie has become associated with 
the sales promotion department of the Weyer- 
haeuser Sales Co. He formerly represented 
the Isaac Stephenson Co. Trustees in the Twin 
City market. 


Portland, Ore. 


May 31.—There is not going to be a large 
surplus of saw logs accumulated in the 
Columbia River district this summer, irre- 
spective of what the demand may be. Camps 
are already closing down, to remain idle in- 
definitely. Usually the loggers go full blast 
until the first of July. Production curtail- 
ment is finding new advocates as time goes 
on, and one mill here that has been cutting 
400,000 feet a day will shut down in a few 
days, with the understanding that the saws 
will not make another turn till demand and 
prices get back to something like an inviting 
level. With logging curtailed, hemlock logs 
are already becoming scarce, for only a small 
percentage of the total output is hemlock, 
and buyers of hemlock lumber probably will 
be the first to encounter difficulty in placing 
orders. Red cedar logs are abundant. 

Demand for spruce lumber is light and 
manufacturers are holding down production 
and marking time. 

May shipments of lumber reached a total 
of 35,000,000 feet, several million feet more 
than during April. Relatively little new 
business has been placed or reported during 
the last two weeks. 


Norfolk, Va. 


June 2.—North Carolina pine demand dur- 
ing May has been smaller than during pre- 
vious months this year. Large mills now 
have the price situation well in hand, for 
they are the ones carrying surplus stocks. 
As fast as the small mills have sold their 
lumber they have shut down and perhaps 
more have closed during the last two weeks 
than during the month previous. Unless 
prices improve to a great extent very shortly, 
more mills will be forced to suspend. 

There has been a better demand for No. 2 and 
better 4/4. Not much of this has been noticed 
in edge lumber, and there is quite a bit of band 
sawn edge available, but good circular sawn 
stock is not so plentiful. Sales of No. 2 and 
better 4/4 stock widths have been larger. 
Several large export sales of 3-, 4- and 6-inch 
widths have been made at very good prices. 
No. 2 and better, 5/4 and thicker stock 
widths have been selling better and are 
bringing good prices, because there is not 
much stock offered. The rest of the good 
rough lumber list has been very quiet. The 
New England market has been taking some 
stock, but credit conditions are restricting 
trading. 

A few small cargoes of box lumber have 
been sold in Baltimore and New York dur- 
ing the week, but competition is keen. Edge 
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4/4 No. 2 box is dull. No. 1 4/4 stock box 
has been moving a little better, in both kiln 
dried and air dried, the yards taking most 
of this but at very low prices. No. 2 4/4 
stock box has shown some life but is far 
from active. Edge box, 5/4 and 6/4, is still 
dull, but inquiries for stock widths, dressed 
and resawn, have picked up. Box bark 
strips, 4/4, continue to move very slowly. 
There is still a good demand for low grade 
cypress, rough and dressed. 

Planing mills have been finding business a 
little better. Prices are holding steady, 
though rough lumber is weak. Kiln dried 
and air dried roofers have about hit bottom. 
Many more air drying mills have recently 
closed down. Large buyers of jj-inch roofers 
are making very low offers. 


Macon, Ga. 


June 2.—Some sales of roofers are being 
made at probably the lowest prices in the 
history of the industry, but in most instances 
the manufacturers take the position that 
they would rather stay shut down than at- 
tempt to operate at a loss. There is some 
local demand, but only a car here and there 
is being moved out of the State. 

Longleaf manufacturers in southern 
Georgia had a fairly good month in May, 
and June is opening with a good list of in- 
quiries and some orders. Demand, however, 
is not sufficient to keep the mills operating 
to capacity. Railroads report a_e steady 
movement to the East. The railroads are 
buying considerable longleaf for their own 
use. 

May was considered one of the most un- 
satisfactory months for the hardwood lum- 
ber industry in more than twenty years. 
Many plants have shut down completely for 
an indefinite period. There is not much 
domestic business. The trade looks for an 
early pick-up in orders from furniture fac- 
tories of North Carolina, and from the auto- 
mobile body people. Export business has 
continued good. 


Warren, Ark. 


June 2.—Although there continues to be a 
wide spread in quotations on Arkansas soft 
pine common and upper grade stock, the 
mills are inclined to peg their prices at a 
given level and decline any orders offered at 
less. Most mills are refusing a fair amount 
of business, or sending orders back for price 
revision, so the market has a firmer tone. 
Common boards are now being bought at a 
better price than prevailed two weeks ago, 
the mill average running around $17.50 to 
$18 on 6-inch, with 8- and 10-inch No. 2 
boards and shiplap bringing from $18.50 to 
$19, and a few sales reported at 50 cents to 
$1 higher in mixed car orders. Prices on 
3- and 4-inch B&better flat and edge grain 
flooring are holding steady as stocks of these 
items are limited, and 38-inch B&better edge 
grain is oversold at several mills. Prices 
received on this item vary from $61 to $65, 
mill, with 4-inch bringing $1 to $2 less. New 
stock sheets show good assortments as a 
whole. A few items of long dimension are 
Scarce, along with 10-, 12- and 20-foot, 1x12- 
inch and 5/4x12-inch Bé&better finish and 
12-inch No. 1 boards. Several inquiries are 
out for car material, and a few sales of 
4-inch, 9- and 10-foot B&better siding were 
reported at $39, mill, for 10-foot, and $43 for 
9-foot. No. 1 6-inch car lining is scarce and 
hard to buy. 

Small mill operators are curtailing pro- 
duction as they have difficulty in moving 
manufactured stock and prices are too low. 
Small operators that do not dry and dress 
their own stock are finding large mills un- 
willing to take their output for the time 
being, or that prices have been so reduced 
that sellers can not break even. Several mills 
have already closed down, and more will 
be inactive by June 15. Some have reduced 
buying prices on logs to help lower costs, 





but present log prices will not tempt timber 
owners to sell. 

The Caddo River Lumber Co., operating 
mills at Rosboro and Glenwood, Ark., is 
laying out a new mill site in Scott County, 
twenty-three miles from Waldron. Actual 
construction is getting under way, but will 
not be rushed until the Arkansas Western 
Railway completes a 23-mile extension from 
Waldron. It will be around the first of the 
year before this mill is ready for operation. 
It will utilize a fine body of virgin Arkansas 
soft pine timber and insure the Caddo com- 
pany a run of fifteen years or more. The 
company is also operating in Ouchita na- 
tional forest under a contract with the Gov- 
ernment; it is estimated that it will cut 
18,000,000 feet or more under this contract. 

A. W. Bird, general sales manager Crossett 
Lumber Co., is attending the commencement 
exercises of Hendrix College at Conway, 
Ark., this week, where his son graduates 
with honors. 


Bogalusa, La. 


June 2.—The forestry department of the 
Louisiana State University will offer a special 
course in forestry this summer, starting June 
11 and continuing for three weeks, to meet 
the requirements of many who desire a gen- 
eral knowledge of forestry. Methods of han- 
dling woodlands, reforestation, forest protec- 
tion and timber estimating will be taught. 
The school is located near Bogalusa on a 
1,000-acre tract of land donated-for that pur- 
pose by the Great Southern Lumber Co. The 
school will be in charge of Prof. G. D. Mark- 
worth. Further information about this course 
can be obtained by addressing an inquiry to 
Prof. G. D. Markworth, forestry department, 
Louisiana State University, Baton Rouge, La. 

Work is to start within ten days on the 
$35,000 building to be erected here for the 
Bogalusa Coca-Cola Bottling Co. 

Dr. Frederick Jahn, managing director of 
the Swedish Paper & Pulp Association, was 
the guest of R. H. Laftman, general manager 
of the Bogalusa Paper Co., for a few days. 
Revisiting a reforestation tract which he had 
visited four years ago, he expressed amaze- 
ment at the rapid growth of the young trees. 

A. C. Long, jr., sales manager of the Great 
Southern Lumber Co., has been removed to 
the Elizabeth Sullivan Memorial Hospital for 
close observation, after a week’s illness at his 
home. 

Findlay McRae, vice president of the Mer- 
chants Bank at Mobile, Ala., inspected the 
operations of the Great Southern Lumber Co. 
recently. He was the guest of General Man- 
ager D. T. Cushing. Mr. McRae was amazed 
at the gigantic operations. 


Boston, Mass. 


June 3.—Improvement in the local lumber 
market is very slow. Some New England re- 
tail yards report they are doing a fair busi- 
ness, but most dealers have experienced a very 
quiet spring. Current trade in Douglas fir 
and hemlock from the Pacific coast is quiet 
and prices are somewhat unsettled and rather 
easier. Fir boards are weak, and No. 1 com- 
mon are being offered to retailers at $22 c. i. f. 
Even this price is reported to have been cut. 
Idaho white pine prices are definitely lower. 
The market here for Pondosa pine is very 
weak. Interest of New England buyers in 
North Carolina pine does not increase, and 
narrow edge is being offered at $47.50 without 
much business resulting. A few small orders 
are being taken for cypress. 

Six cargoes of lumber arrived here from 
Nova Scotia and New Brunswick last week, 
comprising about 2,000,000 feet of spruce, 700 
bundles of spruce lath and 1,430 bundles of 
hardwood squares. 

The Hall Grain Co., of Belfast, Me., is giv- 
ing up its grain and flour business, and is 
changing its name to Hall Lumber Co. V. L. 
Hall is manager. 

The Dow Lumber Co., of Salem, Mass., made 
an assignment for the benefit of its creditors 
last week. The common law assignees are 
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OUR SPECIALTIES 


5/4%x4 Vertical Grain Porch Flooring 
Vertical or Mixed Grain Finish 
Vertical Grain Stepping 


MOULDINGS — Factory Stock 
All made from the finest of 


Old Growth Douglas Fir 
of soft texture, dried in strictly modern dry kilns. 


ROYALS, PERFECTIONS, XXXXX Red CedarShingles 
Mills: Raymond, Washington 


WILLAPA LUMBER CO. 


Sales Office: Failing Bldg., PORTLAND, ORE. 














SALES AGENTS: 
Griswold-Grier Lumber Co. 
Evergreen Lumber Co. 





Service-Quality 


Douglas Fir - Joists 
Long Dimension - Timbers 
Bridge Ties - Planks 


WRITE US. 


TheGriswold Lumber Co. 


Failing Bldg, PORTLAND, ORE. 




















Pacific 
Hemlock 





Douglas Fir 
Exploitation 
& Export Co. 





EXPORT SHIPPERS— 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















HEAD OFFICE: 


1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF, 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 


Cc. I. F. OFFERS 
on Request 
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CI CALIFORNIA Coo 








Sugar Pine 
California White Pine 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 


Trade 
Name 


























Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 


Soft California 
White Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 











Feather River Lumber Co. 














Every House Bill You Sell 














Insures 
Materials and Construction 


This is one way to win the confidence of 
your customers and guarantee them full 
value for their money. Dealers in all parts 
of the country are giving this Protection 
Policy to every customer. It'll pay you 
well to doit in thefuture. Investigate now! Y 


OZ ZOVAGON rH>z 
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AMERICAN LUMBERMAN, 


431 South Dearborn St., CHICAGO, ILL. 
Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 


to remit 50c to cover cost of this sample or 
return same to you. 
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Herbert A. Cahoon, of Marblehead, and George 
W. Howe, of Lynn, Mass. The assets are 
stated by Mr. Howe to be approximately 
$50,000 and the liabilities about $78,000. 


Shreveport, La. 


June 2.—Heavy rains have caused small 
rivers to overflow a great deal of farm land 
back of the levees on the Red River, the big 
tributary of the Mississippi. The Red River 
is high, though not at serious flood stage 
except in a few places, and can not take off 
the overflow. A good many of the small 
mills in northeastern Texas and northern 
Louisiana and also further down the latter 
State have been temporarily handicapped in 
making shipments. In the last few days the 
local floods have subsided, and the Red River 
has also dropped several feet, so that the 
situation of the mills is rapidly becoming 
normal again, except near Alexandria, where 
the water is very high and causing damage 
to lowlands. 

Demand for southern pine continues rather 
quiet, though some of the dealers report a 
slight increase in volume. Prices remain at 
low levels. The mills will have to get bet- 
ter prices or a number of them will be unable 
to continue to operate. Some mills have sus- 
pended payrolls, rather than shut down, and 
are simply supplying out of the commissaries 
such employes as choose to stay and work. 

Hardwoods continue in very slow demand; 
and prices remain unchanged. 


Laurel, Miss. 


June 2.—Reports from the pine mills in 
this section show that shipments last month 
exceeded production. While prices remained 
practically unchanged, it is thought that, if 
the mills continue to ship their cut for the 
next month or so, prices will advance some- 
what. Upper grades and special cutting con- 
tinue strong, and low grades are moving a 
little better. Only a few export orders were 
placed last week. 

The hardwood market has strengthened, 
though there have been no price advances. 
The mills in this section report that during 
May they shipped as much lumber as they 
produced. 

D. K. Van Raalte, president Charles B. 
Limbert Furniture Co., Holland, Mich., has 
been inspecting possible sites for the first 
unit of a furniture factory to be built here 
at once. It will be 1,000 by 100 feet, with 
a dry kiln and storage space additional. 
When asked why he selected Laurel, Mr. Van 
Raalte said the availability of raw material, 
added to a fine type of labor here, made an 
appeal to him, and that the fact that Laurel 
has a veneer plant was an inducement. 


New York, N. Y. 


June 3.—There has been a seasonal im- 
provement in lumber market during the last 
week, attributed to better weather and in- 
crease in building operations. With the 
somewhat awakened interest, there has been 
a rush to land business, and salesmen are 
busy in all parts of the district. On all sides 
one hears the same story of severe competi- 
tion. 

The last meeting of the season of the Com- 
fort Club, of the Comfort Coal & Lumber Co., 
headquarters in Hackensack, N. J., was held 
recently. Officers for the coming year were 
elected as follows: C. Howard Blackley, 
president; C. Howard Christie, vice president; 
Elmer H. Huber, secretary and treasurer. 
Directors: August Schmidt, George Leitner, 
Robert Navara, Robert Faist, LeRoy Van 
Name, Albert T. Seaman, S. Peter Carlson 
and S. J. Murphy. 

Andrew H. Dykes, president Dykes Lumber 
Co., was host recently at a luncheon to the 
West Side Group, after which the party in- 
spected the Dykes’ warehouse in Harlem and 
the several yards of the company. The 
luncheon was held at the Republican Club 
and was marked by an address by Joseph 
Murphy, still president of the group, though 
he has retired from active business. Mr. 
Murphy presented Mr. Dykes with a gift 
from his friends. 

Elmer E. Dey, jr., formerly local manager 
of the Duquesne Lumber Co., which now 
carries on its New York business from the 
Pittsburgh office, is shortly to enter the 


ee 


wholesale lumber business on his own ae. 


count. 
plans. 

The Brooklyn Union Lumber Co. hag 
opened its new yard at 264-270 Heywoog 
Street, Brooklyn. The company has a 
2-story brick building. 

The McGoldrick Lumber Co., Spokane, ang 
the Dalkena Lumber Co., Dalkena, Wash. 
have opened a joint sales office here in the 
Grand Central Terminal. Paul R. Dever jg 
in charge. 


Find Cedar Log of Glacial Age 


SEATTLE, WaSH., May 31.— A _ remarkably 
sound western red cedar log which had been 
buried for between 35,000 and 50,000 years has 
been uncovered 98 feet underground by work- 
men excavating a hill in this city. 

Scientists at the University of Washington 
stated that the log undoubtedly was washed 
down from the mountain slopes during the 
glacial age. The tree from which the log came 
probably was between 300 and 400 years old 
before it was uprooted, according to Prof. Bror 
L, Grondal, of the University of Washington 
school of forestry. The irregular spacing of the 
rings indicated that there were cycles of dry 
and rainy years many thousands of years ago 
just as are recorded in the present era. 

The log had been pressed to an elliptical 
shape by the tremendous weight of the ancient 
glacier, but the characteristics of the present 
day cedar trees were easily traced in the rings 
and texture of the prehistoric log. A section of 
the log was sawn off and taken to the school of 


Mr. Dey has not yet completed his 














cedar log found 98 feet 


Section of western é 
underground in Seattle, Wash., after having laid 
buried for 35,000 to 50,000 years 


forestry laboratory at the university, where it 
will be further studied. 

While cedar logs have been found sound 
after lying buried in swamps for centuries, the 
record of this glacial age log almost eclipses all 
other known records of this wood’s durability. 

The excavating work was being done in con- 
nection with cutting down a hill in the busi- 
ness section of Seattle so that the area would 
be more suitable for commercial buildings. 


Devises Mechanical Shake Splitter 


BELLINGHAM, WasH., May 31.— The old 
fashioned cedar shake again having become 
quite popular and the demand for these shakes 
having increased to where mechanical means 
for producing them seemed necessary, C. A. 
Johnson, of this city, set about the task of de- 
vising a mechanical shake splitter. He began 
a year and one-half ago to develop a machine 
of this kind and recently has completed a de- 
vice for splitting shakes mechanically and has 
had it patented. Experiments have demon- 
strated that the machine can turn out at least 
10,000 shakes a day, equaling the work of ten 
men splitting them by hand with froes. Power 
for the machine is supplied by a small engine 
and one man operates it. Two years ago loca 
lumber dealers had no orders for cedar shakes, 
but now there is a big demand, these being used 
not only for summer homes but for the more ex- 
pensive residences as well. 





June 








930 


ac- 
his 
has 
ood 


and 
iSh., 
the 
r is 


fe 


ably 
een 
has 
ork- 


tton 
shed 

the 
ame 
old 
sror 
‘ton 
the 
dry 
ago 


ical 


er 


old 
me 
Kes 
ins 


dle- 
ran 
ine 


nas 
mn- 
ast 
ten 
yer 
ine 
cal 
es, 
ed 


a 


June 7, 1930 


AMERICAN LUMBERMAN 





—— 


























a 
‘) RuGGéED 














a 
DEPENDABLE 





* «teen 














5,084 TRUCK USERS give 
you this QUICK PICTURE 


of their Hauling 
Costs, Methods 
and Experiences 
with 46,017 Trucks! 








This book boils down the experiences 
of 5,584 owners—operating a total of 
46,017 trucks of varying makes. The 
book is compiled from the returns 
on a recent, nation-wide question- 
naire sent out by this company. 


There is a separate section cover- 
ing your industry—from which you can make interesting 
comparisons with your own costs and experiences. 

Men in your own vocation give you for instance, their 
operation-maintenance-and-depreciation-costs per mile 
... their average mileage and number of stops daily for 
their trucks of varying capacities . . . the number of hired 
trucks they use... their methods of paying drivers—by 
bonus or commission or straight salary ... and a lot of 
other information which you’ll find of real interest. 


There’s no cost or obligation. Simply write for your free 
copy of Booklet 218 





/ 





3-TON RANGE 


‘2195 


Model T-44C . . . Straight Rating 15,000 
lbs., total gross weight, including load 
. . . 4 chassis and 12 types . . . price, greater area with fast, 
chassis only, f. o. b. Pontiac, Michigan. 


Loumser and building- 
supply dealers find that 
they can make profitable 
deliveries over a far 


modern haulage units 


like the General Motors Truck Model T-44. 


The great 6-cylinder engine—delivering plenty 
of smooth power and speed—is the key to this abil- 
ity to handle more tonnage daily . . . frequently 
twice as much as less modern but costlier vehicles. 


Throughout construction this model has got 
the hard, tough strength a supply truck must 
have to stand up under punishment. 


Unusual resources—in engineering, volume 
manufacturing and purchasing—went into the 
making of this great value. 


It’s a value that’s certainly worth seeing and 
investigating—today! 


GENERAL Morors TRUCKS 


TIME PAYMENTS, on any General Motors Truck, are financed at lowest rates 
available anywhere, through our own Yellow Manufacturing Acceptance Corp. 
GENERAL Motors TRUCK Co., Pontiac, Michigan (Subsidiary of Yellow Truck 
& Coach Mfg. Company) GENERAL MOTORS TRUCKS... YELLOW CABS... COACHES. 





Factory Branches, Distributors, Dealers — in 1500 principal cities and towns. 


A MODERN TRUCK FOR EVERY PURSE AND PURPOSE 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 


CHICAGO 




















Guard Against Credit Losses 


Don’t let them eat up 
your hard-earned profits. 
Exercise caution in grant- 
ing credit and use the 
credit ratings and reports 
of Clancy’s Red 
Book Service as 
your guide. 

Order this 
service on 

———.CU«@a } for 830 days 

ae ~ i 4 Without Cost or 
= el , Obligation. 

Let our Col- 
lection Depart- 
“Is Ra. ¢ a ment collect 

- | Miser é your past due 
° |e & - accounts for 
you. We can 








give you service 
that will please 


and the cost will be rea- 
% sonable. 
LUMBERMEN’S CREDIT ASSOCIATION 
608 S. Dearborn St., Chicago 
35 S. William St., New York City 








GILBERT NELSON & CO. 


Public Accountants 
It SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 


—SAWS= 


Their Care and Treatment 


By H. W. DURHAM 


This book will serve as a reliable guide for those who wish 
to know the art of saw fitting, or who wish to learn the prop- 
er methods of sharpening and keeping saws in order. 

During twenty-five years the author visited a large num- 
ber of sawmills, investigating the methods used in saw- 


























sharpening shops, and much useful information obtained is 


embodied in this work. 


This book is bound in cloth, stamped in gold, and con-~ 
x. 


tains 269 pages with inde 
Price, delivered, $1.65 
American Lumberman 
431 So. Dearborn Street, Chicago, IIl. 





YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 








Russell D. Baker, of San Francisco, Calif., 
manager of the Redwood Sales Co., arrived in 
Chicago Tuesday to spend several days, and 
called at local lumber offices. 


R. G. Maislein, of Sheboygan, Wis., presi- 
dent of the Maislein-Dawson Lumber Co., was 
in Chicago on Tuesday and Wednesday, and 
called at lumber offices here. 


E, R. Ross, secretary, and G. L. Fairbairn, 
of the Marsh & Truman Lumber Co., Chicago, 
were calling on lumbermen in various cities and 
towns of northern Wisconsin and Michigan this 
week. 

Thomas Mould, of Sioux City, Iowa, general 
manager of the wholesale department of the 
Edwards & Bradford Lumber Co., was in Chi- 
cago Wednesday, and was a visitor at local 
lumber offices. 


W. N. Jaeck, of Longworth, B. C., president 
of the Longworth Lumber Co., manufacturer of 
Engelmann spruce, was in Chicago this week 


to confer with Baxter & Montgomery (Inc.), 


his American sales agents. 


W. C. Taylor, of Pittsburgh, Pa., who was 
with the American Lumber & Manufacturing 
Co. for fifteen years preceding its recent liqui- 
dation, now is with the Diamond Hardwood 
Lumber Co. of that city. 


T. V. Todd, of the Arkansas Oak Flooring 
Co., Pine Bluff, Ark., was in Chicago for sev- 
eral days the early part of this week, conferring 
with officials of the George M. Coale Lumber 
Co., his firm’s local sales agent. 


R. W. Monger, of the Elkhart Hardwood 
Lumber Co., Elkhart, Ind., arrived in Chicago 
Monday to spend a day or two calling on local 
lumbermen. He reported that his company is 
finding a little more life in, the market nowa- 
days, especially in the furniture trade. 


Nelson J. Sanford, who has been lumber 
buyer and assistant manager of the Prender- 
gast Co.'s office in Portland, Ore., has resigned 
to accept a position with the Edward Hines 
Lumber Co. He will be in charge of the Doug- 
las fir division at the latter company’s main 
yard, in Chicago. 


A. E. Conover recently has joined the ranks 
of the J. A. Fay & Egan Co., Cincinnati, Ohio. 
His ability to solve complicated woodworking 
problems is well known in the woodworking in- 
dustry. He is located at the main office of the 
company and looks forward with pleasure to 
continued co-operation with his many old 
friends and customers. 


Everett A. Thornton, of Chicago, president of 
the E. A. Thornton Lumber Co., accompanied 
by Mrs. Thornton motored to Lincoln, Neb., 
last week to attend the wedding of their niece, 
Miss Mary Elizabeth Thornton, who last Satur- 
day became the bride of Edwin Jerome Faulk- 
ner, of Lincoln. Miss Thornton’s father, the 
late Edward L. Thornton, was the founder of 
the former Thornton-Claney Lumber Co., now 
the Bishop Lumber Co., in Chicago, and was a 
brother of E. A. Thornton. 


F. A. Sullivan, president Sullivan Lumber 
Co. Portland, Ore., was in Chicago this week, 
en route back home after having attended the 
commencement exercises at Notre Dame Uni- 
versity, South Bend, Ind., where his son was a 
member of the Senior class. While admitting 
that business is far from being all that is de- 
sired, Mr. Sullivan is a typical member of the 
AMERICAN LUMBERMAN “One Week” Club and 
expressed the belief that the industry would 
find a way out of its present difficulties and 
business get back to a more satisfactory basis. 
During this trip, he has contacted a number of 


: ——— 
dealers in the middle West, and finds a more 
hopeful outlok for business in the agricultural 
section. 


L. B. Morrison, of Portland, Ore., assistant 
sales manager of the C. D. Johnson Lumber 
Co., arrived in Chicago late last week for q 
stay of indefinite duration. He expects to make 
several trips to the North and the East, main. 
taining his headquarters at the Chicago sales 
office, of which Elmer F. Xanten is manager, 
Mr. Morrison said Tuesday that he believes the 
present unsatisfactory conditions will adjust 
themselves within the next few months, at least 
and the lumber industry, along with other in. 
dustries, again will be in a strong position, 

The many friends in the lumber industry of 
Edward Hines, president Edward Hines Lum- 
ber Co., Chicago, will be gratified to learn that, 
although having suffered a serious attack of 
pleurisy and some heart complications, he js 
now reported to be greatly improved at his 
home in Evanston, Ill. Mr. Hines contracted 
a cold on the golf links, which later developed 
into an attack of pleurisy. Latest reports from 
his home indicate that he has shown rapid im- 
provement, is resting easily and confidently ex- 
pects soon to be at his desk again. 


A prominent visitor in Chicago this week was 
John B. Nalty, of Hammond, La., one of the 
old time manufacturers of southern pine. Mr. 
Nalty, accompanied by his wife, had been to 
South Bend, Ind., to attend the commencement 
exercises at Notre Dame University, where 
their youngest son had just completed his 
course. The mill operated by Mr. Nalty’s con- 
cern recently has closed down permanently, 
after having completed a successful and profit- 
able continuous operation of 26 years. His 
many friends in the north who had the pleas- 
ure of visiting with him were delighted to see 
Mr. Nalty looking hale, hearty and happy and 
completely belying the fact that he has passed 
the three score years and ten limit and is en- 
joying life equally as well as the average young 
man. 

William McIntyre, of Industrial Timber Mills 
(Ltd.), Vancouver, B. C., was in Chicago last 
week, sizing up business conditions and calling 
on the trade. Mr. McIntyre is taking a swing 
around the circle in the northern and eastern 
parts of the United States, establishing addi- 
tional sales connections preparatory to a more 
vigorous campaign for marketing the products 
of his company in this territory. Industrial 
Timber Mills makes a specialty of large Doug- 
las fir timbers and caters particularly to the 
industrial and heavy construction trade. Mr. 
McIntyre feels confident that business has defi- 
nitely taken a turn for the better and expects 
that his concern will be more closely identified 
with the trade in the United States hereafter 
than it has been previously. After spending 
several days in Chicago, Mr. McIntyre ex- 
pected to visit Detroit, Mich., Toledo and 
Cleveland, Ohio, and other eastern cities before 
returning to his headquarters in Vancouver. 


And Then He Felt Better 


Wednesday morning, as a representative of 
the AMERICAN LUMBERMAN was entering the 
office of A. Trieschmann, of Crossett Watzek 
Gates, Chicago, another man, representative of 
a large railroad, was just leaving. When asked 
about how business looked to him Mr. Triesch- 
mann replied: y 

“Well, I’ll tell you just what I told that rail- 
road man. Yesterday we got seventy-five 
orders, the result of two days’ business, from 
our mills’ sales departments. They came from 
all parts of the country, from Maine to Cali- 
fornia, and two came from Canada and one 
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oy Se . . 
from China. It represents a substantial in- 
crease over what we have been receiving. 
“When the railroader came in here he was 
feeling quite blue about the prospects for busi- 
ness. Nobody was selling anything, he said. 
Then I showed him that stack of orders, and 
made him count them. Seventy-five was his 
own count. And ten of them will be shipped 
over his own line. When he left this office the 
world seemed to look quite a lot brighter to 


him.” 


A Correction 


Through a regrettable error the AMERICAN 
LUMBERMAN, in the May 31 issue, referred to 
Bert E. Cook as the eastern sales representa- 
tive of the Henry D. Davis Lumber Co., in 
charge of the firm’s Chicago office at 5. North 
Wabash Avenue. W. J. Cook is the Davis com- 
pany’s Chicago representative, specializing in 
railroad materials. Bert E. Cook is head of 
the commission lumber company bearing his 
name, and his headquarters are in the Associa- 
tion Building at 19 South La Salle Street. 


Makes New Sales Connection 


Bryant D. Dain, of Chicago, who for over a 
year has been in the commission lumber busi- 
ness with his office in the Daily News Building, 
has discontinued his activities in that line and 
has joined the sales staff of the George M. 
Coale Lumber Co., with headquarters at 14 East 
Jackson Boulevard. He will give his attention 
to the selling of the redwood and southern pine 
products of the Great Southern Lumber Co., of 
Bogalusa, La., of which the Coale company is 
sales agent in the Chi- 
cago territory, and 
maple flooring, and the 
“Perfection” brand oak 
flooring manufactured 
by the Arkansas Oak 
Flooring Co., of Pine 
Bluff, Ark., for which, 





BRYANT D. DAIN, 
Chicago; 

Joins Staff of George 

M. Coale Lumber Co. 





also, the George M. 
Coale company is Chi- 
cago sales agent. 

Previous to his ven- 
ture into the commission 
feld Mr. Dain was for 
several years in the 
Chicago sales office of 
the Union Lumber Co., and before that he was 
on the staff of the United States Forest Prod- 
ucts Laboratory at Madison, Wis. His varied 
experience, combined with his training in the 
forestry school of Cornell University at Ithaca, 
N. Y., of which he is a graduate, has given him 
a broad knowledge of the growth, production, 
sale and use of lumber. 





They Like the Club 
Chicago wholesalers, members of the Chicago 
Wholesale Lumber Association, during the 


course of their regular luncheon meeting Mon- 


day noon at the Boston Oyster House, dis- « 


cussed the “One Week Club” and the member- 
ship drive which was started recently by the 
AMERICAN LUMBERMAN. 

The individual reports of the week’s business 
had brought to light two or three examples of 
a rather fair volume of business, and nobody 
reported any decrease, or any worse conditions 
than those of previous months. Sash and door 
factories, it was revealed, are doing “more fig- 
uring” than they have for months, and are 
more kindly disposed toward lumber salesmen. 
Someone said, “Tell ’em about what you heard 
that banker say, Bill.’ So W. H. Abbott, of 
the Winegar-Gorman Lumber Co., repeated 
what he had heard a banker say to a man who 
was seeking a loan. 

“He told this man,” Mr. Abbott said, “that 





business has reached the bottom of its present 
cycle, and is on the upward way. He said that 
bankers, who of course closely study such 
things, believe that, and are quite confident. 
He was quite cheerful and encouraging.” 

There is money in the possession of the peo- 
ple, several of the lumbermen remarked, but 
there is too much of a tendency to hoard it in 
safe deposit boxes and “hid away in an old 
stocking” because folks are afraid of losing 
their savings if they put the money in circu- 
lation, A banker had estimated that there is at 
least $10,000,000 tied up in this way, doing no 
one a bit of good. The nation is frightened, 
and is slow about regaining confidence. 

“Business men themselves are largely to 
blame for that,” one of the lumbermen re- 
marked, “when they don’t talk in a way to in- 
spire confidence.” 

“How about that idea on the front page of 
the AMERICAN LUMBERMAN the other day?” 
interjected V. J. Euler. “What was the name 
of that—Oh yes, the ‘One Week Club.’ The 
way it works, you know, is for each man to 
think of the favorable and encouraging things 
about the lumber business, instead of the or- 
ders he isn’t getting, when he’s talking to other 
lumbermen, or to buyers. And how,” he de- 
manded of a LUMBERMAN representative who 
was present, “do you join this club? What do 
you have to do?” 

“All you have to do,” was the reply, “is to 
consider yourself a member of the club, and 
talk and act like a member of the club.” 

“Sure!” Mr. Euler said. “Let your conscience 
be your guide. And if you can't say some- 
thing good for your business, then don’t talk. 
There are always good things to be said. And 
we'll get further if we'll do that, instead of 
going around with our chins hanging down and 
looking worried all the time.” 

Others nodded and voiced their assent, re- 
marking that both buyer and seller will prosper 
more if there is an atmosphere of optimism and 
looking for the best instead of enjoying a de- 
licious misery about the worst. Even as they 
talked about it in the meeting the lumbermen 
became more cheerful, and the writer knew 
that the One Week Club had gained about a 
dozen new members. 


Will Supply Aerial Tramways 


A recent announcement by the American 
Steel & Wire Co., from its offices at 208 South 
La Salle Street, Chicago, indicates that America 
soon: will have available a means of travel 
hitherto largely confined to Europe. This com- 
pany has been appointed sole licensee of the 
Bleichert & Bleichert Zuegg Systems in Amer- 
ica, as a result of which for the first time a 
really successful and efficient system of aerial 
tramways for passenger transportation will be 
made available. To climb the highest mountain 
or cross the deepest river becomes a simple 
matter via the aerial route. Although per- 
fectly safe, this modern means of travel carries 
with it the thrill of passing through space at 
high speeds, permits unrestricted vision and 
brings into view every detail of the surround- 
ing countryside. Full information and literature 
will be sent upon application to the company. 


Moves Office to Chicago 


The Case-Fowler Lumber Co., large manu- 
facturer of hardwoods at Macon, Ga., has re- 
moved its western sales office from Detroit to 
Chicago. This office is located at 5859 Ken- 
more Avenue and is in charge of V. B. Churm, 
who has been associated with the company for 
a number of years. The local office telephone 
number is Longbeach 5754. In making the an- 
announcement of this change in the location of 
its western sales office, the company says: “You 
may expect 100 percent Case-Fowler service 
on inquiries and orders for either straight or 
mixed cars of rough lumber, dimension or trim, 
with which we may be favored either at our 
Chicago office or at our general office in Ma- 
con. 
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SPRUCE LADDERS 


AIR DRIED WITH 
FULL STRENGTH IN 
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Ladders That Are A 
Pleasure to Sell 


Quality We Manu- 
facture 
— Ladders 
Wins for Every 
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LYCOS 


Direct-Set 
Recording 
Regulator 


EMPERATURE and hu- 
midity affect your prof- 
its. Kilns cannot give good 
results unless these two fac- 
tors in their operation are 
properly controlled. 


No mechanical device has yet been de- 
vised to automatically dry lumber. It 
remains for the kiln operator to furnish 
the “brains” to lay out proper drying 
schedules. Regardless of his intentions, 
however, he cannot accurately maintain 
ideal drying conditions by manually op- 
erating hand valves. 

Eliminate the costly practice of ‘fussing 
with hand valves.” Install TYCOS 
Direct-Set Recording Regulators and get 
the advantage of your operator’s hand on 
the steam valves every minute of the day 
and night. This instrument can do it 
with more accuracy and dependability 
because it acts to compensate for changes 
in temperature and humidity even before 
the senses can detect them. 

Make your kilns a better investment. 
Other mills are receiving dividends from 
their TYCOS Direct-Set Recording 
Regulators. Let us show you how we 
can help you. 


Taylor /nstrument Companies 
ROCHESTER, N. Y., U. S. A. 
CANADIAN PLANT 
TYCOS SVILDING 
TORONTO 


MANUFACTURING DISTRIBUTORS 
IN GREAT BRITAIN 
SHORT & MASON, LTD., LONDON 

















The Biggest Card in the Business World 


The skill and care exercised in engraving 
a Wiggins plate has made the 


Wiggins Peerless 
Patent Book Form Card 


the choice of a long list of America’s biggest card users. 
If you admit the value of a proper card representation we 
would like to send you tab of specimens. Ask for it; de- 
tach the cards one by one and observe their clean cut 
edges, their general excellence and the protection afford- 
ed by being encased in convenient book form style. 


The John B. Wiggins Co. 


Established 1857 






OTEEL COMPANY 
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PITTSeUReH PA 
FISHER OUILOme 


ous scene CcCHIcCAsO 














Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only : 
guess at. And how often you miss the | 
mark, you, only, know! Because of pres- 
ent conditions, your credit 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your. credit 
months is determined 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 


OF NEW YORK 


loss is more 


loss for twelve 
in advance and 
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Through a regrettable error, the 
statement was made in the May 31 
issue of the AMERICAN LUMBER- 
MAN that the Toledo Lumber & Mill- 
work Co., Toledo, Ohio, had suffered 
a loss by fire of $80,000. This fire oc- 
curred in the garage building of the 
American Railway Express Co., locat- 
ed next door to the Toledo Lumber & 
Millwork Co. The only damage sus- 
tained by the latter’ concern was a 
slight water damage and this was fully 
covered by insurance. 





Business Changes 


GEORGIA. Atlanta—Ewing-Traynham Lumber 
Co, succeeded by Traynham Lumber Co. 
ILLINOIS. Cornell—Johnson Bros, succeeded by 
F. Lynden Smith. 
Oswego—Cswego 
Lumber Co, 
INDIANA. Evansville—Meredith & Kratz suc- 
ceeded by Adams Avenue Lumber Co. 
IOWA. Audubon—Dixon Lumber 
succeeded by W. J. Dixon Lumber Co. 


LOUISIANA, Rayville—A. P. De Mauge Lumber 
Co, succeeded by De Mauge-Godman Lumber Co. 


Lumber Co. sold to Alexander 


& Coal Co. 


MAINE. Bucksport—Ralph Woodbridge  suc- 
ceeded in lumber business by Choate & Co., of 
Waterville, Me. 

Portland—Barden Lumber Co. moved to Boyne 
City, Mich, 


MICHIGAN. Dorr—Dorr Lumber & Hardwood 
Co. succeeded by W. J. Buer & Son. 

Grand Rapids—Spinner-Skutt Lumber Co. merged 
with Marquette Lumber Co. 

MINNESOTA. Minneapolis—Hennepin Lumber 
Co. purchased by Foote Lumber & Coal Co. 

NEVADA. Las Vegas—Southern Nevada Lumber 
Co. changing name to Worteshek Lumber Co. 

OHIO, Cambridge—Wm. Hoyle & Son succeeded 
by Hoyle Mill & Lumber Co. 

Lebanon—Monroe & Johnston succeeded by John- 
ston & Johnston. 

Tiffin—Monarch Mfg. Co. succeeded by Monarch 
Products Co. ‘ 

ORBGON. Hubbard—Hubbard Lumber Yard sold 
to J. W. Copeland Yards (Inc.). 

McMinnville—McMinnville Lumber Yard sold to 
J. W. Copeland Yards (Inc.). 

TENNESSEE. Jackson—Five Points Lumber Co, 
sold to Beare Ice & Coal Co, 

TEXAS, Como—J. Bradfield Lumber Co. sold to 
Lyon-Gray Lumber Co. 

Daingerfield—J. Bradfield Lumber Co, 
yards. 

Plano—J. Bradfield Lumber Co. 
Elliott Lumber Co. 

VIRGINIA. Buena Vista—L. T. Burchett, 
manufactures locust pins used by telephone, 
graph and electric companies, 
tory to Clifton Forge, Va. 

Rich Creek—Builders’ Lumber & Supply Co. sold 
to New River Lumber Co, 

WASHINGTON. Coulee—McDonald Lumber Co. 
sold to Potlatch Lumber Co, 

Hoquiam—Clark & Nash have been succeeded in 
the pole and piling business by the Cascade Tim- 


ber Co. 
BRITISH NORTH AMERICA 


ONTARIO. Clinton—The retail lumber business 
of the Thomas McKenzie estate has been purchased 
by Goderich Mfg. Co., Goderich, Ont. The busi- 
ness will be operated under name of Clinton Lum- 


sold all 
sold to J. T. 


who 
tele- 
is moving his fac- 


ber Co., as a branch of the Goderich Mfg. Co., of 
which J, E. Baechler is president. 
Incorporations 
CALIFORNIA. Bakersfield—Bakersfield Lumber 


Co. (Ltd.), incorporated, 


Los Angeles—H. V. Cowan (Ltd.), incorporated; 
lumber. 

DELAWARE. Dover—Dover Lumber Co., incor- 
porated; capital, $30,000; retail. 


Wilmington—Watertown Cypress Co., incorpor- 
ated under Delaware laws; capital, $150,000; to 
deal in timber and forest products; main offices 
for corporate purposes, Wilmington. 

KENTUCKY, Lexington—Eureka Screen & Shut- 
ter Co., incorporated; capital, $100,000; John A. 
Creech, lumber and coal man, incorporator. 

MAINE. Waterville—Choate Hardware & Lum- 
ber Co., incorporated; capital, $50,000. 

MICHIGAN. Bergland—Bergland Lumber Co., 
increasing capital from $400,000 to $500,000. 

Jackson—Brewer Lumber & Coal Co., 
porated; capital, $60,000; old concern. 

NEBRASKA. Lincoln—Columbus Planing Mill, 
incorporated; capital, $200,000; C, L. Lund; head- 
quarters, Columbus, Neb. 

NORTH CAROLINA. Asheboro—Asheboro Lum- 
ber Co., incorporated; capital, $100,000. 

OHIO. Lima—Slagle Lumber & Supply Co., in- 
corporated; capital, $25,000; old concern, 

TEXAS. Corsicana—J. R. Neece Lumber Co., 
incorporated; capital, $60,000. 


incor- 


Streetman—J. R. Neece Lumber Co., incorpor 
ated; capital, $27,000; old concern. i: 

Teague—Freestone County Lumber Co., incor. 
porated; capital, $30,000. 

WEST VIRGINIA. Cowen—Howard-Herold Lum- 
ber Co., incorporated; capital, $200,000. 

WISCONSIN. Ripon—Schroeder Building Mate. 
rial & Fuel Co., incorporated. 


New Ventures 


ARIZONA. Phoenix—Henry Deister has starteg 
a retail lumber business, 
CALIFORNIA. Petaluma—Petaluma Box Cor. 


poration (Ltd.) recently began business. 
Willows—Stewart Lumber & Supply Co. re 
began a retail business. 
KANSAS. Stafford—Stafford Home Lumber (po 
has begun business. ; 
MICHIGAN, Melvindal (P, O. Dearborn)—H,R 
Hogel Co. has started in the lumber business, — 
MISSOURL. Cape Girardeau— Central Wood 


Products, incorporated; to manufacture wood prod- 
ucts. 


Farmington—Independent Lumber & Mercantile 
Co, opening yard; Flat River, headquarters, 

NEW YORK. Bath—Horatio E, Jones and his 
son, Raymond C., have purchased the interests of 
the estate of Horace D. Jones in the firm of Jones 
Eros, and have organized a new firm under name 
of H. E. Jones & Son to operate the business, 

Buffalo—John H. Mack Lumber Co, opening at 
343 Hinman Ave, 


Flushing—C. H. Webb recently started a lumber 
business. 


White Plains—Building Material Dealers Ware- 
house opening; wholesale. 

OREGON. Waldport—Waldport Hardwood Co, 
has started lumber manufacture. 

BRITISH NORTH AMERICA 

ONTARIO. Toronto—Algonquin Building Prod- 
ucts (Ltd.) organized by Clark, Howe, Waters & 
Knight Bros. (Ltd.), wholesale and manufacturing 
lumbermen, as a subsidiary retail lumber business 
with yard on Hanna Ave. Warehouse erected. 


New Mills and Equipment 


LOUISIANA, St. Martinville—George Levingston 
is about to erect a two-story box factory. 

NORTH CAROLINA. Greensboro—George (C. 
Brown & Co. will rebuild sawmill and sheds re- 
cently burned. 

PENNSYLVANIA, Pittsburgh—Keystone Box Co. 
will soon let contract for box factory. 

TENNESSEE. Erin—N. EB. Christianson has 
started rebuilding his planing mill which was re- 
cently burned, 

TEXAS. Fort Worth—tThe Steves Sash & Door 
Co. will erect a one-story, 94x198, factory building 
on the corner of Lowden and Bryan streets. 


Casualties 


CALIFORNIA, Los Angeles—Male-Knudson Lum- 
ber Co., loss by fire, $40,000; will rebuild. 

San Francisco—Pope & Talbot Lumber Co., loss 
by fire, $150,000, 

ILLINOIS. Peoria—Best Mfg. Co., loss by fire, 
$20,000. Machinery and stock destroyed. 

LOUISIANA. Alexandria — Lumber plant of 
Benoit-Spencer Co., damaged by fire; loss, $400,000, 

OREGON. Leona—Sawmill of Roy Beebe has 
been burned with loss of $350,000. 

BRITISH NORTH AMERICA 

ONTARIO. Hamilton—Fire destroyed the stock 
and some of the building and machinery of the 
Consumers Lumber Co. 

SHAESBBBBBEZALALAAGASA: 


Timber Land Sales 


ELKINS, W. VA., June 2.—The Howard- 
Herold Lumber Co., organized with a capital 
of $200,000, with headquarters at Cowen, 
W. Va., has acquired a 3,000-acre tract of fine 
hardwood timber on the waters of Duck 
Creek in Braxton County, on which it is estl- 
mated there are 25,000,000 feet of timber. 
The company will build a railroad line 
miles into the track and a bridge across the 
Elk River at Villa Nova. A band sawmill 
will be installed. 


(SSE SAAALBALSSRASGSZGSGS 


Hymeneal 


McINTOSH-BARE. Announcement of the 
engagement of Kenneth Carlyle McIntosh of 
Everett, Wash., and Miss Margaret Hope 
Bare, of Tacoma, was made May 24 by Mr. 
and Mrs. Everett Bare, parents of the bride- 
to-be. Mr. McIntosh is the son of A. E. Mc- 
Intosh of the Clark-Nickerson Lumber C®. 
of Everett. The young couple are both 
graduates of the University of Washington, 
members of the same class, he serving 45 
president during his senior year and she as 
secretary. The announcement was made at 
a bridge tea given at the Hotel Winthrop, 
Tacoma. The wedding date has not been an- 
nounced but the event will probably take 
place in the early autumn. 


cently 
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AMERICAN LUMBERMAN 





Each day more dealers are using 
New Andersen Master Frames to 
increase sales and profits 





The new Andersen 
Master Frame {solid 
sill} showing diecut 
circle trade-mark, 
guarantee of quality. 
This frame also 
made in sub-sill type. 





IN a few short weeks, the new And& steep sill slope, wide blind stop, and other exclusive 





Master Frame with locked sill-joint has beco a Andersen features which add to comfort, but mot cost. 
“best seller” with leading dealers everywhere. Write or wire for an Andersen man who will 
Already builders realize that they cut labor co}{ts show you a way to increased profit with the new 


Andersen Master Frames of genuine white pine. 
Andersen Frame Corporation, Bayport, Minn. 


and get better frame construction, when they use thjs 






frame of genuine white pine, with locked sill-join 


FOR WINDOWS ° 
AND DOORS 


OF GENUINE 
WHITE PINE 


MINNESOTA 


BAYPORT 
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IN SHIPPING 








INTHE FOREST 


Natalbany Protection 


Guards Your Lumber 


ROM forest to yard Natalbany protection stands on guard. The very 
Fk selection of trees is part of it. All our lumber comes from the region of 

best growth, the outstanding timber-producing territory so classified by 
the Department of Agriculture. Included in our holdings are dense tracts of 
virgin long leaf pine and extensive areas of short leaf hill pine. 


Our five modern, high-type mills forge an added link in the Natalbany 
chain of protection. Skilled workmen and the most modern machinery here 


combine to produce lumber that is recognized for superiority throughout the 
country. 


Natalbany protection does not stop until the lumber has been safely 
delivered to your yard. Special box-cars, inspected to see that they are free 
from cracks or protruding nails, sprinkled with sawdust and then lined with 
heavy paper, bring it to you unscarred and with a uniform moisture content 

. lumber that will help you increase your profit and sales. 


This is Natalbany protection . . . the process of selection, manufacture 
and shipping that enables us to say that this is the best lumber you can buy. 


NATALBANY 


LUMBER COMPANY, LTD. 
SALES OFFICE 


HAMMOND, LOUISIANA 


MEMBER SOUTHERN PINE ASSOCIATION 
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S This Week’s Lumber Prices 


Following are f. o. b. 
Plooring | 

1x3” E.G.— 
B&Btr, 10-: 20’. 6 
No. 1, 6-20’..--- 4 

3” F.G.— 
peBtr, 10-20’ 37.40 
No. 1, 10-20’. 31.86 
No. 2, 6-20’.... 17.88 

” E. G a, 
BeBtr, rw 20’ 68.44 
No. 1, 6-20’. 49. 
No. 2, 6-20’. 32.25 
1x4” F. aes | a 
B&Btr, 10-20’. 36.§ 
No. 1, 10-20’ 32.20 
No. 2, 10-20’. . ae 
Ceiling 
10-20’— 


2.94 
8.25 


5x4”, 


wane 
“19 to 





SOUTHERN PINE 





mill sales prices as reported from Kansas City, Mo., for the week ended May 31: 
Finish All 10-20’ 
B&Better Rough: 


pier 36.00 
8» gil ae 58.00 
= Surfaced: 
A fais 42.56 
ine” at Grated as 41.57 
ig a ae 44.63 
1x5 and 10”.. 49.53 
i> i ar 60.29 
5/4x4, 6&8”.. 62.31 
5/4x5, 10&12” 73.69 
6/4 & 8/4x4, 
Ce . 6.4s06s 57.00 
C Surfaced: 
ee ieedead 41.00 
BME + 644640 38.67 
I, 9 cate oh aedta 36.00 
1x5 and 10”.. 47.00 
SSG. sauecss 55.00 
Shiplap 
No. 1 (all 10- vel * 
err o 8 
No. 2 (10-20): 
Se wise sss 17.46 
So! ge 17.51 
No. 3 (all 6-20’) 
FE 14.37 
Me we oess ce 14.42 


Fencing, S18, 10-20 No. 1 Dimension, 
ie te S1S1E 
gt Age Pe 30.72 Short- Long- 
SO. sew as Sale 34.45 leaf leaf 
No. 2— 2x 4”, 10’..21.92 23.97 
ae 15.63 12’. 21.83 22.64 
| lien espa 16.98 16’. .22.13 24.78 
No. 3— 18&20’. .24.06 26.98 
1x4” oe eae 11.24 | 2x 6”, 10’..19.20 21.38 
Se es ttawne 12.23 12’. .18.75 19.38 
16’. .19.63 20.86 
Boards, 518 or 538 18&20'. 21.77 25.01 
No. : 10-20’): | 2x 8”, 10’..19.73 24.40 
ee x 12’. /20.00 21.50 
Es A 16°. .21.29 2464 
No. 2 (ali 10 to 207): nei ae 
prrnneeee 12’. 24.00 28.75 
1x10" azeeues 18.03 16’. .23.84 30.37 
ppxlar we eee 28. 18&20’. .26.87 30.69 
~ . yam 6-20") 4.77 2x12”, 10’. .30.54 
aad CHRON ERE : " 12’: 27.00 35.00 
SD 5 ahaa 15.06 + ay a 
9g” *e . “ee 
A AL Oe ale 18&20'..33.25 43.00 
and lengths.. 11.75 Jambs 
No. 3 Dimension B&better: 
WO occ ccen eds 14.50 1%, i? & 2x4 
SU as daknvebs S046 | > SE -taties 665.75 





No. 2 Shortleaf Longleaf Timbers 
Dimension S1S1E sy “. — 
i ae, Se 19.12 Be an 
ape 18.45 aa ‘seh as 
BN ek cd 18.66 ane? Dh seen 3200 
18&20’...... 19.44 «hake a1 42 
oe ae... iy lhe aha oct eid . 
Bi éccwks 15.15 Plaster Lath 
1sa207. 21-17-75 | Nob BY 4. 261 
2x 8”, 10’...... 18.45 o % Bs : 
: ae 47.49 Byrkit Lath 
lea. 17.67 , 3 
’ 4 anm@. Oicccccs 11.75 
18&20’...... 18.11 | g and 10’...... 12.15 
2x10”, 10’...... 18.04 
ae 16.62 Car Material 
eee 17.76 c 
18&20’...... 18:68 Oa & 6 di 
exist, 49.55..; 17.75 a. ee ae 
16’ eeeeese 21.61 10 and 90°. : 40.06 
18&20’...... 21.61 12 and 14’. : 39.00 
Casing and Base No. 2 doin 18.23 
Bé&better: 
4 and 6”..... 50.91 Car Sills 
ne vs Debate 52.35 | S48 sq. B&S— 
5 and 10” 53.40 | Up to 9”, 37-38" 44.00 








NORTH 


Following are 
folk prices made 


typical 
during the period May 1 to 


average 


CAROLINA PINE 


-£...a. 


b. Nor- 


31, inclusive, as reported by the North Caro- 
lina Pine Association: 
Rough 
Edge, 4/4— 
IN nd are hig da alg atau ee DRE haw rea $44.45 
8, eS re aes Seer amen: 
rare mente ae aetete SI Gee 
IR, : UG x aie hae halo ee one aves ahacniale ME el 17.80 
No. 1 No. 2 
B&better No. 1 box box 
| =e es $42.40 af ais 
=e rs 43.95 ae ee Ore 
EE oe, Se piesa 44.60 $33.20 $22.95 $20.00 
a 46.85 ish tact aes Sie 
<n 45.15 34.35 23.40 20.80 
ea 50.25 38.10 25.05 20.95 
MU neiig wixim(eiincacs 63.70 43.95 28.10 21.70 
Edge, B&better— 
EE bic cle be 8 cae tim ich a. ni ee on Se i ea $47.85 
ESSE AE a ere seen Oe ee ee See eee 61.55 
| EE SEES ae eral He ae Pa ieee FA 67.15 
TT kis old iSO ae oR ee Re Dee ae 51.00 
Bark Strips— 
re er eae en ee eae « $31.60 
ci Sik Gai gh Sue's Wee eg, beesa Gel Rea ee ia a hl 14.60 
Dressed 2%” 3” & 
Flooring— Wide Wider 
ON EE efter $39.65 $39.25 
No. 1 common, }%”...... 35.55 35.10 
No. 2 common, }{#” 26.25 25.85 
254” 31% ” 
pea re 41.00 38.90 
B&better, bark strip partition......... $32.25 
Box bark strips, dressed............... 16.25 
No. 2 *Air 
Roofers dressed dried 
EP eee ae 25.75 $15.20 
ME salir bractaig Gis Ul gta hah i ar a 26.25 15.90 
SS eae a ee 26.05 16.00 
aE ae eS 29.80 17.60 


*F. o. b. Macon, Ga. 





WISCONSIN HEMLOCK 


Following are f. 


b. Wausau, Wis., prices: 


No. 1 Hemlock ‘Beards, s1is— 
’ 10,12&14’ 16’ 

NE ory pice be bletarhip eee $25.50 $26. 50, $27.50 
ll IIE TE TELE ZS Eo 29.00 30.00 31.50 
a a ok rg eer . 30.00 31.00 32.50 
RS Re eae Sp 32.50 33.50 35.00 
EE ENTS 33.50 34.50 36.00 

For shiplap or flooring, add 560 cents to 
Prices on No. 1 boards. 
No. 1 Hemlock Dimension, S1S1E— 

8’ 10’ 12’ 14’ 16’ 
2x 4” ...$30.00 oe. po $30.00 $30.00 $31.00 
2x 6” ... 28.00 29.0 29.00 29.00 31.00 
2x 8” 29.00 30:00 30.00 30.00 81.00 
2x10” 29.00 32.00 838.00 33.00 32.00 
2x12” 29.00 33.00 33.00 38.00 33.00 


or ie. 2 dimension, deduct $2.50 from price 
°o. 1, 





INLAND EMPIRE PINES 


Portland, Ore., June 4.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, June 4. Reports of prices shown 
on $28 include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manu- 
facturers’ Association lumber price list of 
July 15, 1926. Prices of selects and random 
length larch and fir include sales of specified 
length stock with the prices reduced to the 
random length basis by using the sorting 
charges from the same list. Averages include 
both direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all length, regardless of whether random or 


specified lengths are called for. Quotations 
follow: 
Pondosa Pine 
INCH SELECTS AND CoMMON, S2S— 
6” 8” 10” 12” 


C selects RL..... $50.20 $47.01 $54.13 $76.06 
D selects RL..... 30.07 29.92 40.02 62.95 
No. 1 common AL 37.50 .... 36.10 .... 
No. 2 common AL 22.52 23.54 23.21 28.23 
No. 3 common AL 17.32 17.77 17.55 18.14 
SHop, 5/4 AND 6/4, S2S— 
No. 1..$29.32; No. 2..$19.32; No. 3..$14.14 
SELEcTs, S2S, 5/4 AND 6/4, 4” AND WIDER— 
ss oth 55 950 ses eens ecco atere $57.08 
I, I Wiles beecie verse pac iowoers 28.19 
No. 4 Common, S2S, RW, RL........... 12.64 
Idaho White Pine 
INCH SELECTS AND Common, S2S— 
6” | ad 10” 12” 
D selects RL..... $44.37 $44.34 $54.00 $84.00 
No. 1 common AL 45.24 45.00 51.93 75.60 
No. 2 common AL 34.01 33.90 33.95 41.58 
No. 3 common AL 22.09 23.72 23.79 28.00 
SELECTS, S2S, 5/4 AND 6/4, 4” AND WIDER— — 
CF EE EN edinanae se tvecns Wiens agen we $98.75 
Be Ge Gv ac bSie eo cee ves dase ee 37.50 
Larch and Fir 
i 5 Ce, Se A i kdnk ones cvks $17.13 
Mo. 1 GeRbeRMNEM, BETO” 1G. 6 occ scccds 18.38 
Vert. gr. flooring ORBte. 4" RE bacon ss 1.50 
Drop siding or rustic, C&better, 6” RL... 30.50 





WEST COAST SPRUCE 


[Special telegram to American LumBEeRMAN] 


Portland, Ore., June 3.—The following are 
prices for mixed oarlots prevailing today: 
Finish— ar © tock— 

a $63.00 4/4. “$31. 50 @ 32.50 

1x4—10” .... 49.00 ri eee - re yt 
Bevel siding— coe ‘ q 

x4” a e+» 26.00 8/4 ... 36.00@42.00 


x6”, Flat ger. 25.00 


ae 3.00 
Vert. gr. 28.00 Green box 14.00@18.00 








ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended May 24: 


Plooring 


1x3” 1x4” 
Edge grain—Bé&better ........ $58.75 $59.00 
Flat grain—Bé&better ........ 37.75 39.50 
Oe ere eae 33.50 
BPE: A Rin bis abosn ny 23.50 

Partition and Siding 
Boston partition, B&better, 1x4”........ $31.25 
Drop Siding, B&better, 1x6”............ 37.50 

Finish and Moldings 
Pinte, 126230", ONE. occ avensresses $55.50 
Finish, 5/4x5&10”, B&better............ 64.50 
COs. Gi WR SI er on'06.0:0.6.6%5t00003 61.75 
Discount on moldings, 1%” and under.. 47% 
1%” and over... 36% 

Boards and Shiplap 
Boards and shiplap, 1x8”, No. 1......... $31.00 
Boards No. 2, 1x12”, 10-, 18- & 20’...... 26.25 
P: Es UO Menccbvawewvesvedanctat 19.00 

Dimension 
ee 2! OMS lS —=E Sa re $21.25 
Se 6, Se GI Uv o06s cen vdaeseee 22.75 
Ces Bee Oe BE a wi00s cxdeen ned 29.25 
we. B eS Bee GE Be ib cckcecbedvesaeus 19.25 
2x1 2” Ae 6 20.50 
Lath 

ee 8 a ee erry yi $3.40 





ENGELMANN SPRUCE 


Pricys f. o. b. Chicago on air dried En 
manr ' kite spruce boards, D&M, shiplap, 
ane and ceiling: 


as 6” 12” 
{Debt 6-16’. $52.00 $56.00 $56. 00 $72. 00 $87.00 


N 
a »* 6-16".. 51.00 65.00 6565. +4 67.00 82.00 
1, 6- 16’.. 50.00 564.00 4.0 
No. 2, 8-16’... 42.50 41. +4 41, 50 41.50 49.00 
No. 3, 8-20'.. 32.50 $4.2 35.26 35.50 37.00 
No. 4, 4-20’.. 30.50 32. 30 33.50 88.50 33.50 
tD&btr., 1x4&8- inch, 6- to 12-foot, are $6 
off list. 
5" &6/4— 4"&wadr. 4, 6&8” 10” 
Dé&btr., 6-16’ ....$72.00 $74. 00 $77.00 se7, 00 
No. Lébtr. 6-16". .66.00 68.00 71.00 $1.00 
No. 6-16’..... 62.00 64.00 67.00 77.00 
Fae 5/86/4 in No. 2, 4-inch, add $7; 6-inch, 
add $9; a add $6; 10- inch, add $8; 12-inch, 
add $6; No. 34-inch, add $6.50; 6- and 8. 


wg add $7.25; 10- and 12-inch, add $7; No. 


§Furnished when available. 

*Contains 40 to 50 percent Dé&better. 

Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20-foot, $2. In Ne. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 

foot, but not over 20 percent shorter than 


10-foot: 
Dé&btr., Staak. . .$28.00 3B, 4-inch.......$18. rf 


1,00 ~~ 21. 
Spruce and pine 1 eth, 4-foot; No. stab: 
No. 2, $5.46. 
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DOUGLAS FIR 


{Special telegram to AMERICAN LUMBERMAN] 
Portland, Ore., June 3.—F. o. b. mill prices 
on actual sales of fir, May 31 and June 2, direct 
only, reported by West Coast mills to the Da- 
vis Statistical Bureau, were as follows: 


Vertical Grain Flooring 





B B&btr Cc 
eer $38.25 $36.75 $25.75 
Se ales cferend at aie 32.00 ebee 
aR 39.00 
Plat Grain Plooring 
a June 21.25 18.00 
CS a wk de giad altel — 28.00 25.00 
Mixed Grain ae 
“as owe wie ve oalen $14.25 
Ceiling 
 atih <n ewes awe 21.50 17.25 
BE? Gh alee ene june 22.50 16.00 
Drop Siding, 1x6” 
esos i wea oath ° 26.25 24.00 a 
ae oe 27.00 26.00 apa 
OS ee ee cwa's 14.76 
Pinish, Kiln “priea pan Surfaced 
ix6” ame”0Ci(‘é«é DL ®*” 
DG. «vcteeateseeene $40.75 $42.50 $55.75 
Common Boards and Shiplap 
1x6” 8": tnt" - init 
AS es $14.75 $15.50 $13.50 $18.50 
EE 50) ee aide. we 9.75 9.25 9.75 13.00 
i Mr wh ge be ee 6.25 5.50 5.50 ene 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 


No. 1, 2” thick— 
4”.$15.00 $14.75 $16.25 $17.25 $17.00 .. 
6”. 14.25 14.00 16.00 16.25 16.00 $19. 50 $19. 50 


8”. 14.50 14.50 15.75 16.50 16.50 19.75 21.00 
10”. 15.25- 16.00 16.25 17.00 15.50 23.00 21.75 
2”. 15.75 16.75 17.00 16.75 16.50 18.50 21.25 
2x4”, 8’, $14.75; 10’, $15.25; 2x6”, 10’, $14.50 
Random- - 2x4” 2x6” 3x8” $x10” 2x12” 
=e $9.75 $9. 00 $7.00 oe 00 $10.50 
= Fae 4.50 4.75 : vaee 
No. 1 Common oo 
3x3 to 4x12” to 20’, surfaced........... $18.00 
mr Oe Dees OO OO, BOM c cei cctveces 16.25 
5x5 to 12x12” to 40’, surfaced........... 18.00 
Pir Lath 
a wae es Gi dog helaneedns sexes eee $2.00 
B&better, Flat Grain Car Siding, 9 or 18’ 
oe i ee ae ee ee $35.00 
Sy oda oc nal ae pris ene a aena aaa aod 37.00 





RED CEDAR SHINGLES 


Seattle, Wash., May 31.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. b. mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 


n.d cs bee wne clacédete $1.55@ 2.76 
ER, on nc cuduwndesedwade 1.75@ 2.20 
EEE. x ah @ nt br tars @ Sae 60 ew ot 2.40 4.00 
Eurekas, slash grain.............-. 2.75 2.95 
CE, nunc cok udeevebwacased 3.60@ 5.00 
NE Se ic Aeaie a 'n hae e CAO bakes 7.25 8.00 
I ON, a ci ose nianneoe we 2.25 2.50 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber - fir lumber 


Extra stars, 6/2....... $1.65@2.75 $1.75@2.75 
Extra clears .......... 1.80 @ 2.20 1.85 @2.30 
DE Urn osu scnews 2.50@ 4.00 2.60@ 4.00 
ie ai on a ig ik Ore 3.00 

EOOEEOME. ccccccscces 3.60@5.00 4.10@5.00 
eS ee 8.00@ 8.50 


Dimensions, 5/2, 5”.... 2.25@2.90 
Pirst Grades,  Bite-Geade Inspected Stock 


SD ONO, Cid ccnccacecicbcevede $1.70@1.85 
Extra clears: 

769%, premium clears............. 2.40@3.25 

50%, premium clears............. 2.20@ 2.80 
AXAAX (6/2 perfects).......cc000 2.75 @4.00 
EBurekas (75% vertical grain)...... 3.50 
Dn  . .ivnhubhe dtedees a@e0 ben 3.75 @5.00 
aS aban Keebarowaeds dabewed - 7.50@8.50 


Second Grades, Standard Stock 
— Mixed with 


cedar lumber 

Common stars, 6/2....$1. 05@ 1. 50 $1. r+ ty 50 

Common stars, 5/2..... 1.20 1.10@1.35 

Common clears ....... 1.55 @2.50 1.65 @2.50 

2 . acacene ee’ 5.25@5.50 5.00 

No. 2 perfections....... 2.20@2.75 2.15 @2.75 

Mixed with 

fir lumber 

OO SP ra = $1.50 

nn Pn. Mls coceese aces hawhan ban 1.75 

Mn. 62. acd bas tee eces os 1.60 @2.50 

rr er, |. kc cetnep hades chin + 2.76 
British Columbia Stock, Seattle Market 

dubeGh one oa éabeeetsdnd0U viaccens $3.26 

tits ptucwérscdwek see wannvees ou a 4.00 

PC  -ctseebepsecnceveoccevedemer de 4.26 

TEED Cece cccccocscccccceccsewesonesesse 8.75 





’ CALIFORNIA PINES 


San Francisco, Calif.. June 2.—The follow- 
ing average wholesale prices f. o. b. mills, 
those on commons covering 1-inch stock only, 
were reported by the California White & Sugar 
Pine Manufacturers’ Association for the period 
ended May 27: 


California White Pine 
No. 1&2-clr. C sel. D sel. No. 3 clr. 


All widths— 

ee ee $64.30 $62.60 $46.45 $31.65 
7 EE ace 63.40 61.35 43.15 48.00 
OPE cas ccenxan 61.90 50.90 36.55 48.40 
C6 “siax Vo tees 70.65 62.35 42.75 54.85 

California Sugar Pine 

OOO “Soe saceean 93.80 81.10 60.80 40.80 
|. Pa 86.55 73.70 56.75 57.05 
SE eres $2.60 63.75 47.45 56.90 
2) Pere ee 98.30 78.60 66.10 73.45 

White Pine Shop Mixed Pines 
Inch common. ..$25.75 — No. 2 
No. 1, 5/4xa.w.. 30.25 F ~“emnaied $24.50 $18.60 
No. 2, 6/4xa.w.. 19.55 ” cewes 25.60 20.05 
Panel, C&better res 25.80 19.25 

i tae 57.36 28.00 18.95 

ox— 

Sugar Pine Shop No. 1 sessees $21.50 
Inch common...$31.45 No. 2 ....... 17 
No. 1, 5/4xa.w.. 39.90 Bev. siding, 4 x6”— 

No. 2, 6/4xa.w.. 24.80 B&better $33.80 
White Fir a ataseanceud 27.55 
Lath— 
C&btr, all sizes. $29.45 Me t .; 3.00 
No. 2&btr, dimen, No. 2 ....... 2.25 
pS Sk Ae 14.00 No.1 dim, 
Australian (8 oo 21.40 
Mixed pines— a ae 17.95 
4/4xa.W. ...... $49.55 Douglas Fir 
J, aaa 38.15 C&better ...... $39.80 
fk ey 48.60 Dimension 11.90 





OAK FLOORING 


Following are carlot quotations, Chicago 
basis, on oak flooring: 


48x2%" 38x1%” %x2” %x1%” 

lst qtd. wht...$106.00 $101.00 $93.00 $68.09 
ist qtd. red... 79.00 79.00 73.00 65.00 
2nd qtd. wht... 81.00 70.00 69.00 565.00 
2nd qtd. red.. 66.00 64.00 59.00 655.00 
ist pln. wht. 83.00 66.00 66.00 48.00 
Ist pln. red. 73.00 66.00 60.00 655.00 
2nd pin. wht... 68.00 61.00 47.00 44.00 
2nd pln. red... 63.00 61.00 49.00 47.00 
ee . wieaee 46.09 46.00 35.00 34.00 
Me COR .éesee 46.00 46.00 35.00 34.00 
BOD  aeeeces 29.00 28.00 15.00 15.00 
1%ex2” %x1h%” 

ae ee $98.50 $98.59 
ee 6 b6 bee bank ose kh eeleae 96.50 97.50 
Se Rs se wewedadeoekon eee 75.50 74.50 
7 A ee eee 75.50 74.50 
SEE DER. WEE. cccccces ae per 73.50 73.50 
ee eee ys eee 66.50 68.50 
i, i cinvhechawer ene eee 65.50 65.50 
2nd pln. red..... Misites bt ewante 60.50 60.50 
A en eee 44.50 43.59 
a ee ee eee 44.50 . 43.50 
PE. wéeeecéenbeteeretocntecse’s 22.50 21.50 


Mew York delivered prices may be obtained 
by adding to the above: For }4-inch stock, $3; 
for %-inch, $1.50; for %-inch, $2. 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple flooring, as reported to’ the 
Maple Flooring Manufacturers’ Association, 
averaged as follows f. o. b. cars flooring mill 
basis during the week ended May 31: 


$92” cc cece ccvces $84.55 $72.78 $47.75 





END DRIED WHITE MAPLE 


Prices on Lower Peninsula end dried white 
maple, f. o. b. mill, lower Michigan: 


FAS’ No.1 &sel. 
$ 90 


, & MELT OTE ee - $115.00 90.00 
GPE. sicicccvcdcsesccecse 120.00 95.00 
Bs ice seneeé Uenecievewe 125.00 100.00 
Cv eprecraccrcscesoes 130.00 105.00 

BOSE crcccadccecvenccovce 150.00 125.00 
12/4 .. Cecceee soeceee 160.00 185.00 





NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b. Wausau, Wis.: 


AsH— 
FAS Sel. No.1 No.2 No, 3 
4/4 ...$ 60.00 $ 52.00 $ 45.00 $ my $ 22.00 
5/4 ... 75.00 65.00 60.00 00 22.00 
6/4 ... 90.00 75.00 60.00 7 00 22.00 
8/4 ... 100.00 85.00 70.00 45.00 22.99 
BircH— 
4/4 ... 90.00 70.00 44.00 30.00 21.00 
5/4 ... 93.00 73.00 52.00 38.00 21.09 
6/4 ... *96.00 *76.00 60.00 40.00 21.00 
8/4 ... 100.00 80.00 72.00 47.00 23.00 
10/4 ... 110.00 100.00 90.00 60.00 owen 
12/4 ... 115.00 105.00 95.00 60.00 
16/4 ... 160.00 145.00 130.00 een odak 
3/4 ... 79.00 64.00 38.00 24.00 aces 
5/8 ... 76.00 61.00 34.00 24.00 


*Straight cars of 6/4: FAS, $93; select, $73, 

For 10-inch & wdr., add $30; 8-inch & war, 
add $15; for 5 inch & wdr., 8-foot & igr, 
add $2. 

Price of No. 2 and better, 4-. and 6-foot 
lengths, $32. For select red, add $15, 

Rough birch, 6- to 16-foot, 1x4 inch, two face 
clear, $80; one and two face clear, $65; ix6- 
inch, two face clear, $90; one and two face 
clear, $70; run of pile, $68. 


Sort MaPLE— 


4/4 ... 65.00 655.00 42.00 26.00 20,00 
5/4 ... 70.00 60.00 60.00 83.00 21.00 
6/4 ... 82.00 72.00 60.00 385.00 21.00 
8/4 ... 87.00 77.00 67.00 39.00 21.00 
Sorr ELmM— 
FAS Sel. No.1 No.2 No.3 
4/4... 60.00 50.00 40.00 25.00 22.00 
5/4 ... 67.00 57.00 47.00 28.00 24.00 
6/4 ... 72.00 62.00 52.00 28.00 23.00 
8/4 ... 77.00 67.00 57.00 36.00 23.00 
10/4 ... 87.00 77.00 67.00 40.00 ‘tein 
12/4 ... 92.00 82.00 72.00 45.00 ones 
Rock E_mM— 
4/4 ... 80.00 55.00 27.00 19.00 
5/4 ... 85.00 60.00 30.00 20.00 
6/4 ... 90.00 65.00 30.00 *20.00 
8/4 ... 95.00 75.00 38.00 *25.00 
10/4 ... 105.00 85.00 62.00 oees 
12/4 ... 115.00 = 95.00 57.00 %30.00 
*Bridge plank, add $4 to No. 3 price. 
Basswoop— 
4/4 ... 70.00 60.00 46.00 27.00 22.00 
5/4 ... 72.00 62.00 52.00 30.00 23.00 
6/4 ... 75.00 65.00 54.00 84.00 23.00 
8/4 ... 83.00 73.00 58.00 34.00 24.00 
10/4 ... 90.00 80.00 65.00 465.00 veée 
12/4 ... 100.00 90.00 75.00 65.00 ove 
Keystock, 4/4, $72, or on grades, FAS, 32: 
No. 1, $62; 5/4, $78, or on grades, FAS, ; 
No. 1, $68 


One and two face clear, 6- to 16-foot, 1x4- 
inch, $65; 1x5-inch, $70. 


RED OAK— 

4/4 ... 90.00 70.00 55.00 35.00 16.00 
6/4 ... 95.00 75.00 65.00 40.00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 50.00 21.00 


HarRD MAPLE— 


FAS Sel. No.1 _ No.2 No.8 
4/4 ae 70.00 $ 60.00 $ 47.00 $ 36.00 $ 16.00 


&/4 .. 90.00 70.00 652.00 38.00 19.00 
6/4... 90.00 70.00 55.00 36.00 19.00 
8/4... 95.00 75.00 65.00 39.00 21.00 
10/4 ... 120.00 100.00 85.00 50.00 sees 
12/4 ... 130.00 110.00 95.00 52.00 see 
16/4 ... 175.00 155.00 135.00 cove sree 


Harp MAPLE RovuGH FLOORING STOCK— 
No.1 No.2 No.3A 
com. com. com. 


WN i Ne ee 8 $45.00 $35.00 $25.00 
SN) dt State cat oackemaes .. 48.00 38.00 28.00 
EY SRA ata ae be wee 88.00 28.00 
— No. 2and 
better 
EE See pe ee Pe me $38.00 
ST Gnall hb Nete. CGs ond e's nepoanenent 47.00 
FAS Sel. No.1 No.2 No.8 
6/4 ..$70.00 $60.00 $50.00 $35.00 $22.00 


anaes stock contains 50 percent or more 
14 and 16 foot, and the following percentages 
of 10-inch and wider, 4/4, 10 percent; 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, ere: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 
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Following were sales prices of southern hardwoods during the week ended May 27, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Rep GUM— WHITE OAk— 
Qtd. FAS... 92.00@ 92.50 9250 = = ....esseeeee 90.00@107.75 Qtd. FAS.. .123.50@129.50 132.75 142.75 153.25 
No. 1&sel. 49.250 53.50 59.25 56.25 57.75@ 63.25 a L&sel. Hyd Vik tows tine Bate... 0 Resee eee 
any ak < GUM ecco aos scene ae sac ae- mane cecomeks Pin, Fan... 4.000 60h ls ee . on pee 
ee hee Ce inked hie Cth *skkcktunss ake thesevesuenat No. 1&sel. 52.75@ 59.50 66.75@ 70.50 ............ 77.50@ 81.75 
DPS .. < MEME MEE (A. tennonbDacm <teghadathiccatt uae an eras No. 2. CLOO CEB Nie iccccdade had iccteves inst tte 
P » GuM- ; Lag : he fig. : peas co ttnae vb MAL Aro 064 eke 
A rUs . . — “<— "St.6 64's o> Cer "ob a heee pea wee” Ste hee 
atd. FAS... 60.75 obs ee 62.50@ 69.75 62.75 M es et wee 
No. 1&sel. 44.75@ 46.75 ............ 46.50@ 55.75 46.50@ 52.50  “IXED AK— i 
pin. FAS... 52.25@ 56.75 54.00@ 58.75 60.00@ 61.50 ..... of Bewasts SG. Wormy.. 30.75 @ 29.00) nc racine. Soh eee. bx hee 
No. 1&sel. 36.75@ 44.75 44.50@ 46.50 54.50 POPLAR— 
ee Ok 8 er , he SLR a: ree - Pe ee AO i ess end LS. bbeeak bain eee 
Se So. « «eR Vc, aL. + | ee wane SRE wh cee ee Oe a rarer ae OO vce ‘Gn Petre s 5s 08. ces oe vsantcl Lote oteon 
ee Saps & sel. 61.75@ 62.25 66.50 = =... esse eens 74.25 
Buack GUM A a ist 50. 2: CONN, Sa: OE Me Sah ses dele his igo b'0d CaaeNED 
Qtd. FAS... 45.50@ DEE * icp Ka Ripe Saat Sais ae eee aabamuee ae No. 2-A... 33.00@ 37.75 a ES EG ot Se Rene ey - 
me. l&sel. ST.50@ 61.76 2.0.00 00003 ee eS Oar ee wr nowrele No. 3-8... BESO BIE < hestivce 8.50 
i SM. ss GONE... 01 9 FatKety Se Mee eo ee a ees ks Bin Edd ae Sia ee Tf. R ee ee ne ee Pe ide: lB! Ae 
In. No. AS - 
ee oer en ee fo FAS i ...++ 15-15 88.00 sage agit 
ae 5 oot) See Pee Sere ter Se sey Kasse iveeh ey: oNReewee ae op Becks 30.75@ 42.25 39. 00@ SER. ae Patent bie ide oces ne 
TUPELO— SS eer 23.75 ee Oe Oe ee es ee 
Qtd. FAS... ...csneeeeee |. 4, rT eee ee 57.50 BEECH— 
No. : l&sel. Pe ge ye 43.50 pest bt rs 47.50 wee Dees GR are OT ch--0 Ke hb ces 0 Sek, fin eee 
Pin. FAS.. vl mFS Eee eee ee BM! oe eit aakan Cc 
No. 1&sel. 35.00@ 42.50 38.00 oe ‘a te we ot ta. EIB.) oth ieee 
No. 2.... 26.50@ 33.00 ............ TY Wi I cecha SA GENE po ctsecder iva Web Swan vedcen +a deed 
Rep OAK— Bass woop— 
Qtd. No. geen 8” RR IN Ce Ra Se halle Re 
Oe Ee ee ee ee ee ee rer mre el 
Mie. TAS... Gt.50@ sone. TES0@ £1.50. 97.06... ... sawretervserce PP er ee eee ear er ao eo gn ES BE ee 
oe, 1&sel.. 61.000 BERS 2 vc ccccuwsns 53.75@ 65.25 54.00@ 78.50 No. sae. 0 re ee ro FS) Sapa > + 
Tn. 2 sice SE HE 0 biidaresvames 50.25@ 54.25 659.75 B.D v.cace, BE ED kccd ted enecs nae ee ee eee 





This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 29 


CHICAGO RECEIPTS AND 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
F. H. Clutton, secretary of the Board of Trade, 
for the four weeks, May 4 to 31, and for the 
year to date, Jan 1 to May 31, 1930, with com- 
ee figures for the corresponding periods 
of 1929: 


Receipts 
Above 
Receipts Shipments Shipments 
Lumber— 
May 4 to ' 1930 161,937 61,331 100,606 
May 31 1929 287,741 105,669 182,072 
Inc. or dec.... ——125,804 —44,338 —81,466 
Jan. 1 to} toa8 3,368,466 1,350,423 2,018,043 
May 31 1929 5,493,553 2,049,160 3,444,393 


Inc. or dec.,..—2,125,087 —698,737 —1,426,350 
Shingles— 

May 4 to) 1930 30,394 22,074 8,320 
May 31 § 1929 30,073 43,022 *12,949 
Inc. or dec.... +321 —20,948 + 21,269 
Jan 1 to } 1930 529,702 482,516 47,186 
May 31 1929 543,878 695,071 *151,193 
Inc. or dec.... —14,176—212,555 -+198,379 


*Shipments exceeded receipts. 
Last figure in each group gives difference 
between 1930 and 1929 net receipts. 


CHICAGO BUILDING PERMITS 


Following are building permit statistics for 
May, 1930, and comparative figures for April, 





1930, and May, 1929: 
May, Apr., May, 
1929 1930 1930 
SPR ree ee 126 73 92 
Offices and hotels ge arate t 3 4 
NG ie oo ao pias 316 112 137 
Halls and churches........ 1 1 1 
EN Se ee eee ai ae oT 
SSMNOUNENE - a0 g.aie.c6 oo Saco 242 44 47 
Stores and offices.......... 2 4 4 
Stores and halls........... 6 3 1 
Stores and apartments. ad . — 
Stores and residences..... 33 4 3 
Miscellaneous ............ 5 1 1 
BE 2g oglectud Se Aawe te 735 245 290 
Analysis— Brick Frame Frontage Costs 
May, 1929.. 709 26 25,505 $34,073,900 
April, 1930. 242 3 8,117 6,490,300 
May, 1930.. 279 11 10,335 11,697,300 


Cumulative totals for the first five months 
of 1929 and 1930 are as follows: 


1929 1930 
Number of buildings.. a a ox’ tH 
Frontage noes 5 ive ane 
ME - ¢ GUI wig oc 4), ote ‘$101, 307 $00 $33, 630’ 500 


NORTHERN PINE 


BUFFALO, N. Y., June 3.—The northern 
pine market is not active, but the trade is 
on a par with that in a number of other woods, 
and increased sales are reported in certain 
localities. Industrial concerns are not placing 
many orders, but an improvement in sales of 
low grades to box and crate makers is ex- 
pected soon. Some of the smaller mills will 
have a curtailed supply of logs this year, 
owing to the extended period of dry weather. 


EASTERN SPRUCE 


BOSTON, MASS., June 3.—The reduction 
late in May in the price of eastern spruce 
frames has not yet stimulated demand to any 
appreciable extent. Few buyers are in the 
market, and there is some doubt that quota- 
tions will remain steady even at the lower 
figures. Eager sellers of random lengths 
are becoming more conciliatory. Attempts 
to get more than $30 for scantling have now 
been about abandoned. Wide sizes are freely 
offered at $31 for 2x6- and 7-inch; $34.40 for 
2x8-inch and $38 for 2x10-inch. Boards are 
dull and prices a bit soft. Lath are very 
dull although offered at bargain prices. 


HARDWOODS 


CHICAGO, June 4.—Several distributers of 
hardwoods report a slight improvement in 
the volume of inquiries and orders, attribut- 
ing it to some increased activity in the radio 
and industrial fields. Many of the sellers, 
however, say that trade remains at about 
the same status, with orders small and scat- 
tered. Prices are unchanged. 


BUFFALO, N. Y., June 3.—The hardwood 
trade is not showing any marked improvement, 
and with some yards the May sales were not 
quite up to April. It is reported by some 
sellers that slight improvement has taken 
place in the demand from certain woodworking 
concerns which have been buying little for a 
number of months, but other lines have not 
yet begun to order much stock. An ample 
supply of most items is available and prices 
are unsettled. 


CINCINNATI, OHIO, June 2.—Hardwood 
wholesalers report better inquiry from the 
furniture trade and various other users of 
hardwood lumber. Chicago, southern Michi- 
gan and eastern wholesalers were more re- 
ceptive and showed a disposition to replenish 


stocks of common and select and FAS oak, 
sap gum and poplar. Prices had a firmer 


undertone. 
DOUGLAS FIR 


CHICAGO, June 4.—Trade in Douglas fir 
remains quiet in the Chicago territory, al- 
though several distributers report a little—a 
very little—increased activity. Most of the 
lumbermen appear confident the combination 
of production curtailment and the slow up- 
ward swing of American business in general 
will bring about the desired stiffening of 
prices. Commission men report that already 
mills are displaying definite ideas as to the 
lowest price that they will accept for their 
lumber. The situation, if but little better 
or no better, certainly is not any worse. 


BALTIMORE, MD., June 2.—Volume of 
Douglas fir business keeps up quite well, 
with the requirements of house builders and 
others of impressive proportions. But there 
has been little or no improvement ia quota- 
tions, largely because of heavy offerings, 
while fir must meet the competition of other 
woods. 


NEW YORK, June 3.—There has beem quite 
an improvement in demand for Douglas fir in 
the last week, and some retail yards as well 
as wholesalers report a fairly satisfactory 
volume of sales. Competition is still very 
keen, and the price situation is not satis- 
factory. However, incoming shipments have 
been curtailed, and harbor offerings are 
fairly well in hand. 


HEMLOCK 


CHICAGO, June 4.—The short slump in the 
demand for northern hemlock, from Lake 
States yards, seems to have about righted it- 
self, and trade in this product is picking up 
again. Prices remain at $5 off the Brough- 
ton list. 


BOSTON, MASS., June 3.—There is very 
little demand for hemlock, and sellers are 
becoming more eager and conciliatory. HEast- 
ern and northern clipped boards are very 
slow, though offered at $30 and perhaps a 
little less. Random boards can be had at 
$28. Quotations on western hemlock have 
eased off another 50 cents, and there is 
little buying. 


NEW YORK, June 3.—Demand for hem- 
lock, eastern and western, continues to be 
confined largely to small lots for quick de- 
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Scrap your old machines 
and get a 


1930 MODEL 


IMPROVED PHILLIPS 
WINDOW FRAME MACHINE 


You would not drive an antiquated automo- 
bile—then why use out-of-date machinery— 
even though it was the very best of its kind 
when bought. The Model 1930 Improved 
Phillips embodies all the latest improvements 
—jit does the work of three machines and 
does it quicker, better and more ecomomi- 
cally. If the saving of time and labor means 
anything to you, if greater profits interest you, 
if you have to meet competition —ask us 
about Model 1930 Improved Phillips 
Window Frame Machine. 

















“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicage Denver Sen Francisce 





WEEDS need not 
cause fires....destroy 
them this easy way!!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 40 
gallons of water and just sprinkle around your lumbe1 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on § gallons or over, 
East of the Mississippi River. 


Booklet mailed on reauest. 


SPRINGFIELD NEW JERSEY 


livery. There has been an improvement in 
demand for timbers of late. Wholesalers 
have ample supplies. 


CYPRESS 


CHICAGO, June 4.—The hoped-for im- 
provement in the cypress market has yet to 
develop, for distributers report that both re- 
tailers and industrial plants are buying but 
little. It is accepted as a case where there 
is nothing to do but await a noticeable ad- 
vance in general business. Prices steady. 


CINCINNATI, OHIO, June 2.—Common 
grades of cypress were more active last 
week, with some finish also selling. Factory 
lumber was selling to the box trade and to 
casket plants, while low grades were being 
bought by greenhouses and country retailers. 
Some finish was moving, with the trade out- 
look more promising, and prices steadier. 


WESTERN PINES 


CHICAGO, June 4.—It appears that there is 
little probability of prices of western pines 
dropping any lower, except for a few scat- 
tered lots from the smaller operators, for the 
large mills have come to the point where 
they will say “No” to proffers of orders at 
unreasonably low figures. Trade, though 
slow, is holding its own, at least, and sev- 
eral see some slight improvement. 


BUFFALO, N. Y., June 3.—The demand for 
the western pines is rather light for this time 
of year. Salesmen find that their customers 
are disinclined to lay in much lumber, unless 
they have an immediate use for it. Retail 
stocks are generally much reduced. Not much 
change in prices has taken place lately, and 
California sugar pine is especially firm. 


NEW YORK, June 3.—Demand for Idaho 
and Pondosa pines is not especially heavy, 
and stocks of the main items of these woods 
continue light. Prices are holding up well. 


SOUTHERN PINE 


CHICAGO, June 4.—Prices of southern pine 
have reached the absolute bottom, it is 
agreed by local distributers, who tell of the 
mills in the South curtailing their pro- 
duction and refusing to accept any orders 
for such a small return. There is more buy- 
ing, by both retail yards and _ industrial 
plants, several millmen, wholesalers and com- 
mission men report—just a little more, they 
say, but enough to serve as a “cheer up” 
dose. 





CINCINNATI, OHIO, June 2.—Southern 
pine prices became steadier this week, with 
better sales to retailers both locally and in 


up-State districts, and improved inquiry. 
Retailers were placing fill-in orders for 
common lumber and dimension. Hand-to- 


mouth orders were being placed by sash and 
door factories and planing mills, with indi- 
cation of better’ business later in the month. 
Prices are unchanged, but mills are taking 
a firmer stand and appear better satisfied 
with the outlook. Very few transit cars are 
being offered. 


BOSTON, MASS., June 3.—Southern pine 
demand is slow and prices fail to strengthen. 
Even $25 has lately been shaded by eager 
sellers of 8-inch air dried roofers. Some 
wholesalers will not concede from $25.50, 
however. Current business in partition is 
far from expectations, and the range of 
quotations is wide. Some, nice Bé&better 
11/16-inch can be had at $43. Interest in 
flooring is very restricted. Quotations on 
longleaf flooring are fairly well maintained. 
B&better shortleaf 1x4-inch is offered down 
to $65.75. 


NEW YORK, June 3.—Demand for south- 
ern pine is spotty. Some firms report that 
business may be good for-a day or two and 
then there is a falling off to almost the 
vanishing point. Prices are a little more 
stable than they have been of late. Incoming 
shipments are not heavy. 


SHINGLES AND LATH 


NEW YORK, June 3.—There have been 
some substantial arrivals of lath by cargo in 
the last ten days, though stocks in the hands 
of wholesalers did not need replenishing. 
Prices continue to range from $4.75 to $5. 


CLAPBOARDS 


BOSTON, MASS., June 3.—Demand for clap- 
boards is abnormally quiet. There are some 
bargain offerings of clapboards from the 
West Coast, red cedar especially, and quota. 
tions are more or less unsettled. The supply 
of eastern spruce and native white pine clap- 
boards is light, and most sellers are yp. 
willing to concede. 


BOXBOARDS 


BOSTON, MASS., June 3.—Boxboard dig. 
tributors are booking some new business ang 
shipping a fair volume of old orders, byt 
trade is not up to expectations. Buyers are 
finding more or less bargain lumber, anq 
there is a lack of confidence in present 
modest quotations. Conservative boxboard 
men who have been curtailing their produc. 
tion are looking for a stronger market be- 
fore the end of this year. Round edge white 
pine boxboards, inch, log run, are $23@25. 


OBITUARY 


ROBERT F: KREINHEDER, president and 
treasurer of the Standard Hardwood Lumber 
Co., Buffalo, N. Y., died at his home on May 
31, aged 57 years. He had been ill for the 
past six months. He was born in Buffalo 

















THE LATE ROBERT F. KREINHEDER 


and was educated in the public schools and 
at the Bryant & Stratton business college. 
After a period of employment at the German 
Bank, he took a position with the lumber 
business of his father, the firm being Krein- 
heder & Flierl. In 1898 Herman J. Krein- 
heder and his two nephews, Arthur W. and 
Robert F., organized the Standard Lumber 
Co., and carried on an extensive wholesale 
business in hardwoods. The two brothers 
were the active members. Later the com- 
pany changed its name to the Standard 
Hardwood Lumber Co., and some years ago it 
moved to a larger yard at 1333 Clinton street, 
Buffalo. About ten years ago Arthur 
Kreinheder withdrew, having been elected a 
city councilman, and since then the_ business 
had been conducted by Robert F. Krein- 
heder. He was a public-spirited citizen, ‘of 
friendly and agreeable manner, and _his 
death is deeply regretted by a large circle 
of acquaintances, many of whom knew him 
intimately. Though devoting his time stead- 
ily to business, he had taken an annual va- 
cation to the Canadian woods in recent years, 
where he found relaxation in fishing. Sur- 
viving relatives are his wife, Mrs. Louise C. 
Kreinheder; two sons: Henry W. and Elmer 
A.; a daughter, Ruth E., and five brothers: 
Arthur W., former councilman and head of 
the public works department; Edwin J., 
Oliver W., Herbert T., and the Rev. Oscar Cc. 
Kreinheder, of Detroit. The funeral was held 
at 2:30 p. m., June 3, and was attended by 
many former lumber associates, including 
a committee of the Buffalo Lumber = 
change, which organization sent a flora 
offering. 


JOHN T. GRANTHAM, Brantford, Ont., 4 
well known retail lumber dealer and See 
many years a member of the Ontario Retai 
Lumber Dealers Association, of which at one 
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time he was a director, passed away at his 
home in Brantford on Wednesday, May 28. 
Mr. Grantham had been in business in Eagle 
Place, a suburb of Brantford, for 27 years. 
Of late years he had_ been associated in 
pusiness with his son, J. C. Grantham. Pre- 
vious to éntering the retail lumber business, 
Mr. Grantham was in business on his own 
account as a contractor. He was 64 years of 
age and is survived by his widow, One son, 
J. Cc. Grantham, and one daughter, Mrs. E. 
Brown. 


BARTHOLOMEW D. BROOKS, 74 years old, 
for many years prominent in business life in 
indianapolis, Ind., and the owner of large 
property interests, died at his home there 
recently. He was born in Bristol, Pa., and 
went to Indianapolis when he was 13 years 
old. When still a boy he found employment 
with a construction company and helped in 
laying the first wooden block pavement in 
the city. He became an expert in planing 
mill work and with others established the 
West Side Planing Mill Co., predecessor of 
the Capitol Lumber Co. Later he went into 
pusiness for himself and established the B. D. 
Brooks Lumber Co., which was prosperous 
for many years. For a time he was secre- 
tary of the Home Insurance Co. Mr. Brooks 
was one of the organizers and served as first 
president of the Marion County State bank 
and was one of the founders of the American 
Mutual Insurance Co. He was known as a 
liberal supporter of churches and benevolent 
work. He was president of the Indianapolis 
Theater Guild. Mrs. Brooks died in 1919 and 
there are no close relatives among the sur- 
vivors. 


EDWARD HAMILTON, one of the leading 
retail lumbermen of the East and for seven 
terms president of the New Jersey Lumber- 
men’s Association, dropped dead of heart 
disease on Monday, June 2, while on the way 
from his office in Pat- 
erson, N. J., to his 
summer home at 
Kampsee, Morris 
County, New Jersey. 
The automobile had 
taken fire and his son 
Was on the way to get 
a mechanic, when Mr. 
Hamilton was stricken 
as he _ stepped back 





THE LATE 
EDWARD HAMILTON 





into the car. Mr. Ham- 
ilton was 57 years old 
and at the time of his 
death was president of 
the Hamilton Mill- 
work Co., and. the 
Hamilton Lumber «& 
Manufacturing +. 
both of Paterson, N. J. 
Mr. Hamilton started 

in the lumber business 

39 years ago with the 
a Hubbard Lumber Co., 
of Paterson, and or- 
ganized his own firm in 1905. He was for- 
merly a director of the National Retail 
Lumber Dealers Association and at the time 
of his death was a director of the Lumber 
Mutual Casualty Insurance Co., of New York, 
and the Pennsylvania Lumber Mutual Fire 
Insurance Co., of Philadelphia. 

Edward Hamilton was a real leader in the 
lumber industry during his seven years at 
the head of the New Jersey association, but 
owing to ill health he was forced about two 
years ago to lessen his activities. He made 
several trips to Florida in quest of health 
and had been critically ill at long periods, 
but his sudden death on Monday was utterly 
unexpected and a great shock to the lumber- 
men of New Jersey. He was greatly beloved 
and aided many young lumbermen who had 
been overwhelmed by business troubles. 

Mr. Hamilton is survived by his widow, a 
son, Paul E. Hamilton, who was in business 
with him, and a daughter, Mrs. Francis R. 
Devine. The funeral took place on Thursday 
afternoon, June 5, from the residence, 85 
Seventeenth Avenue, Paterson. George De- 
Nike, secretary of the New Jersey Lumber- 
men’s Association, in expressing his grief, 
paid high tribute to Mr. Hamilton. They 
had been connected in the lumber business 
for 38 years. 


JOSEPH LAPP, retail lumberman of Le 
Roy, N. Y., for many years, and mayor of 
the village for three successive terms, died 
in the St. Jerome’s Hospital, Batavia, N. Y., 
on June 1, after a three months’ illness, aged 
65 years. His business career had been con- 
fined to the lumber yard and planing mill 
where he started as a boy 50 years ago. He 
worked under several owners, but for the 
last 35 years had been sole proprietor. As a 


young man Mr. Lapp was a proficient base- 
ball player and was catcher for the old Le 
Roy baseball 


nine, which competed in a 
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Shaw Bertram Lbr. Co. 


Manufacturers of 


OLD GROWTH, SOFT TEXTURE 
CALIFORNIA WHITE PINE 


(TRADE NAME) 


Daily Capacity 350,000 ft. 


PLANING MILL 
OREGON 






















| Here’s the Place to Get 
Any Quantity of Finest Quality 


Northern Hardwoods 


Our large tracts of virgin growth 
timber and modern manufacturing 
facilities insure you a dependable 
source of supply Let us prove it. 


MANISTIQUE, MICHIGAN. 





league made up of nines from several sur- 
rounding villages. He was a Democrat in 
a Republican village, but such was his popu- 
larity and interest in community affairs that 
he was thrice elected mayor, holding office 
from April, 1911, to April, 1914. Later, in 
several campaigns, he lost out for re-elec- 
tion, but by a close vote. He was a member 
of the Le Roy Business Men’s Association, 
the Batavia Lodge of Elks, and St. Peter’s 
church; also a director of the Le Roy Na- 
tional Bank. Surviving relatives are his wife, 
four sons: Joseph A., Vincent J., Clarence W., 
and Ambrose E., and two daughters, Madonna 
and Rita; also three brothers and a sister, 
Charles, of Streator, Ill., Henry and William, 
both of Le Roy, and Mrs. Elizabeth Kurtz, 
of Le Roy. 


W. E. NELSON, president of the B. F. 
Nelson Manufacturing Co., Minneapolis, Minn., 
died suddenly the night of May 28 at his 
home in that city. He was 60 years old. 
For 40 years Mr. Nelson was connected with 
the firm founded by his father, the late B. F. 
Nelson, pioneer Minneapolis lumberman- and 
manufacturer, who died two years ago. The 
son was born in Minneapolis and had always 
lived there. Among the clubs of which he 
was a member are the Minikahda, Minneapolis 
and Lafayette, of Minneapolis, and the Minne- 
sota and Somerset of St. Paul. Surviving him 
are his wife, ason, Benjamin F. Nelson, student 
at Yale University; three daughters: Mrs. Alva 
Drake, Mrs, Frank E. McMally and Miss Mary 
Nelson; his mother, Mrs. B. F. Nelson; a sister, 
Mrs. Carl E. Sager, and a brother, G. H. Nel- 
son, all of Minneapolis. The B. F. Nelson Co. 
now manufactures ‘Master Slab” roofing and 
operates two large paper mills, one in Minne- 
apolis and the other in Lockport, IL, but 
was formerly one of the best known lumber 
firms in the Northwest. 


F. X. E. BOUCHER, of Boucher Bros., lum- 
ber dealers, Hull, Que., passed away re- 
cently at the age of 66. Mr. Boucher was 
born at St. Rose de Laval, Que., and lived in 
that vicinity all his life. For 32 years he 
was engaged in business for himself and had 
an active part in the commercial and civic 
development of Hull. Mr. Boucher in addi- 
tion to being in the lumber business was 
proprietor of the Hull Coal Co. He was a 
member of the Concatenated Order of Hoo- 
Hoo, as well as a director of the Province of 
Quebec Retail Lumber Dealers Association, 
and a member of the Eastern Ontario Retail 
Lumber Dealers Association. Mr. Boucher 


also belonged to the Knights of Columbus, 
Catholic Order of Foresters and the French- 
Canadian Artisans’ Association. He is sur- 
vived by three daughters, two sons, two 
sisters and three brothers. Mrs. Boucher 
died in January. 


WILLIAM J. ECKMAN, a director of the 
M. B. Farrin Lumber Co., of Cincinnati, Ohio, 
and a prominent member of the hardwood in- 
dustry, died suddenly at his home in Cincin- 
nati on June 3, at 8 o’clock in the evening, of 
a heart attack. Mr. Eckman was in his 63rd 
year. He was a native of Cincinnati and had 
been connected with the M. B. Farrin Lumber 
Co. for the last thirty years, serving as secre- 
tary-treasurer of the company until the death 
of Mr. Farrin in 1908, and first vice-president 
from then until March 1 of this year, at which 
time he retired from active duty. He was 
a past president of the National Lumber Ex- 
porters Association, and of the Oak Flooring 
Manufacturers ‘Association, had served as 
member of executive committee of the divi- 
sion of manufacturers, Cincinnati Chamber of 
Commerce and was national councilor for the 
Oak Flooring Manufacturers Association and 
the National Lumber Manufacturers Associa- 
tion in the Chamber of Commerce of the 
United States some years ago. Mr. Eckman 
returned to Cincinnati from a vacation in 
Florida about a month ago, at which time he 
appeared in excellent health, and his sudden 
death was entirely unexpected. He leaves a 
large circle of friends in the lumber trade to 
mourn his passing. 


DEMAIN H. LEDWICH, retail lumberman 
of Omaha, Neb., since 1887, died at his home 
in that city on Sunday, June 1, at the age of 
61. Mr. Ledwich was born at Avoca, Iowa, 
and went.to Omaha in his youth, entering at 
once into the lumber business with which he 
was connected throughout his entire business 
career. He was for a time connected with 
the former company of Guiou & Ledwich,. but 
sold out his interest many years ago, purchas- 
ing the old lumber yard of Bullard-Hoagland 
& Benedict where he established the business 
of the Ledwich Lumber Co., still in operation. 
Mr. Ledwich is survived by his widow, Mrs. 
Jeanette Ledwich, one daughter, Mrs. Ham- 
mond-Knowlton of Mansfield Center, Conn., 
and two brothers, Day T., of Farnum and 
Robert S., of Ralston. Mr. Ledwich was a 
long-time friend of the AMERICAN LUMBER- 
MAN, having been a subscriber and constant 
reader since the days of the old Northwestern 
Lumberman. 
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Advertisements will be inserted in 
this department at the following rates: 


30 cents a line for one week. 

55 cents a line for two consecutive weeks. 

75 cents a line for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

No Gsplay except the heading can be ad- 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Co must 
be in this office not later than Weanes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


























Special 














THE GREATEST MARKET PLACE 
FOR PEOPLE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Seller. 
test for selling lumber, shingles, re- 
tall yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 


AMERICAN 


Send your advertisement to the 


AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois, 


Wanted—Employees 


SECRETARY-MANAGER WANTED 


To continue operation of Retail Lumbermen’s As- 
sociation in mid-western city, about 400,000 popu- 
lation. 

Address “‘C. 1," care American Lumberman, 





























RETAIL HARDWOOD LUMBER CORPORATION 


Has opening for experienced Lumberman; can 
make substantial investment if desired; must have 
Sales Experience and clientele, with ability to de- 
velop fast growing business around Boston and 
New England States. 

Address “E. 5," care American Lumberman. 


Wanted—Salesmen 


WANTED SALESMAN 
Wanted successful hardwood lumber salesman for 
New England Territory by long established firm. 
Address ‘“‘F’. 6," care American Lumberman. 






































| Wanted—Salesmen __ 




















Wanted—Employment 








WANTED 


White Pine Company desires an 
experienced Frame and Lumber salesman for the 
Eastern market, Write BOX D, care American 
Lumberman, 


An established 





WANTED SALESMAN 
An attractive proposition is offered to a few high 
grade men, See PAGE 22 for complete details, 





WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others,. why 
not for you? AMERICAN LUMBERMAN, 431 §8. 
Dearborn 8t., Chicago, 


Wanted—Employment 


SALES MANAGER OR ASSISTANT 
SALESMAN OR BUYER 


20 years’ experience—practical all around common 


























sense lumberman willing consider productive ad- 
vantageous proposition. Successfully represented 
large manufacturer in Chicago and suburbs 11 
years; Cleveland 4; Milwaukee, 2% and Western 
Michigan, 6 months. Previously at mills. Accus- 
tomed handling big buyers as well as small, 


Thoroughly conversant with all Southern Products, 
also Inland Empire, and West Coast—especially 
California. References unquestionable. 

Address “W. 210,” care American Lumberman. 





GENERAL MANAGER—RETAIL LUMBER 


For large retail lumber business or group of 
chain yards; capable and very efficient general 
manager and buyer; up to date merchandiser; good 
salesman and sales manager. Understands costs, 
accounting and manufacturing and economical 
yard handling. At present engaged. 

Address “F. 8," care American Lumberman. 





FIRST CLASS BAND SAW FILER 
Combination mill man and superintendent open for 
position. Can handle any size job, willing to go 
any where. 

J. A. NICHOLS, Box 3034, Mallory, Tennessee 





BOOKKEEPER & STENOGRAPHER 


Full charge. Six years of lumber and contracting 
experience. 
Address “‘E. 28," care American Lumberman, 





EXPERIENCED NORTHERN 
Or Southern hardwood inspector wants change, 
yard or road. National experience. A-1 references. 
Address “E. 1,” care American Lumberman, 





EXPERIENCED LINE YARD LUMBERMAN 
Twenty-two years’ experience in the Southwest as 


collector, purchasing agent, auditor and assistant 
to general manager; best references; moderate 
salary. 


Address “D. 1,” care American Lumberman, 





HAVE HAD 20 YEARS EXPERIENCE 


In the retail lumber business as an executive serv- 
ing as Treasurer and Manager of 4 yards doing 
a yearly business of about $1,800,000.00. Can buy 
as I know the best of mill connections in the 
South and West. Can sell as I know how to handle 
the trade. Can also handle finances. 

Address “D. 9,” care American Lumberman. 





SOBER, HONEST, HARDWORKING MAN 


25 years’ experience in hardwood lumber business; 
successfully filled positions as lumber buyer, floor- 
ing mill manager, saw-mill operator, lumber in- 
spector, both yard and road, and yard foreman. 
Desires position any capacity. Have also operated 
dimension mill, Will go anywhere. 

Address “F. 16,” care American Lumberman. 























































































EXECUTIVE SALES MANAGER 


Married man, thirty-eight. 


Higt 
aan ghest refer 


Life time in lumber business, ex- 


perienced mill, wholesale, retail Southern 
Pine Hardwoods, Pacific Coast Products, 
A real producer with a record of achieve. 


ment. 


Address “FE. 14,” care American Lumbermag, 





SALESMAN a 
Thirty-two years of age, eight years’ ex periene 
traveling and handling sales Appalachian y 
facturer. Now employed but desires change, 
oughly acquainted with trade Central West 
East including Metropolitan District also through 
out Carolinas and Virginia. Connection 
Manufacturer preferred but would consider Who 
sale connection either traveling or in the off 
Am acquainted with Southern Hardwoods and ¥ 
low Pine. Salary secondary. Excellent referene 
Address “F, 3,” care American Lumberman, & 





YOUNG MAN 28 WIDE EXPERIENCE IN ID 


lumbering, camps, sawmills, planing mills, books 
keeping, cost accounting, office management; .& 
do a little secretarial work; good steady habits 
single; can go anywhere; references. Presently” 
employed New York City sales office. Desire t¢ 
change, preferably west. Looking for offers « 


qualify for. Available about July 1st. : 
Address “F, 12,’ care American Lumberman, | 





i COMBINATION 

PLANER MAN MOULDER AND SAW FILER 
Prefer pine operation, Satisfaction or no pay 
Age 30, good reference. : 
Address “IF. 2,” care 


American Lumberman., 





LUMBER SALESMAN 


Covering the Province of Ontario, Canada, wants” 
Chestnut, Gum, Walnut, to sell on Commission” 
Address ‘‘F, 4," care American Lumberman, 


A-1 BAND SAW FILER 


Log Mill or Factory. 
“FE 7," care of American Lumberman, 





Address 





FIRST CLASS MILLWORK SUPERINTENDENT 


Seeks position. Estimator, Draftsman, Detailer 
and Biller. All classes of millwork. Experience, 
integrity, ability. References. At liberty. 


Address ‘“‘F. 5,” care American Lumberman, 





POSITION WANTED 


By man 39 years old with 18 years experience in 
retail lumber, last 5 years as Sales Manager of 
large line yard concern. Capable of any position, 
even executive management, ; 
Address “‘F. 9,"’ care Ainerican Lumberman, 





A FIRST CLASS BAND SAW FILER 


Just finished a very responsible position. 
like connection with 
either hardwood or 
ambition is required. 
lent references. R. 
Elkins, W. Va. 


CAPABLE MILLWORK MAN 


Experienced manager retail millwork business, de- 
sires connection with responsible retail or wholesale 
concern. Thorough estimating, billing and selling 
experience. 

Address “E. 29," care American Lumberman. 


WANTED POSITION WITH LUMBER YARD 


Hardware or large construction company by mar- 

ried man 38 years old. 20 years’ experience in ~ 

buying, selling, pricing and collecting in small yard 

ne gees sized hardware. WM. NESBITT, Baraga, 
ch, 


Wanted—Lumber and Shingles 


Would 
a reliable company sawing ~ 
soft wood where skill and 
35 years of age, with excel- 
B. HUPP, 619 Yokum St, ¥ 





























KNIFE GRINDER—SAWFILER—MILLWRIGHT 


Age 44 years; 25 years’ experience in all kinds of 
knife grinding and saw filing. First class set up 
man on sticker and automatic turner lathe; also 
practical millwright. Can work from blueprints. 
Address “—. 7,” care American Lumberman. 


LUMBERMAN WITH YEARS OF EXPERIENCE 


Wants yard to manage or salesman for large yard, 
Best of references. Can make investment. 
Address “D. 15,” care American Lumberman. 





WALNUT LOGS WANTED 


Will also do custom sawing and steaming. WEST=~ 
GATE WALNUT COMPANY, Mendota, Illinois. 














HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- : 
BERMAN, 431 So. Dearborn St., Chicago, Ill. ~“¥ 



















BUSINESS OPPORTUNITY 


New wholesale lumber company wants success- 
ful lumber salesman who desires to wholesale his 
account. We will finance and invoice on split 
profit arrangements. Write us fullv. 

Address “E. 9," care American Lumberman. 


WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 S8. 
Dearborn St., Chicago. 








EXPERIENCED MANAGER 


Retail lumber yard and building supplies. Open for 
position. Experienced in country and city 
yards. Can meet all kinds of competition. Handle 
credit, collections and sales. Employed at present 
time but want to change. 

Address “E, 24,” care American Lumberman. 


DETAILER & BILLER 


20 years’ experience—will take complete charge 
of any type or size building. 
Address “E. 26," care American Lumberman. 

















Wanted. Timber a Timber Lands 


CUT OVER LAND OR ABANDONED MILL SITE 


With buildings Ark. or W. Va. 
R. H, SHEARMAN, Kinzua, Pa. 



















WANTED: LARGE TRACT OF TIMBER 


With or without milling operation. Address BOX 
176, Mobile, Ala. 
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